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Brief Introduction of Learning Aim B

In this Learning Aim I will develop a marketing plan for my IT business idea
My chosen business idea is SmartBiz is AI, Website & IT Solutions which will
provide AI automation, website development and IT support services for small
businesses

The purpose of this business is to help small businesses use technology in a
simple and affordable way. Some small businesses may spend a lot of time
doing repetitive tasks such as replying to customer questions, sending
reminders, organising information and following up with customers. Some
may also need a professional website or have technical problems but cannot
afford to employ full-time IT staff.

My business will aim to solve these problems by providing several services in
one place. These services could include Al chatbots, automated customer
replies, booking and reminder automation, website design and development,
website maintenance, business email setup, cloud support, basic
cybersecurity, software setup and general IT troubleshooting.

Before creating my marketing plan, I will carry out market research to
understand the target market, customer requirements and needs, gaps in the
market, potential demand, current market trends, competitors, economic
climate and business risks, as required in the specification.

I will also assess the business idea by looking at its features and benefits,
sustainability, security, usability, financial viability, potential market size and



legal requirements. This will help me decide if the idea is realistic and suitable
for the market.

The marketing plan will include the characteristics of the service, pricing
methods, promotion methods, channels to market and distribution methods. I
will also explain how the different parts of the marketing plan work together,
how I will carry out market testing and how I will monitor whether the plan is
successful.

SELECTING AN IT PRODUCT/SERVICE

Identify IT product/service to create Enterprise

Before choosing my final enterprise idea, I compared three possible IT
products/services. I considered the main benefit, limitations and overall
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suitability of each idea.

After comparing these ideas, I selected SmartBiz Al, Website & IT Solutions
because it provides the strongest balance of customer need, business growth
potential and different ways of generating income. The business can earn
money from one-off website projects, automation setup and recurring support
services.

Product or service features

My selected IT enterprise is SmartBiz Al, Website & IT Solutions. It will be a
business to business IT service aimed mainly at micro and small businesses.
The service will combine website development, simple Al automation and IT



support. This matches the specification requirement to identify an IT product
or service that can be developed into an enterprise.

The main purpose of SmartBiz is to help small businesses improve the way
they use technology without needing their own full-time IT department. Many
small businesses may need a professional website, help with customer
enquiries and bookings, simple automation for repetitive tasks, or support
when they experience technical problems.

The three main parts of my service are:

« Website Development - creating or improving professional, responsive
websites with contact forms, booking or enquiry systems, basic SEO and
analytics.

« Al Automation - setting up simple automation such as automatic
enquiry acknowledgements, appointment reminders, customer follow-
ups and FAQ support.

« IT Support - helping businesses with software setup, business email,
cloud services, backups, account security and basic troubleshooting.

The service will meet customer requirements by giving small businesses one
provider for several digital needs. Instead of using one company for a website,
another company for automation and another company for IT support,
SmartBiz can provide these services together.

My original idea gave equal importance to all three services. However, my real
market research showed that Website Development had the strongest demand,
with 53.3% of respondents selecting it as the most useful service. Therefore, I
changed the idea so that website development will be the main starting
service, while AT automation and IT support will be available as optional add-
ons.

The Unique Selling Point

“Affordable professional websites for small businesses, with simple Al
automation and reliable IT support when needed”

This makes the enterprise more focused on the needs shown by my market
research while still allowing the business to grow and offer additional IT
services in the future.



Sustainability assessment

The sustainability assessment looks at the environmental impact of my
proposed IT service, including power usage, waste, equipment, recycling and
reuse. These areas are included in the Pearson specification when evaluating
an IT product or service idea.

SmartBiz Al, Website & IT Solutions will mainly provide digital and remote
services, so it will not need to manufacture physical products. This reduces the
need for packaging, materials and large amounts of physical waste. Website
development, Al automation and remote IT support can all be carried out
online, which may also reduce unnecessary travel.

Remote support can improve sustainability because many website, software,
email and cloud problems can be solved without visiting the customer. When
an on-site visit is necessary, appointments can be planned efficiently so that
unnecessary journeys are avoided.

The business can also encourage customers to repair, upgrade and reuse
existing devices where suitable instead of replacing equipment too early. This
can help reduce electronic waste. Old IT equipment should be recycled
through appropriate recycling services where possible.

However, SmartBiz will still have an environmental impact. Websites, cloud
services and Al systems use data centres and electricity, and some Al tasks can
require significant computing power. For this reason, I would avoid
unnecessary automation, use efficient workflows and choose reliable hosting
and cloud providers.

I would also avoid storing unnecessary files and duplicate backups for long
periods because digital storage also uses resources. Files and customer data
should be kept organised and only retained where there is a clear business or
legal reason.

Overall, I believe SmartBiz is a reasonably sustainable business idea because
most of the work is digital and can be completed remotely. The main areas I
would continue to monitor are energy use, cloud services, travel, electronic
waste, recycling and reuse of equipment.

Security assessment




Security is an important part of SmartBiz A, Website & IT Solutions because
the business may have access to customer websites, email accounts, cloud
systems, login details and business information. The Pearson specification says
a security assessment should consider secure servers, software source control,
penetration testing and password protection.

SmartBiz should use secure servers and HTTPS/SSL for websites so that
information sent between the website and the user is protected. Customer
systems should also use strong passwords and, where possible, multi-factor
authentication. Passwords should not be stored in normal documents or
messages because this could create a security risk.

For website development, software source control should be used to manage
changes to website code. This would make it easier to track updates, restore an
older version if something goes wrong and control who is allowed to make
changes.

Websites and systems should also be tested before they are launched. Basic
security checks can identify weaknesses, while more advanced penetration
testing should only be carried out by someone with the correct skills and
permission.

AT automation also needs to be controlled carefully. SmartBiz should limit
what an automated system is allowed to access and should test the system
before using real customer data. Important actions should still be checked by a
human where needed.

Overall, security is a major requirement for SmartBiz because a security
problem could cause data loss, loss of customer trust or damage to the
business reputation. Using secure servers, source control, strong password
protection, testing and controlled access will help make the service safer and
more reliable.

Usability assessment

Usability is important for SmartBiz Al, Website & IT Solutions because the
services need to be easy for small-business owners and their staff to
understand and use. The Pearson specification says usability should consider
the design of user interfaces and smooth, consistent integration with required
systems.



The websites created by SmartBiz should be simple, clear and easy to navigate.
They should work properly on mobile phones, tablets and computers.
Important information such as services, prices, contact details and booking
options should be easy to find. Buttons, menus and forms should be clearly
labelled so users do not become confused.

The website design should also consider accessibility. Text should be easy to
read, colours should have good contrast, images should include alternative
text where appropriate, and the site should be usable with a keyboard where
possible. This will make the website more suitable for a wider range of users.

AT automation should also be simple to use. For example, if a business uses an
automatic appointment reminder or enquiry response, staff should be able to
understand how it works and how to change or stop it if needed. The system
should not require complicated technical knowledge.

SmartBiz should also make sure its services integrate smoothly with the
customer’s existing systems, such as business email, booking tools, cloud
storage or contact forms. Before launch, the website and automation should be
tested with users to identify confusing areas or problems.

Overall, good usability will make SmartBiz services easier to understand,
reduce mistakes and improve the customer experience. A service that is
technically advanced but difficult to use would not meet the needs of small
businesses effectively.

Financial assessment

The financial assessment looks at whether SmartBiz AI, Website & IT
Solutions is financially viable by considering the likely costs, revenues and
whether the business can make enough income to continue operating. The
Pearson specification requires the financial assessment to consider the
viability of the idea, including revenues and costs.

SmartBiz has a relatively low start-up cost because most of the work can be
completed using a laptop and delivered remotely. The business would not
need a physical shop or large amounts of stock. However, there would still be
costs for software, hosting, security tools, marketing and training.

Estimated early costs could include:

| Cost | estimated amount




Business website, domain and email

£80-£150 per year

Hosting and backup tools

£20-£60 per month

Al and automation tools

£30-£120 per month

Remote support/security tools

£20-£80 per month

Initial marketing test

£100-£250

Training and contingency

£200-£400 initially

These are planning estimates and would need to be checked before launching
the business.

SmartBiz could generate revenue from both one-off projects and recurring
monthly services. Based on my real market research, I would test the
following prices:

« Website Starter: £249-£299

« Business Website: £399-£599

Simple AT Automation Setup: £99-£149 plus any software costs
« IT/Website Care: £39-£49 per month
« Combined Care Package: around £79-£99 per month after setup

My survey showed that 60% of respondents would consider paying under £300
for a basic professional website, while 66.7% would consider paying under £50
per month for ongoing IT or automation support. This shows that customers
are price sensitive, so affordable starter packages are important.

The main financial advantage of SmartBiz is that it can earn money from one-
off website projects while also building recurring revenue from website care,
automation and support packages. Recurring income could make the business
more financially stable over time.

However, there is also a financial risk. If the prices are too low or customers
require more support than expected, the business could become unprofitable.
For example, a £39 monthly support package would not be sustainable if a
customer needed several hours of support every month.

To reduce this risk, each package should have a clear scope, limits and
additional charges for extra work. I would also track the time and software
costs used for each pilot customer and calculate whether each service makes a
profit before launching it widely.



Overall, SmartBiz appears financially realistic as a small start-up because the
fixed costs are relatively low and there are several possible income sources.
However, the final prices should only be kept if the pilot shows that they cover
the real cost of delivering the service and still provide a reasonable profit.

Potential size of the market

The potential market for SmartBiz Al, Website & IT Solutions is large because
the business is aimed at micro and small businesses, which make up a very
large part of the UK private-sector business population. The Pearson
specification requires the selected idea to consider the potential size of the
market as part of the idea assessment.

My secondary research shows that there were around 5.7 million private-
sector businesses in the UK, including about 5.64 million small businesses with
0 to 49 employees. This means small businesses represent more than 99% of
the UK private-sector business population.

This creates a large potential market for SmartBiz because many small
businesses may need help with areas such as:

« professional website development

« website improvements

« customer enquiry or booking systems
« simple Al automation

« Dbusiness email and cloud services

o IT support

« cybersecurity and backups

However, SmartBiz would not try to target every small business in the UK at
the beginning. The first realistic market would be micro and small businesses
in London, especially owner-managed businesses that depend on customer
enquiries, bookings and repeat customers. Examples include barbers and
salons, restaurants and takeaways, tuition centres, garages, tradespeople,
small retailers, clinics and professional services.

My primary research also shows there is potential demand within this market.
53.3% of respondents selected Website Development as the most useful



service, and 53.3% either did not have a professional website or said their
current website needed improvement. This suggests that website development
could provide a realistic starting opportunity for SmartBiz.

There is also some potential for automation. 80% of respondents were either
interested or possibly interested in automation, although the low AI comfort
score shows that the service would need to be explained simply and
introduced carefully.

Overall, the total potential market is very large, but the realistic market for a
new SmartBiz enterprise would initially be much smaller. I would begin with a
limited number of local small-business sectors, test the service with real
customers, build reviews and case studies, and then expand into more sectors
and locations if the business is successful.

Legal assessment

SmartBiz Al, Website & IT Solutions must follow relevant laws because the
business may handle customer websites, personal information, cloud
accounts, software and online services. The Pearson specification states that
the legal assessment should consider current and relevant requirements such
as data protection legislation, patents legislation and health and safety at work
legislation.

One of the most important legal areas is data protection. SmartBiz may process
names, email addresses, telephone numbers, website enquiries and other
customer information. This means the business must handle personal data
lawfully, fairly and securely in line with the UK GDPR and Data Protection Act
2018. Customer information should only be collected when necessary, kept
secure and not shared without a valid reason.

If SmartBiz uses contact forms, mailing lists, cookies or direct marketing, the
business must also make sure that customers are given clear information
about how their data will be used. Marketing messages should not be sent in a
way that breaks privacy or electronic communications rules.

Copyright and software licensing are also important. SmartBiz must not copy
website designs, photographs, logos, fonts, software or written content without
permission. Any templates, plugins, Al tools or software used for customer
projects should have the correct licence. Client agreements should also clearly
explain who owns the finished website and any content created for it.



For AI automation, SmartBiz should avoid making misleading claims that Al
systems are always accurate. Important Al-generated information should be
reviewed by a person, especially where an incorrect answer could affect a
customer. The business must also follow the terms and conditions of the Al
and automation platforms it uses.

Health and safety may also apply if SmartBiz provides support at a customer's
premises. Equipment, cables and work areas should be used safely, and
unnecessary risks should be avoided. If the business later employs staff,
further workplace health and safety responsibilities would need to be
followed.

Patents and intellectual property may become more important if SmartBiz
develops an original software product or technical invention in the future.
Before claiming ownership of a new invention or copying an existing
technology, the business should check whether relevant intellectual-property
protection already exists.

Overall, legal compliance is important because breaking the law could result

in complaints, financial penalties and loss of customer trust. SmartBiz should
therefore use clear contracts, protect personal data, follow software licences,

respect intellectual property and use safe working practices before providing
services to customers.

Research Collateral for Market Research

To support my market research for SmartBiz Al, Website & IT Solutions, I
created and planned different types of research collateral. Research collateral
is material that helps potential customers understand the service before giving
feedback. The Pearson specification says this can include design information
such as storyboards, flow charts and infographics, as well as prototype
products or services such as websites or computer programs.

Design information

For SmartBiz Al, Website & IT Solutions, I created design information to show
how the service would look and how customers would use it. The Pearson
specification states that design information for market research can include
storyboards, flow charts and infographics.



The main design is a professional SmartBiz website. The website would have a
simple layout so that small-business owners can quickly understand the
services being offered.

The planned website structure is:
Home — About SmartBiz — Services — Pricing — Portfolio/Examples — Contact

The Home page would introduce SmartBiz and explain the main benefit of the
service. It would include the revised USP:

“Affordable professional websites for small businesses, with simple Al
automation and reliable IT support when needed.”

The Services page would be divided into three main areas:
« Website Development — professional and responsive business websites.

« Al Automation — automated enquiry responses, reminders and follow-
ups.

o IT Support — help with business email, cloud systems, security and
technical problems.

The Pricing page would show simple service packages so customers can
understand the approximate cost before contacting SmartBiz.

I also designed a simple automation flow chart to explain how one SmartBiz
service could work:

Customer sends enquiry — enquiry is received — automatic acknowledgement
is sent — business owner is notified — customer details are recorded — follow-
up reminder is created

This design is useful because it shows potential customers how automation
can reduce repetitive work while still allowing the business owner to stay in
control.

A simple website customer journey would be:

Customer visits SmartBiz website — reads services — compares packages —
views examples — completes contact form — receives response — consultation
takes place



The design information would be shown to potential customers during market
research so they can give feedback about the layout, services, pricing, ease of
use and whether the idea meets their business needs. Their feedback can then
be used to improve the final SmartBiz service before a wider launch.

Prototype

For SmartBiz AI, Website & IT Solutions, I created a website-based prototype to
show how the service could work before fully launching the business. The
Pearson specification states that prototype evidence can include items such as
a website, computer program, computer device or video evidence.

The SmartBiz prototype is designed to give potential customers a clear idea of
the services, prices and way the business would operate. The prototype
website would include the following main sections:

« Home - introduction to SmartBiz and the main USP.

« About - information about the business and its purpose.

« Services — Website Development, Al Automation and IT Support.
« Pricing - clear starter packages and monthly support options.

« Portfolio / Examples — examples of websites or digital work.

« Contact - enquiry form and contact information.

The prototype would also demonstrate a simple automation process. For
example:

Customer sends an enquiry — automatic acknowledgement is sent — business
owner is notified — customer details are recorded — follow-up reminder is
created.

This helps potential customers understand how the AI automation service
could save time and reduce repetitive work.

The prototype is useful for market research because customers can react to
something more realistic than just a written description. They can give
feedback on the design, ease of use, services, pricing, navigation and whether
they would consider using SmartBiz.

Feedback from the prototype can then be used to improve the final service
before a wider launch. For example, if users find the website difficult to



navigate, the layout can be simplified. If customers do not understand the Al
automation service, clearer examples and explanations can be added.

Overall, the prototype reduces the risk of launching a service that customers
do not understand or want. It allows SmartBiz to test the idea, make
improvements and build a more suitable final service based on customer
feedback.

Skills required for marketing a selected IT product/service

Product knowledge

To market SmartBiz Al, Website & IT Solutions effectively, I need strong
product knowledge. The Pearson specification states that marketing a selected
IT product or service requires skills such as product knowledge, knowledge of
the market, understanding customer requirements and needs, and
promotional methods.

For SmartBiz, product knowledge means understanding exactly what each
service does, what problems it solves, how it benefits the customer and what
its limitations are.

I need to understand the three main SmartBiz services:

« Website Development — how professional websites are planned,
designed, developed, tested and maintained.

« Al Automation - how simple automation can be used for enquiry
responses, reminders, follow-ups and repetitive business tasks.

o IT Support — how to support business email, cloud systems, backups,
security and general technical problems.

Good product knowledge is important because customers may ask questions
about price, security, features, setup time, support and expected results. I
should be able to explain these clearly without using unnecessary technical
language.

I also need to understand the limitations of the service. For example, Al
automation should not be presented as perfect or fully independent. Some
tasks may still need human checking. IT support packages should also have
clear limits so customers know what is and is not included.



Product knowledge will help me explain the SmartBiz USP

“Affordable professional websites for small businesses, with simple Al
automation and reliable IT support when needed.”

Overall, strong product knowledge will help me market SmartBiz more
professionally, answer customer questions confidently and make sure that
promotional claims are realistic and accurate.

Knowledge of the market

To market SmartBiz Al, Website & IT Solutions successfully, I need good
knowledge of the market. The Pearson specification identifies knowledge of
the market as one of the skills required when marketing a selected IT product
or service.

The main target market for SmartBiz is micro and small businesses, especially
owner-managed businesses that may not have their own IT department.
Examples include tuition centres, salons, garages, restaurants, tradespeople,
small retailers and professional service businesses.

My market research helped me understand what these customers are looking
for. From my 15 genuine survey responses, 53.3% selected Website
Development as the most useful service. This showed that website
development should be the main service offered by SmartBiz, with Al
automation and IT support available as additional services.

I also learned that customers in this market are price sensitive. My survey
showed that 60% would consider paying under £300 for a basic professional
website, while 66.7% would consider paying under £50 per month for ongoing
IT or automation support. This information helped me create affordable
starter packages rather than setting prices that may be too high for small
businesses.

I also need to understand how customers prefer to find IT providers. My
research showed that Google was the most popular method, selected by 53.3%
of respondents, followed by referrals. Therefore, SmartBiz should focus
strongly on its website, Google visibility, local SEO and customer reviews.

Understanding competitors is also important. SmartBiz may compete with
freelance web developers, website-building platforms and local IT support
companies. I need to understand their services, prices, strengths and



weaknesses so that SmartBiz can offer something different. The main
difference will be providing website development, simple AI automation and
IT support through one business.

Knowledge of current market trends is also necessary because technology
changes quickly. Small businesses are increasingly using websites, cloud
services and automation, but my research also showed that many respondents
were not very comfortable with Al Therefore, SmartBiz should explain Al in
simple language and focus on practical benefits rather than using complicated
technical terms.

Overall, good knowledge of the market will help me identify the right
customers, set suitable prices, choose effective promotional methods and
adapt SmartBiz services to what small businesses actually need.

Understanding customer requirements and needs

To market SmartBiz Al, Website & IT Solutions successfully, I need to
understand what customers actually need before offering them a service. The
Pearson specification identifies understanding customer requirements and
needs as an important skill when marketing a selected IT product or service.

For SmartBiz, customer requirements can be different depending on the type
of business. Some customers may need a new professional website, while
others may already have a website but need improvements. Other customers
may need help with bookings, customer enquiries, follow-ups, cloud systems
or technical support.

My market research helped me identify these needs. 53.3% of respondents
either did not have a professional website or said their current website needed
improvement, which shows that website development is a clear customer
requirement.

The survey also showed that 80% of respondents were either interested or
possibly interested in automating reminders, enquiry acknowledgements or
follow-ups. However, many respondents were not confident using Al, so
customers may need automation that is simple, easy to understand and still
controlled by a person.

Price is also an important customer requirement. My research showed that
60% would consider paying under £300 for a basic professional website, while



66.7% would consider paying under £50 per month for ongoing support. This
means SmartBiz should provide affordable starter packages with clear prices
and clear limits.

Customers also need trust, security and reliability. Because SmartBiz may
work with websites, email accounts and cloud systems, customers need to
know that their information will be protected and that the service will be
dependable.

To understand customer needs before starting a project, I would ask questions
such as:

« What problem are you trying to solve?

« What features do you need?

« What is your budget?

«  Who will use the website or system?

« Do you already use any software or cloud services?

« How much support do you need after the project is completed?

Overall, understanding customer requirements will help SmartBiz provide the
right service instead of offering the same package to every customer. This
should improve customer satisfaction, reduce misunderstandings and make
the service more useful to each business.

Promotional methods

To market SmartBiz Al, Website & IT Solutions effectively, I need to
understand which promotional methods are most suitable for the target
market. The Pearson specification identifies promotional methods as one of
the skills needed when marketing a selected IT product or service.

SmartBiz should mainly use digital promotion because its target customers are
small businesses looking for website and IT services. The main promotional
methods I would use are:

« Business website — the SmartBiz website would explain the services,
prices, benefits, examples of previous work and contact details.



« Google and local SEO - this would help small businesses find SmartBiz
when searching for services such as website development or local IT
support.

« Google Business Profile - this can improve local visibility and allow
customers to leave reviews.

e Customer referrals — satisfied customers could recommend SmartBiz to
other business owners.

« Online reviews and testimonials — genuine customer feedback can
build trust and show that the service is reliable.

« LinkedIn - useful for connecting with business owners and promoting
website and IT services.

« Direct email - carefully targeted emails could be sent to relevant
businesses, provided that privacy and marketing rules are followed.

« Social media - platforms can be used to show website examples, before-
and-after improvements and simple explanations of Al automation.

« Local networking — meeting business owners through local events can
help build trust and generate leads.

My primary market research showed that Google was the most preferred
method for finding an IT provider, selected by 53.3% of respondents. Referrals
were the second strongest method. Therefore, I would give the highest priority
to Google visibility, local SEO and customer referrals rather than spending
heavily on general social-media advertising.

The promotional message should also be simple and focused on customer
benefits rather than technical language. For example:

“Affordable professional websites for small businesses, with simple Al
automation and reliable IT support when needed.”

Overall, using the correct promotional methods will help SmartBiz reach the
right customers, build trust and increase enquiries. I would monitor which
methods generate the most enquiries and paying customers, then invest more
in the channels that perform best.

MARKET RESEARCH




Qualitative and quantitative factors that affect the market for an IT

product/service

Introduction:

For SmartBiz Al, Website & IT Solutions, market research is important because
it helps me understand whether there is enough demand for the service and
what small businesses actually need. The Pearson specification states that
market research should consider both qualitative and quantitative factors,
including the target market, customer requirements, gaps in the market,
current trends, competitors, the economic climate and business risks.

For this project, I used both primary and secondary research. My primary
research included a questionnaire completed by 15 respondents, while my
secondary research used information from reliable business, technology and
government sources.

The quantitative research gave me numerical information such as
percentages, preferred services, price ranges and promotional channels. The
qualitative side focused more on customer attitudes, confidence, trust, security
concerns and reasons behind their choices.

This research helped me understand the market better and make more
informed decisions about the services, pricing, promotion and target
customers for SmartBiz.

Target market

The main target market for SmartBiz Al, Website & IT Solutions is micro and
small businesses in London that use digital systems but do not have a large
internal IT team. My first target segment will be owner-managed service
businesses with around 1 to 20 employees, because these businesses may need
outside support and the owner or manager can often make purchasing
decisions quickly.

Possible customers include:
e« Dbarbers and salons

« restaurants and takeaways



« tuition centres

« garages

« tradespeople

« small retailers

e clinics

e accountants

« other local professional service businesses

A second target segment will be new start-up businesses that may need a
professional website, business email and simple automation from the
beginning.

The main decision maker is likely to be the business owner, manager or
person responsible for technology. Therefore, SmartBiz marketing should use
simple language and focus on practical benefits such as saving time, reducing
costs, improving reliability and protecting business data, rather than using
complicated technical terms.

My primary research also supports a website-led target market. 53.3% of
respondents selected Website Development as the most useful service, and 8
out of 15 respondents either did not have a professional website or said their
current website needed improvement. This suggests that small businesses
needing a new or improved website should be one of the main groups targeted
first.

Overall, SmartBiz should begin with a narrow local market rather than
targeting every UK business immediately. Starting with small London
businesses will make it easier to test the service, build customer reviews and
improve the offer before expanding to a wider market.

Customer requirements and needs

For SmartBiz Al, Website & IT Solutions, it is important to understand what
small businesses actually require before deciding which services to offer. The
Pearson specification states that market research should consider customer
requirements and needs as one of the main factors affecting the market.



The main customer requirements identified for SmartBiz are affordable
pricing, simple setup, reliable support, clear explanations, data security and
measurable business benefits. Some customers may also prefer using one
provider for several digital problems instead of dealing with different
companies for websites, automation and IT support.

My primary research helped show which needs are most important. 53.3% of
respondents either did not have a professional website or said their current
website needed improvement, while 53.3% selected Website Development as
the most useful SmartBiz service. This shows that professional and affordable
website development is one of the strongest customer needs in my sample.

Customers also showed interest in automation. 80% of respondents were
either interested or possibly interested in automating tasks, such as reminders,
enquiry acknowledgements and follow-ups. However, Al confidence was low,
with many respondents feeling uncomfortable using Al. This means customers
need automation that is simple, clearly explained and supported by human
control, rather than complicated systems they do not understand.

Price is another important requirement. 53.3% said price was the most
important factor when choosing an IT provider, while 60% would consider
paying under £300 for a basic website and 66.7% would consider paying under
£50 per month for ongoing support. Therefore, SmartBiz should provide
affordable starter packages with clear limits and transparent pricing.

Overall, SmartBiz customers need services that are affordable, easy to
understand, secure, reliable and useful to their business. The business should
not assume that every customer wants the same package. Instead, it should
identify each customer’s problem first and then offer the most suitable
website, automation or support service.

Gaps in the market and the potential demand opportunities

A possible gap in the market for SmartBiz AI, Website & IT Solutions is the
combination of website development, simple AI automation and ongoing IT
support for small businesses. Many existing services focus on only one area.
For example, website builders such as Wix and GoDaddy mainly help
customers build websites, while CRM platforms such as HubSpot focus more
on customer management and automation. Some small businesses may still
need a person who can select, configure and support these tools for them.



This creates an opportunity for SmartBiz to offer a more personalised and
support-led service. Instead of only giving customers access to software,
SmartBiz can help them set up the service, explain how it works and provide
support when they need help.

My market research also shows possible demand for website services. Website
problems were the largest single digital difficulty at 40%, and 53.3% of
respondents selected Website Development as the most useful service. Also,
53.3% either did not have a professional website or said their current website
needed improvement. This suggests that affordable website creation and
improvement could be a strong demand opportunity.

There is also potential demand for automation. 80% of respondents were
either interested or possibly interested in automating tasks, such as reminders,
enquiry acknowledgements and follow-ups. However, Al comfort was low, so
the opportunity is stronger for simple automation that is easy to understand
rather than complex Al systems.

The IT support opportunity is more limited in my current sample because 80%
of respondents already have a person or company providing regular IT
support, and only 6.7% selected IT Support as the most useful SmartBiz
service. Therefore, IT support should be offered mainly as an optional add-on,
backup service or alternative for businesses that are unhappy with their
current provider, rather than being the main product at launch.

Overall, the main gap SmartBiz can target is small businesses that want
affordable, practical and personalised digital support from one provider. The
strongest initial opportunity is website development, followed by simple
automation, with IT support available when needed.

Current market trends

Current market trends are important for SmartBiz Al, Website & IT Solutions
because technology changes quickly and small businesses are using more
digital tools.

One important trend is the growing use of Al and automation. Government
research published in 2026 found that around one in six UK businesses were
using at least one Al technology, although adoption was lower among micro
businesses than larger organisations. This creates an opportunity for SmartBiz



to help small businesses use simple automation for tasks such as customer
enquiries, reminders and follow-ups.

Another trend is the continued use of cloud software, CRM systems and
productivity tools. Small businesses increasingly use online systems for email,
file storage, customer management and communication. However, some
businesses may not know which tools are suitable or how to set them up
correctly. SmartBiz could help by selecting, setting up and supporting suitable
digital systems.

Website creation is also becoming easier because platforms such as Wix and
GoDaddy now provide Al-assisted website-building tools. This increases
competition because some businesses can create a basic website themselves.
Therefore, SmartBiz should not compete only by offering website creation. It
should provide extra value through personal setup, integration, automation,
security and ongoing human support.

Overall, these trends create both opportunities and threats for SmartBiz. Al,
cloud services and digital tools create more demand for technology support,
but self-service platforms also make the market more competitive. SmartBiz
therefore needs to focus on affordable, simple and personalised services that
are easy for small-business owners to understand.

Competitor analysis

Competitor analysis is important for SmartBiz Al, Website & IT Solutions
because customers already have different options for websites, automation
and IT support. Pearson includes competitor analysis as one of the main
market factors that should be researched.

The main competitors for SmartBiz are Wix, GoDaddy, HubSpot, local website
agencies and local IT support companies. Each competitor has different
strengths and weaknesses

Competitor Strengths Weakness /
opportunity for
SmartBiz
Wix Mainly self-service, so

Easy website creation, hosting,
Al website tools and marketing
features in one platform.

some small businesses
may still need
personal setup,




GoDaddy
Provides domains, hosting,
website building and AI-
assisted business tools.

HubSpot
Strong CRM, customer
management and automation
features.

Local website

agencies Can provide customised
professional websites and local
customer service.

Local IT

support .

Sl Strong technical knowledge
companies

and ongoing business IT
support.

This analysis shows that SmartBiz should not claim that it has no competitors.
Instead, its competitive advantage should come from offering a combination of

services with simple packages, personalised support and one main technology

contact for the customer

SmartBiz should also avoid trying to compete with Wix or GoDaddy only on

basic website creation because these platforms can already offer low-cost self-

service websites. Instead, SmartBiz can provide extra value by helping the

customer with setup, integration, security, automation and ongoing human

support.

Overall, the competitor analysis suggests that the strongest position for
SmartBiz is to target small businesses that do not want to manage all their



technology themselves. The business can compete by being easier to
understand, more personal and more flexible than large self-service platforms

Economic climate

The economic climate can affect SmartBiz Al, Website & IT Solutions because
small businesses may reduce or delay spending when their costs are high or
cash flow is uncertain. In your assignment, this means SmartBiz must show
customers that the service gives clear value for money and is not just an extra
expense

For example, a small business may be interested in a new website or
automation, but if money is tight it may choose to delay the purchase. Because
of this, SmartBiz should offer affordable starter packages, flexible options and
small-scale pilots so the customer does not need to make a large financial
commitment at the beginning

The economic climate also affects how SmartBiz should explain its services.
Instead of only saying that automation is modern technology, SmartBiz should
show how it could save staff time, improve customer follow-up or reduce
repetitive work. If the benefit is clear, the customer may be more willing to
pay for it

However, SmartBiz must also protect its own finances. Prices should not be set
too low just to attract customers because software subscriptions, hosting and
support time still cost money. If the price is too low, the business could become
unprofitable even if it gains customers.

Overall, the economic climate means SmartBiz should focus on value,
affordability and flexibility. Low-cost entry packages can reduce customer
risk, but the final prices must still cover the real cost of providing the service.

Business risks

Business risks are problems that could stop SmartBiz Al, Website & IT
Solutions from operating successfully or could cause financial loss, customer
complaints or damage to the business reputation The Pearson specification
says that business risks should be considered as part of market research.

Some important risks for SmartBiz are

| Business | Possible impact | How SmartBiz could reduce the




risk

risk

Use MFA, strong passwords, access

Cybersecuri | Customer information could be
. controls, backups, updates,
ty or data lost or exposed, causing legal .
contracts and suitable cyber
breach problems and loss of trust. . .
insurance as the business grows.
Incorrect AI | A customer may receive wrong

Test automations carefully, limit

output or information or an automated .
. permissions and use human
automation | process may perform the wrong : .
. : approval for important actions.
mistake action.
Compete through personalised
Customers may choose cheaper P . 5 . P
Strong . support, integration and clear
e self-service platforms or more .
competition . . business outcomes rather than
established IT providers. .
price alone.
Under- Projects could take longer than | Use written project scopes,

pricing and
scope creep

expected and become
unprofitable.

package limits, change requests
and time tracking.

Dependence
on third-

A price increase, outage or
policy change from another

Use reputable providers, back
up/export data where possible and

party provider could affect SmartBiz avoid unnecessary platform lock-
platforms services. in.

SmartBiz may struggle to pay . .

. Use deposits for projects, monthl

Cash-flow software or business costs a meI;ts low ﬁie d] costs and keZ
problems before customer payments are pay ’ P

received a cash reserve.

. Use training, certifications,

SmartBiz may accept work that outsourcing and refuse specialist

Skills gaps cannot be completed safely or 5 P

professionally.

work that is outside current
competence.

Overall SmartBiz cannot remove every business risk but it can reduce them

through good planning, security controls, clear customer agreements, careful

pricing, backups and continuous skills development Risk should be monitored

regularly because the business uses fast changing technologies such as Al and

cloud services.

Conducting market research

Planning research (define purpose and set objectives)




The purpose of my market research is to find out whether SmartBiz Al,
Website & IT Solutions would be useful to small businesses before I spend
more money developing and promoting the service. I used Google Forms as
my main primary research method and received 17 genuine responses.

The research is designed to help me understand what potential customers
need which services they are most interested in, what prices they are willing
to pay and how they prefer to find an IT provider. This will help me make my
marketing plan based on evidence rather than assumptions.

My research objectives are to

« find out whether businesses already have a professional website or
need one improved

« identify the main digital problems small businesses experience
« find out how many businesses already have regular IT support

« measure interest in Al automation such as reminders, enquiry
acknowledgements and follow-ups

« understand how comfortable businesses are with using Al

« identify which SmartBiz service would be most useful

« find out what factors are most important when choosing an IT provider
« find out what customers are willing to pay for a professional website

« find out what customers are willing to pay for monthly IT or automation
support

« identify the preferred promotional channels, such as Google or referrals

« collect customer comments about tasks or IT problems they would like
to make easier

The results from these objectives will be used to shape the service offer,
pricing, promotion and market-testing decisions in the final marketing plan.

Questions Responsas a Sattings

17 responses



Data Collected (primary and/or secondary data)

For my market research, I collected both primary data and secondary data.

My main primary research was a Google Forms questionnaire, which received
17 genuine responses. The survey collected mostly quantitative data so that I
could compare answers using totals and percentages. It asked respondents
about their current website, their biggest digital problems, regular IT support,
repetitive admin tasks, interest in automation, confidence using Al preferred
SmartBiz service, important factors when choosing an IT provider, website
budget, monthly support budget and preferred promotional channel.

The Google Forms results showed that 58.8% selected Website Development as
the most useful service, while 23.5% selected AI Automation, 5.9% selected IT
Support and 11.8% selected the Combined Package. The survey also showed
that 52.9% would consider paying under £300 for a basic professional website,
while 58.8% would consider paying under £50 per month for ongoing IT or
automation support. For promotion, 52.9% preferred Google and 29.4%
preferred referrals.

The questionnaire also collected some qualitative data through an open
question. One respondent said they wanted help with “Al replies to customers
and improve website.” This supports the idea that website improvement and
simple automation could both be useful parts of SmartBiz.

I also used secondary research from existing sources including GOV.UK
business information government research on SME digital and Al adoption,
ICO guidance and competitor websites such as Wix, GoDaddy and HubSpot.
This secondary research helped me understand the wider market, current
trends, legal requirements and competitor activity.

Using both types of data is useful because the primary research shows what
my own respondents think, while the secondary research gives wider market
information. Together, they provide stronger evidence for decisions about
SmartBiz’s services, prices and promotion.



Does your business currently have a professional website? which digital problem causes your business the mast difficulty?
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Do you currently have a person or company that provides regular IT support? How many hours per week do staff spend on repetitive customer or admin tasks?
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Which service would be most useful to your business? What would be most important when choosing an IT provider?
17 responses 17 responses

@ website Development @ Prica
@ Al Automation ® Trust
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@ Cembined Package. ® Securly
@ Local support
® Experience
what price range would you consider for a basic professional website? What monthly amount would you consider for ongoing IT/automation support?
17 respanses 17 responses
@ Under £300 @ Under £50
@ £300-£500 ® £50-£98
© £600-£990 @ £100-£199
® £1,000- ® £200+,
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@ Google
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@ Social media
@ Linkedln . . )
@ Local networking Al replies to customers &nd improve website
® Direct email
@ Other

Methods of data collection

For my primary research, I used a Google Forms questionnaire. I shared the
survey with potential respondents and received 17 genuine completed




responses. Google Forms was useful because it allowed me to collect answers
in a consistent format and automatically produced charts and percentages that
made the results easier to compare and analyse.

The questionnaire mainly used closed questions such as multiple-choice
answers, price ranges, Yes/No options and a 1-5 rating scale. These questions
produced quantitative data, which allowed me to calculate percentages and
identify patterns. I also included one open question so respondents could
explain an IT problem or task they wanted to make easier, giving me some
qualitative information.

For my secondary research, I used reliable existing sources such as GOV.UK,
government reports about SME technology and AI adoption, ICO guidance and
official competitor websites. These sources helped me research the wider
market, competitors, technology trends and legal requirements.

Using both primary and secondary research gave me a better understanding
of the market. The Google Forms survey gave me direct information from my
own respondents, while the secondary research gave me wider information
about the business environment. However, because my survey only had 17
responses, the results should be used to guide a small pilot rather than being
treated as proof of the whole market.

Carrying out research

sample size

For my primary research, I received 17 completed responses through Google
Forms. This means my final sample size was 17 respondents.

My original aim was to collect more responses, but 17 responses were enough
to identify some useful patterns for this assignment, such as which services
people preferred, what prices they were willing to pay and how they preferred
to find an IT provider.

However, the sample size is still quite small compared with the total number
of small businesses in London and the UK. Because of this, I cannot say that
the results represent every small business. I will use the findings to guide the
first version of the SmartBiz marketing plan and support a small pilot, rather
than treating the survey as final proof of market demand.



The small sample size is therefore useful for early decision-making, but a
larger and more targeted sample would make the research more reliable in
the future.

sample method

For my primary research, I mainly used convenience sampling. This means I
shared the Google Forms survey with people who were reasonably easy for me
to contact and asked them to complete it.

The questionnaire was designed for people who could give useful opinions
about small-business technology needs, but the survey did not collect detailed
information such as business sector, company size or exact location. Because
of this, the sample may not fully represent all small businesses in London or
the UK.

Convenience sampling was suitable for this college assignment because it was
quick, practical and low cost. However, it can create bias because the people
who responded may have similar backgrounds or experiences.

If I repeated the research, I would improve the sample by using more
purposive sampling, where I would deliberately target owners or managers
from different types of small businesses, such as restaurants, salons, garages,
tuition centres and professional services. This would make the results more
relevant to the SmartBiz target market and improve the reliability of the
research.

Questionnaires

For my primary research, I created a Google Forms questionnaire to collect
information from potential customers. The questionnaire used mainly closed
questions so that the answers could be compared easily using totals,
percentages and charts.

The questionnaire asked about
« whether the respondent already had a professional website
« their main digital problem
« whether they already had regular IT support

« how much time they spent on repetitive admin tasks



« whether they were interested in automation

« how comfortable they were with using Al

« which SmartBiz service would be most useful

« what factor was most important when choosing an IT provider

« how much they would consider paying for a professional website

« how much they would consider paying each month for ongoing support
« how they would prefer to find an IT provider

« one open question asking which task or IT problem they would most
like to make easier.

I received 17 completed responses. Using Google Forms was useful because it
automatically organised the answers and created charts, making the
quantitative data easier to analyse.

One advantage of the questionnaire is that every respondent received the
same questions, which makes the results easier to compare. However, most
questions were closed questions, so they did not always explain why
respondents chose a particular answer. The open question was included to
collect more detailed qualitative feedback, but only limited written feedback
was received.

Overall, the questionnaire was a practical and low-cost method for collecting
primary research and helped me make decisions about SmartBiz’s services,
pricing and promotional methods.

Surveys

For my primary research, I used an online survey through Google Forms. The
survey received 17 genuine responses from respondents.

The survey was designed to collect information that would help me decide
whether SmartBiz Al, Website & IT Solutions had potential in the market. It
asked about website needs, digital problems, current IT support, repetitive
admin work, interest in automation, Al confidence, preferred services, pricing
and preferred ways of finding an IT provider.



The Google Forms survey was useful because it automatically presented the
responses using charts, totals and percentages. This made it easier for me to
compare the answers and identify patterns.

For example, the survey showed that:
« 58.8% selected Website Development as the most useful service
e 52.9% would consider paying under £300 for a professional website
« 58.8% would consider paying under £50 per month for ongoing support
e 52.9% preferred Google when looking for an IT provider
» 76.4% answered Yes or Maybe when asked about interest in automation

These results helped shape the SmartBiz marketing plan by showing that the
business should focus mainly on affordable website development, with Al
automation and IT support offered as additional services.

A limitation of the survey is that there were only 17 responses, so the findings
cannot represent every small business in London or the UK. Therefore, I would
use the results to guide a small pilot and collect more responses before
expanding the business.

Interpreting research findings

After collecting the 17 Google Forms responses, I analysed the results to
identify the main patterns and what they mean for SmartBiz AI, Website & IT
Solutions.

The strongest finding was that Website Development had the highest demand.
10 out of 17 respondents (58.8%) selected Website Development as the most
useful service. This suggests that SmartBiz should make website development
the main service when the business launches.

Interest in Al automation was also reasonably strong. 10 respondents (58.8%)
said Yes and 3 respondents (17.6%) said Maybe when asked whether they
would be interested in automating tasks. This means 76.4% were at least open
to automation. However, Al confidence was low, with many respondents
choosing the lower end of the 1-5 scale. This means SmartBiz should explain
Alin simple language and offer automation as an optional add-on rather than
making it the main service.



The pricing results also showed that customers are price sensitive. 52.9% said
they would consider paying under £300 for a basic professional website, while
58.8% preferred to pay under £50 per month for ongoing IT or automation
support. This suggests that SmartBiz should start with affordable entry-level
packages.

The survey also showed that Google was the most popular way to find an IT
provider, chosen by 52.9% of respondents. Referrals were second at 29.4%.
This means the marketing plan should focus strongly on Google, local SEO,
customer reviews and referrals.

Another important result was that 14 out of 17 respondents (82.4%) already
had regular IT support. This suggests that standalone IT support may be a
weaker first service than originally expected. SmartBiz should therefore use IT
support as an extra service rather than the main way to attract new
customers.

Overall, the research suggests that the best starting position for SmartBiz is to
lead with affordable website development, then offer simple Al automation
and IT support as optional add-ons. The findings are useful for planning the
service, pricing and promotion, but because the sample only included 17
respondents, I would still test the idea with a small pilot before making a
larger investment.

Presentation of findings

I presented the findings from my 17 Google Forms responses using charts,
percentages, totals and written explanations. Google Forms automatically
created visual charts, which made it easier to compare the answers and
identify the strongest patterns.

The main findings were

Research area Main finding

52.9% either had no professional
Professional website website or said their website
needed improvement




e 41.2% selected website problems as
Main digital problem . .
their biggest issue
0
Regular IT support 82.4% already had regular IT
support
Interest in automation 76.4% answered Yes or Maybe
. 58.8% selected Website
Most useful service
Development
Website budget 52.9% preferred under £300
Monthly support budget 58.8% preferred under £50
Preferred marketing channel 52.9% selected Google
Second strongest channel 29.4% selected referrals

I also used written analysis underneath the charts to explain what each result
meant for SmartBiz. For example, the high demand for Website Development
supports a website-first launch, while the low Al confidence shows that Al
should be explained simply and offered as an optional service.

Presenting the results in tables, charts and short explanations makes the
research easier for a third party to understand. It also shows clearly how the
survey findings influenced the final marketing decisions for SmartBiz Al,
Website & IT Solutions.

Conclusions

From my market research, I can conclude that SmartBiz AI, Website & IT
Solutions has potential, but the business should start with a focused and
affordable service rather than trying to offer everything equally from the
beginning.

The strongest opportunity is Website Development. In my Google Forms
survey, 10 out of 17 respondents 58.8% selected Website Development as the
most useful service, and 52.9% either did not have a professional website or
said their current website needed improvement. This suggests that website
development should be the main service when SmartBiz launches.

There is also potential for Al automation, because 76.4% of respondents
answered Yes or Maybe when asked if they were interested in automating



tasks. However, many respondents had low confidence in using Al Therefore,
Al should be offered as a simple optional add-on, with clear explanations and
human support.

The research also showed that customers are price sensitive. 52.9% preferred
to pay under £300 for a basic professional website, while 58.8% preferred
ongoing support costing under £50 per month. This means SmartBiz should
begin with affordable starter packages, but the prices must still cover the real
cost of providing the service.

For promotion, Google was the strongest channel at 52.9%, followed by
referrals at 29.4%. Therefore, SmartBiz should focus mainly on Google, local
SEO, customer reviews and referrals.

Overall, my research supports a website-first business model, with Al
automation and IT support offered as additional services. However, because
the survey only had 17 responses, I would test the business with a small pilot
before investing heavily or expanding.

Recommendations

Based on the results of my market research, I would recommend that SmartBiz
AI, Website & IT Solutions starts with a website-first approach. Website
Development was the most popular service in my survey, selected by 58.8% of
respondents, so this should be the main service promoted at launch.

I would recommend offering Al automation as an optional add-on rather than
the main service. Although 76.4% of respondents said Yes or Maybe to
automation, confidence in using Al was low. This means SmartBiz should
explain Al in simple language, demonstrate how it works and keep human
checking for important tasks.

The business should also use affordable starter pricing. Since 52.9% preferred
to pay under £300 for a basic website and 58.8% preferred monthly support
under £50, SmartBiz should test lower-cost starter packages first. However,
prices should still cover software, hosting and support time.

For promotion, I would recommend focusing mainly on Google and referrals.
Google was the strongest preferred channel at 52.9%, while referrals were
second at 29.4%. SmartBiz should therefore invest in local SEO, Google



Business Profile, customer reviews and referral incentives before spending
heavily on other channels.

I would also recommend carrying out a small paid pilot with around 3-5
businesses before a wider launch. This would help test whether customers are
willing to pay, how long projects take, whether the pricing is profitable and
which services create the most value.

Finally, I would recommend carrying out a larger and more targeted survey in
the future. The current sample of 17 responses is useful for identifying early
patterns, but more responses from actual small-business owners and
managers would make the findings more reliable.

Limitations of research

Although my market research gave useful information for SmartBiz Al,
Website & IT Solutions, there were several limitations.

The main limitation was the small sample size. I received 17 completed Google
Forms responses, which is enough to identify some early patterns, but it is too
small to represent all small businesses in London or the UK. Because of this,
the findings should be used to guide a small pilot rather than treated as final
proof of market demand.

Another limitation was the sampling method. I mainly used convenience
sampling, so the respondents were people who were reasonably easy to
contact. This may create bias because the sample may not include enough
different business sectors, locations or company sizes.

The questionnaire also had limited qualitative data. Most questions were
closed questions, which were useful for percentages and comparisons, but
they did not always explain why respondents selected a particular answer.
Only limited written feedback was collected from the open question.

The survey also did not collect detailed information such as each respondent's
business sector, business size or exact location. This makes it harder to know
whether certain results are stronger in one type of business than another.

Another limitation is that the questionnaire measured what people said they
might do, not what they did. For example, someone may say they would pay
under £300 for a website, but that does not guarantee they would buy the
service.



To improve the research in the future, I would collect a larger and more
targeted sample, include more small-business owners and managers from
different industries, carry out short interviews, and test SmartBiz with a small
paid pilot of 3-5 businesses. This would give stronger evidence about real
customer behaviour, pricing and demand.

THE MARKETING PLAN

Brief Introduction

This marketing plan is for my business idea, SmartBiz Al, Website & IT
Solutions. The purpose of the plan is to explain how I will promote and sell the
service to small businesses using the evidence collected from my market
research.

My Google Forms survey received 17 genuine responses. The results showed
that Website Development was the most popular service, selected by 58.8% of
respondents. The research also showed interest in Al automation, but
confidence in using AI was low. Because of this, SmartBiz will use a website-
first approach, with simple Al automation and IT support offered as additional
services.

The marketing plan will cover the service characteristics and USP, pricing,
promotional methods, channels to market, distribution, market testing and
methods for monitoring performance. These are the main components
required for the marketing plan

The main aim is to attract small businesses by offering affordable professional
websites, personalised support and simple technology solutions. The decisions
in this plan will be linked to the results of my market research so that the
marketing strategy is based on customer needs rather than assumptions.

Components of a marketing plan

The marketing plan for SmartBiz Al, Website & IT Solutions will include the
main areas needed to explain how the business will attract customers and sell
its services.

The main components are:

« Product or service characteristics — what SmartBiz offers, the main
benefits, and the USP/UVP.



« Pricing methods — how much customers will pay and why the prices are
suitable for the target market.

e Promotion — how SmartBiz will advertise and communicate with
potential customers.

e Channels to market and distribution methods — how customers will find,
buy and receive the service.

« Interrelationships between the components — how the service, price,
promotion and distribution work together.

« Market testing — how SmartBiz will test the service before a wider
launch.

« Monitoring effectiveness — how the business will measure whether the
marketing plan is working.

For SmartBiz the plan will be based on the findings from the 17-response
Google Forms survey. For example, because Website Development was the
strongest service preference, the product strategy will be website-first. The
pricing, promotion and market-testing decisions will also be linked to the
survey results so that the different parts of the marketing plan are consistent
with each other.

Product or service characteristics

The main service offered by SmartBiz Al, Website & IT Solutions will be
professional website development for small businesses. My market research
showed that Website Development was the strongest service preference, so the
business will use a website-first approach rather than trying to promote every
service equally.

SmartBiz will provide services such as:
« professional website design and development
« mobile-friendly website layouts
« website maintenance and updates
« Dbusiness email and basic cloud setup

« simple Al automation, such as enquiry replies, reminders and follow-
ups



« Dasic IT support when required

The main target market will be micro and small businesses, especially
businesses that do not have a large internal IT team and need affordable
outside support. My research also showed that customers value simple setup,
affordable prices, clear explanations, reliability and security

The USP/UVP of SmartBiz will be

“Affordable professional websites for small businesses, with simple Al
automation and reliable IT support when needed.”

This means SmartBiz will not compete only by building websites. The business
will offer extra value through personal support, setup, integration, automation
and ongoing help. This is important because competitors such as Wix and
GoDaddy already provide self service website tools.

The service will also be flexible. Customers will not be required to buy every
service together. They could start with a website and later add Al automation
or IT support if they need it. This makes the service more suitable for small
businesses with different needs and budgets.

Promotion

Promotion is how SmartBiz Al, Website & IT Solutions will make potential
customers aware of the business and encourage them to make an enquiry or
buy a service.

My market research showed that Google was the most popular way to find an
IT provider, selected by 52.9% of respondents. Referrals were second at 29.4%.
Because of this, the main promotional focus should be on Google, local SEO,
customer reviews and referrals rather than spending heavily on every social
media platform.

SmartBiz will use a mixture of promotional methods

« Google and local SEO the website will be optimised so that local small
businesses can find SmartBiz when searching for website development
or IT services.

« Google Business Profile this can help the business appear in local search
results and collect customer reviews.



e Customer referrals satisfied customers can recommend SmartBiz to
other businesses.

e Customer reviews and testimonials — positive reviews can build trust
with new customers.

« Social media platforms such as Instagram, Facebook, LinkedIn and
TikTok can be used to show completed websites, before-and-after
examples and simple business technology tips.

e Direct email selected local businesses could be contacted with a short
and professional message explaining how SmartBiz could improve their
website or digital systems.

« Local networking business events and local networking groups could
help SmartBiz meet business owners directly.

« SmartBiz website the website itself will be an important promotional
tool, showing services, prices, examples of work and clear contact
options.

The promotional message should be simple and focused on customer benefits
rather than technical language. For example, SmartBiz should promote
affordable professional websites, personal support, easier customer
communication and simple automation.

The promotion strategy also needs to match the target market. Because
SmartBiz is aimed mainly at small and micro businesses, the promotion should
focus on local, affordable and trust-based methods. This is also consistent with
the Pearson requirement that promotion should link to the target market and
use technology such as websites, social media, online reviews and apps.

Overall, I would prioritise Google/local search first, referrals second, and social
media and direct outreach as supporting methods. This is because these
methods are most closely linked to the results of my market research.

Channels to market and distribution methods

The main channels to market for SmartBiz AI, Website & IT Solutions will be
online channels because the target customers are small businesses looking for
affordable digital services.



My Google Forms research showed that 52.9% of respondents preferred
Google when looking for an IT provider, while 29.4% preferred referrals.
Because of this, the main channels to market will be:

« Google search and local SEO helping potential customers find SmartBiz
when searching for website development, Al automation or IT support.

« Referrals encouraging satisfied customers to recommend SmartBiz to
other businesses.

« SmartBiz website customers will be able to view services, packages,
examples of work and contact the business directly.

« Social media platforms such as LinkedIn, Instagram and Facebook can
be used to show completed work and attract new enquiries.

« Direct email and local networking these can be used to contact or meet
small-business owners directly.

The main distribution method will be direct digital delivery. SmartBiz will
mainly provide services remotely instead of using a physical shop. A customer
could find SmartBiz online, make an enquiry, discuss their needs, receive a
quotation, approve the work and then receive the completed website or digital
service online.

A typical customer journey could be:

Customer finds SmartBiz online — sends an enquiry — consultation —
quotation — customer approval — website or automation work completed —
testing — customer feedback — final delivery — optional ongoing support.

Remote delivery can reduce costs and allow SmartBiz to serve customers in
different locations. However, some IT problems may require on-site support,
so this could be offered as an additional paid service when needed.

Overall, the channels and distribution methods match the target market
because small businesses can find, buy and receive the service mainly online,
while still having access to personalised support. Pearson requires the
marketing plan to include channels to market and distribution methods and to
show how they link with the other parts of the plan

Interrelationships between the components of the marketing plan




The different parts of the marketing plan for SmartBiz Al, Website & IT
Solutions need to work together. The product, price, promotion and
distribution cannot be planned separately because changing one area can
affect the others.

The product/service is mainly affordable website development for small
businesses, with Al automation and IT support offered as extra services. This
links directly to the pricing strategy because my survey showed that many
respondents preferred lower-cost website and monthly support options.
Therefore, the business should offer simple starter packages that match the
needs and budgets of small businesses.

The promotion strategy must also match the product and the target market.
Because Google and referrals were the strongest preferred ways of finding an
IT provider, SmartBiz should focus more on local SEO, Google reviews and
customer recommendations. It would make less sense to spend most of the
marketing budget on channels that the research showed were less popular.

The distribution method also links to the service and pricing. SmartBiz will
mainly deliver services online and remotely, which can reduce travel and
office costs. Lower operating costs can help the business keep its prices
affordable while still offering personalised support.

The USP also connects all of the components. SmartBiz is not only selling a
website. It is offering an affordable website with simple automation and IT
support when needed. Therefore, the promotional message, pricing packages
and delivery process should all communicate the same value.

For example:

Website-first service — affordable starter price — promoted through
Google/local SEO — delivered mainly online — optional Al and IT support
added later.

Overall, the marketing plan will be more effective if all the components
support the same target market and business objectives. The Pearson
specification specifically requires clear interrelationships between the
different parts of the marketing plan.

Market testing




Market testing is important because it allows SmartBiz Al, Website & IT
Solutions to test the service before spending a large amount of money on a full
launch. It can help identify problems with the service, pricing, usability and
customer interest at an early stage.

For SmartBiz, I would start with a small-scale pilot involving around 3-5 small
businesses. These businesses could test a basic website package and, where
suitable, a simple AI automation or IT support service. I would collect feedback
about the quality of the service, ease of use, price, communication and overall
customer satisfaction.

I could also use a prototype website to show potential customers how SmartBiz
would work before the final service is fully developed. This would allow
customers to comment on the design, services and pricing.

Another testing method would be to offer a discounted or limited free service
in exchange for feedback. However, I would also include at least some paying
customers because people may behave differently when they are paying for a
service.

I could also collect opinions through online surveys or collaborative platforms
and use a market simulation to test possible prices, packages and promotional
decisions before launch.

After the test, I would review:
« customer feedback
« number of enquiries
« number of customers willing to pay
« time needed to complete each project
« problems reported
« customer satisfaction
« whether the price covers the real cost of delivery

If the pilot shows that customers are satisfied and the service is profitable,
SmartBiz could expand gradually. If there are problems, I would change the
packages, pricing or service before a wider launch.



Pearson specifically includes small-scale roll-outs, prototypes, free products
for feedback, customer opinions and market simulations as suitable market-
testing methods.

Limited or small-scale roll-out

For SmartBiz Al, Website & IT Solutions, I would use a limited or small-scale
roll-out before launching the service to a wider market. This means offering
the service to a small number of real customers first so that I can test how well
the business works in practice.

I would begin with around 3-5 small businesses. The first customers could test
the main website development package, with Al automation or IT support
added only where it is useful. This would allow me to check whether
customers understand the service, whether the pricing is suitable and whether
I can complete the work within the expected time.

During the small-scale roll-out, I would monitor things such as:
« customer satisfaction
« number of enquiries
« number of customers who pay
« time taken to complete projects
e problems or complaints
« website and automation performance
« amount of support customers needs
« whether the price covers the cost of providing the service

A small roll-out reduces risk because SmartBiz would not spend heavily on
marketing, software or expansion before knowing whether customers are
willing to pay. It would also give me a chance to improve the service based on
real customer experience.

If the first 3-5 customers are satisfied and the projects are profitable, I could
gradually increase the number of customers. If there are problems with the
price, service quality or customer demand, I would change the offer before
expanding.



This method matches the Pearson specification, which identifies a limited or
small-scale roll-out as one way of testing products and services before
committing additional resources.

Beta versions or prototypes for products and services to test them

For SmartBiz Al, Website & IT Solutions, I would use a prototype version of the
service before offering the full service to a wider market. A prototype allows
potential customers to see how the service could work and give feedback
before more time and money are spent on development.

For example, I could create a prototype SmartBiz website showing the main
pages, services, package information and contact options. I could also create a
simple AI automation demonstration, such as an automatic enquiry reply or
reminder system. These examples would help customers understand the
service more clearly before they decide whether they would use it.

The prototype could be tested with a small number of potential customers. I
would ask them about:

« whether the website is easy to understand
« whether the service packages are clear

« whether the prices look reasonable

« whether the automation is useful

« whether they trust the service

« what changes they would recommend

Using a prototype can reduce risk because problems can be found before the
final service is fully launched. For example, if customers find the website
confusing or the automation too complicated, I can improve it before investing
more money.

Overall, beta versions and prototypes would help SmartBiz improve the
service using real customer feedback before a larger launch. Pearson
specifically identifies beta versions and prototypes as suitable market-testing
techniques.

Free products in exchange for feedback




For SmartBiz AI, Website & IT Solutions, I could offer a limited free service to a
small number of test customers in exchange for honest feedback. This would
allow me to test the service before a wider launch and find out what
customers like, what they find difficult and what needs to be improved.

For example, I could offer
« afree basic website review
« asimple one-page website prototype
« abasic Al enquiry reply demonstration
e ashortIT check up
« alimited trial of an automation feature

In return, I would ask the customer to give feedback about the quality,
usability, price, communication and usefulness of the service. I could collect
this feedback through a short questionnaire, interview or review form.

One advantage of this method is that customers may be more willing to try a
new service if there is no financial risk. It can also help SmartBiz identify
problems before spending more money on a full launch.

However, there is also a limitation. A customer who receives something for
free may behave differently from a paying customer. They may be more
positive or may use the service differently because they have not spent their
own money. Therefore, I would combine free testing with at least some paid
pilot customers so that I can compare feedback with real buying behaviour.

Seeking opinions and views

For SmartBiz Al, Website & IT Solutions, I would seek opinions and views from
potential customers before a full launch. This would help me understand
whether people find the service useful, easy to understand and worth the
price.

I could collect opinions through:
« short online questionnaires
« Google Forms

e customer interviews



« feedback forms after a prototype test

« social media polls

« comments from small-business owners

« feedback from people who test a website or automation demo
The feedback should focus on areas such as:

« whether the service solves a real problem

« whether the website packages are clear

« whether the prices seem reasonable

« whether the Al automation is easy to understand

« whether customers trust the service

« what they would change or improve

For example, after showing a prototype website or simple automation, I could
ask customers what they liked, what confused them and whether they would
consider paying for the service.

This is useful because numbers alone do not always explain why customers
think something. Opinions and written feedback can give more detail about
customer needs and help SmartBiz improve the service before spending more
money.

A limitation is that people may give positive feedback but still not buy the
service. Because of this, I would combine opinions with a small paid pilot to
see whether customer interest leads to real sales.

Market simulations

For SmartBiz Al, Website & IT Solutions, I used a market simulation in Excel to
test how different marketing decisions could work before launching the
business.

The simulation contained 30 hypothetical responses. These responses were
created only for testing and are not genuine primary research. My real
primary research is the 17 responses collected through Google Forms.

The market simulation can be used to test different situations, such as:



« which SmartBiz service could receive the most interest

« different website price ranges

« different monthly support prices

« customer interest in Al automation

« different promotional channels

« how changes in customer preferences could affect the marketing plan

Using a simulation is useful because I can experiment with different scenarios
without spending real money. For example, I can compare what may happen
if more customers prefer lower-priced website packages or if Google brings
more customers than social media.

However, the main limitation is that the simulated responses are not real
customer behaviour. Therefore, I would not use the simulation as proof that
customers will buy the service. Instead, I would use it alongside my 17 genuine
Google Forms responses and a future paid pilot.

Overall, the market simulation is useful for testing possible decisions and
reducing risk, but real customer research should have more importance when
making the final marketing decisions.

Pearson specifically lists market simulations as one of the suitable techniques
for testing a product or service before committing additional resources

Monitoring the Effectiveness of the Market Plan

After launching SmartBiz Al, Website & IT Solutions, I will regularly monitor
the marketing plan to check whether it is attracting customers and generating
enough revenue. Monitoring is important because a marketing method may
look effective at the beginning but may not produce real enquiries or sales.

I will monitor the following areas:

« Number of enquiries - how many potential customers contact SmartBiz
each month.

« Number of sales — how many website, Al automation or support services
are actually purchased.



« Sales growth — whether the number of customers and sales increases
over time.

« Conversion rate — how many enquiries become paying customers.

e Customer satisfaction - feedback, reviews and whether customers are
happy with the quality of the service.

» Customer perception — whether customers see SmartBiz as affordable,
trustworthy and professional.

« Marketing costs compared with revenue - checking whether the money
spent on Google, advertising or other promotion produces enough sales.

« Performance of different promotional channels — comparing Google,
referrals, social media and direct email to find which channel produces
the most useful enquiries.

For example, if SmartBiz spends £100 on advertising and this generates two
customers worth £600 in revenue, the campaign may be worthwhile.
However, if the same £100 produces many website clicks but no paying
customers, I would need to change the advertising message, target audience or
promotional channel

I would review the marketing results monthly and compare them with
previous months. If Google continues to generate the most enquiries and sales,
I could invest more in local SEO and Google promotion. If another channel
produces little or no return, I could reduce spending on it.

Pearson identifies measures such as sales volume and growth, market share,
customer perceptions of quality and sales revenue compared with marketing
costs as ways of monitoring a marketing plan.

Overall, regular monitoring will help SmartBiz identify what is working,
control marketing costs and make changes before wasting time or money.

Volume of sales and rate of growth of sales

To monitor the effectiveness of the marketing plan for SmartBiz Al, Website &
IT Solutions, I will track the volume of sales and the rate of growth of sales
over time.



The volume of sales means the number of services sold during a certain
period. For SmartBiz, I would record how many

« website packages are sold

« Al automation services are sold

« monthly support plans are sold

« customers buy more than one service

For example, if SmartBiz sells 4 website packages in the first month and 6
website packages in the second month, the sales volume has increased.

The rate of growth of sales shows how quickly sales are increasing or
decreasing. I would compare sales each month to see whether the marketing
plan is helping the business grow.

The growth rate can be calculated using:
Growth rate = (New sales — Previous sales) = Previous sales x 100

For example, if SmartBiz increases from 4 sales to 6 sales, the growth rate
would be:

(6 -4) +4x100=50% growth

If sales continue to increase, this would suggest that the marketing strategy,
pricing and promotional methods are working well. If sales stay the same or
decrease, I would investigate possible reasons, such as weak promotion,
unsuitable pricing, strong competition or low customer demand.

I would review sales figures every month and compare them with marketing
activity. This would help me understand which methods are producing real
customers rather than only website visits or enquiries.

Pearson specifically identifies volume of sales and rate of growth of sales as
measures that can be used to monitor the effectiveness of a marketing plan.

Size of market share and growth of market share

To monitor the effectiveness of the marketing plan for SmartBiz Al, Website &
IT Solutions, I would also look at the size of market share and whether that
market share grows over time. Pearson identifies market share and growth of
market share as measures that can be used to monitor a marketing plan.



Market share means the percentage of total sales in a particular market that
belongs to one business. Because SmartBiz would be a new and small business,
its market share would be very small at the beginning. Therefore, I would first
measure SmartBiz within a small local target market, rather than trying to
compare it with the whole UK IT industry.

The calculation is
Market Share = SmartBiz sales + Total sales in the target market x 100

For example, if there were 200 website projects sold within the chosen local
target market during a period and SmartBiz completed 10 of them, its
estimated market share would be

10 + 200 x 100 = 5%

I would also monitor growth of market share. For example, if SmartBiz
increased from 5% market share to 7%, this would show that it is gaining
customers compared with competitors.

Growth could happen because of:
« more customers finding SmartBiz through Google
e Ppositive customer reviews
« referrals
e competitive pricing
« good-quality website services
e repeat customers
« customers adding AI automation or IT support

However, measuring exact market share may be difficult for a small business
because accurate information about competitors' sales may not always be
publicly available. Because of this, I would also monitor easier measures such
as number of customers, enquiries, sales growth, repeat customers and
conversion rate.

Overall, an increasing market share would suggest that SmartBiz is becoming
more competitive and that the marketing plan is helping the business attract a
greater proportion of customers in its target market.



Customer perceptions of product quality

To monitor the effectiveness of the marketing plan for SmartBiz AI Website &
IT Solutions I would measure how customers feel about the quality of the
service they receive. Pearson specifically includes customer perceptions of
product quality as one way to monitor a marketing plan.

For SmartBiz customer perception could be measured by asking customers
about:

« the quality of the website design

« how easy the website is to use

« how reliable the service is

« how quickly problems are solved

« whether communication is clear

« whether the Al automation works correctly

« whether the service feels secure and professional

« whether the customer thinks the service was good value for money

I could collect this information using feedback forms, short customer surveys,
online reviews and follow-up messages after a project is completed.

For example, I could ask customers to rate the service from 1 to 5 for areas
such as quality, communication, reliability and value. I could then calculate an
average customer satisfaction score each month.

Positive reviews and high satisfaction scores would suggest that customers see
SmartBiz as a good quality service. If several customers complain about the
same issue, such as slow support, confusing websites or unreliable
automation, I would use that feedback to improve the service.

Customer perception is especially important for SmartBiz because trust and
quality can affect referrals and future sales. If customers are satisfied, they are
more likely to leave positive reviews and recommend the business to others.

Overall, I would monitor customer feedback regularly and use it to improve
the service, maintain quality and strengthen the reputation of SmartBiz.

Sales revenue compared to marketing costs




To monitor whether the marketing plan for SmartBiz AI Website & IT
Solutions is financially effective, I would compare the amount of sales revenue
generated with the amount of money spent on marketing. Pearson specifically
includes sales revenue compared to marketing costs as a way of measuring
marketing effectiveness.

For SmartBiz marketing costs could include:
« Google advertising
« social media advertising
« website hosting and promotional tools
« printed promotional materials
« referral rewards
» local networking costs

I would then compare these costs with the revenue generated from website
packages, Al automation services and monthly support plans.

For example, if SmartBiz spends £100 on Google advertising and this results in
£600 of sales revenue, the campaign would appear to be effective because the
revenue is much higher than the marketing cost. However, if £100 of
advertising only generates £50 of sales revenue, the campaign would need to
be reviewed or changed. This type of comparison is already used in my
marketing plan as an example of how to judge whether a campaign is
working.

A simple way to monitor this would be
Marketing return = Sales revenue generated + Marketing cost

I would track this for each promotional channel, such as Google, referrals,
social media and direct email. This would help me identify which channel
gives the best return and where the marketing budget should be increased or
reduced.

Overall, comparing sales revenue with marketing costs would help SmartBiz
avoid wasting money and focus on the promotional methods that generate the
strongest financial results.

EVALUATION OF MARKETING PLAN (D2)




For D2, the evaluation needs to make a supported judgement about the whole
marketing plan and clearly show how the market research shaped the final
decisions. _Unit 20 Mark Scheme LA-B Pearson also expects the product,
pricing, promotion, distribution, market testing and monitoring methods to
link together logically.

Overall, I believe the marketing plan for SmartBiz AI, Website & IT Solutions is
realistic, but the research shows that the business should start with a
narrower offer than I originally planned. At first, I wanted website
development, Al automation and IT support to be equally important. However,
my Google Forms research with 17 genuine responses showed that Website
Development was the strongest service, selected by 58.8% of respondents. This
means the evidence supports a website-first launch, with AI automation and IT
support offered as additional services.

The main strength of the business idea is that it can solve more than one
digital problem for small businesses. Customers could start with a website and
later add automation or IT support. This gives SmartBiz the possibility of both
one-off project income and recurring monthly income. However, the weakness
is that offering too many services at the start could create skills, time and
support pressure. Because of this, I would begin with a limited website service
and only add more advanced services when there is enough demand and
experience.

My research also changed my view of AI automation. 76.4% of respondents
answered Yes or Maybe when asked if they were interested in automation, so
there is potential demand. However, confidence in using Al was low, with an
average comfort score of about 1.88 out of 5. This means it would be risky to
market SmartBiz mainly as an Al business. Customers may be interested in the
benefits but may still feel unsure about the technology. I would therefore
explain Al in simple language, demonstrate it clearly and offer it as an
optional add-on rather than the main product.

Another important finding was that 82.4% of respondents already had regular
IT support. This suggests that standalone IT support is a weaker way to attract
customers than I first expected. IT support can still be useful, but it should



mainly be offered to existing website customers or businesses that have a
specific support need.

The pricing strategy is supported by the research because 52.9% of
respondents preferred a website price under £300, while 58.8% preferred
monthly support under £50. This supports an affordable starter package. A
possible website price of around £249-£299 and a support package of around
£39-£49 per month would match the strongest survey ranges. However, low
pricing also creates a risk because website projects may take more time than
expected and software, hosting and support still have costs. I would only keep
these prices if a paid pilot proves that the work can be delivered profitably. If
the margin is too low, I would either increase the price or reduce what is
included in the package.

The promotion strategy is also directly linked to the research. Google was
chosen by 52.9% of respondents as their preferred way of finding an IT
provider, while 29.4% selected referrals. This means SmartBiz should
prioritise Google, local SEO, Google reviews and referrals instead of spending
heavily on every social-media platform. Social media can still support the
business by showing examples of completed work, but it should not receive
most of the marketing budget unless monitoring shows that it produces paying
customers.

The distribution method is suitable because most SmartBiz services can be
delivered remotely. This reduces the need for an expensive office and can help
keep prices affordable. Customers can find the business online, request a
consultation, receive a quote and have the website or automation delivered
digitally. However, some IT problems may require physical support, so on-site
work could be offered as an additional paid service when needed.

The different parts of the marketing plan also work together. The business will
offer a website-first service, use an affordable starter price, promote mainly
through Google and referrals, deliver the service mainly online, and then offer
AT automation or IT support as optional add-ons. This creates a clear link
between the service, target market, pricing, promotion and distribution.

The research itself has useful strengths, but it also has limitations. The Google
Forms questionnaire provided genuine primary data on services, pricing, Al
confidence and promotional preferences. However, there were only 17



responses, and I mainly used convenience sampling. The survey also did not
collect enough information about business sector, company size or exact
location. This means I cannot assume that the findings represent every small
business in London or the UK.

For this reason, I would not move immediately to a large launch. I would first
carry out a small paid pilot with around 3-5 businesses. This would test
whether customers are actually willing to pay, how long each project takes,
whether the prices are profitable, how much support customers require and
whether they are satisfied with the service.

Market testing would also reduce risk. I could use a prototype website, simple
automation demonstrations and limited free or discounted testing to collect
feedback. However, I would make sure that at least some testers are paying
customers because people who receive a free service may behave differently
from real paying customers.

The marketing plan should also be monitored after launch. I would track sales
volume, sales growth, customer satisfaction, enquiries, conversion rate, repeat
customers and sales revenue compared with marketing costs. If Google
generates strong enquiries and sales, I could increase spending on that
channel. If a channel produces clicks but no paying customers, I would reduce
spending or change the message.

My final judgement is that SmartBiz has potential, but the best version of the
business is not an equal combination of website development, Al and IT
support. The research supports starting mainly with affordable website
development, then adding simple Al automation and IT support when
customers need them. I would proceed with a small pilot rather than a full-
scale launch. I would only expand if the pilot shows that customers are
satisfied, the services can be delivered safely and the prices produce enough
profit to cover the real costs of the business.
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3 |Purpose: a planning workbook for Unit 20 Learning Aim B. It compares five financial scenarios for SmartBiz and calculates revenue, costs, profit and break-even. All financial figures are planning
4 |estimates, not actual trading results. Replace estimates with real supplier quotes and pilot results when available
5
6

Five Scenarios

Starting Sites / Monthly Sales
7 g Growth Support Price  Marketing / Mon Purpose
8 |Worst Case Very weak demand and high costs £249.00 1 - £39.00 £150.00 Stress test
9 |Conservative Slow but realistic start £259.00 2 2.0% £42.00 £125.00 Cautious planning
10 Base Case Main planning case £279.00 3 5.0% £44.00 £100.00 Most useful for assignment
11 |Growth Case Demand builds faster £289.00 4 6.0% £47.00 £120.00 Expansion test
12 | Optimistic Strong demand and referrals £299.00 5 8.0% £49.00 £150.00 Upside case
13
14 |How to Use This Workbook
15[ 1 Go to Inputs and edit blue cells only. These are the assumptions.
16 2 Scenario Summary compares all five cases automatically.
177 3 Each scenario sheet shows a 12-month monthly forecast
18 4 Break-even shows how many website projects are needed to cover monthly fixed costs.
19 5 Use Base Case in the assignment, then mention the other scenarios as sensitivity/risk testing.
207 6 During the paid pilot, replace estimates with actual project time, supplier costs, advertising spend and customer sales.
21

22 |Research | Source Notes
23 |Primary research source: SmartBiz Market Research Survey (Google Forms), 2026 — https //forms_gle/wpH3pXGmht3RvRwXE . The survey supports an affordable website-first offer, but the prices
24 |and cost figures in this workbook remain planning assumptions until tested with real customers
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1
3
Start Websites/  Monthly Website Sales Variable Cost/ Support Price / Starting Support New Support Marketing / Month Other Fixed Costs /
3 Scenario Website Price (£) Month Growth Website (£) Month (£) Customers Customers / Month (£) Month (£)
7 Worst Case £249.00 1 - £155.00 £39.00 0 0 £150.00 £80.00
3 |Conservative £259.00 2 20% £150.00 £42 00 1 1 £12500 £80.00
3 Base Case £279.00 3 50% £146.00 £44 00 2 1 £100.00 £80.00
0 Growth Case £289.00 4 6.0% £144.00 £47.00 3 2 £120.00 £90.00
1 | Optimistic £299.00 § 8.0% £142.00 £49.00 5 2 £150.00 £100.00
2
3
4 Common Assumptions
5 Input Value Unit Source / Rationale Item Survey Result Planning Use Source Accessed
52.9% selected under Use £249-£299 starter https:/fforms gle/wpH
& |Support variable cost £10.00 per active customer / Planning estimate for time/tools used to provide or Website budget £300 range 3pXGMHtIRVRWXE 25 Sep 2026
Monthly support 58.8% selected under Use £39-£49 support https:/fforms gle/wpH
7 One-off setup cost £100.00 once in Month 1 Planning allowance for launch/setup costs budget £50 range IpXGmhtIRVRWXE 25 Sep 2026
58.8% Website https:/fforms gle/wpH
8 Forecast period 12 months 12-month planning period Most useful service  Development ‘Website-first launch IpXGmhtIRVRWXE 25 Sep 2026
Preferred provider ~ 52.9% Google; 29.4% Prioritise Google/local https:/fforms gle/wpH
9 discovery Referral SEQ and referrals IpXGmht9RVRWXE 25 Sep 2026
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Five-Scenario Financial Summary

Use the Base Case as the main assignment scenario. The other four scenarios show how changes in demand, pricing and costs affect financial viability.

Ending Supps Monthly Fixed Costs

} nual Revenue (£) Annual Costs (€) Annual Profit / (Loss) (E) Profit Marg Customers (£)

" \Worst Case £2,088.00 £4,720.00 (£1,732.00) & 12 - 3 £249.00 £230.00
Conservative £9,492.00 £6,940.00 £2,552.00 . 24 12 2 £259.00 £205.00
Base Case £17,073.00 £10,022.00 £7,051.00 E 47 13 2 £279.00 £180.00
Growth Case £27,259 00 £13,948 00 £13,311.00 48.8% 67 25 2 £289.00 £210.00
Optimistic £37,813.00 £18,510.00 £19,303.00 51.0% 95 27 2 £299.00 £250.00

Assignment Interpretation
The scenario analysis tests whether SmartBiz remains viable under different levels of demand. The Worst Case stress-tests the business if only one website is sold per month. The Conservative and Base cases model a
cautious launch, while the Growth and Optimistic cases test the effect of stronger demand and referrals. This improves the financial evaluation because it avoids refying on only one forecast. The real decision should still be based

on a 3-5 customer paid pilot, where actual project time, marketing costs and customer willingness to pay can be m £40,00000

Annual Revenue, Costs and Profit by Scen
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| Break-even Compariso e Scenarios
2
3
4 webshe
s
Website Price  Variable Cost ! Contribution ! Monthly Fined  Enact Break- Rounded Break- £as000 .
3 Scenaria (£) Mebsite (€) Mebsite (€) Costs (£) even even Interpretation Break-even Websites per Month by Scenario
Needs 2b
£0000
7 |worstCase 24300 155,00 £34.00 €230.00 245 3 casts.
Needs sk
2
6 |Conseraiive 253,00 150,00 .00 205,00 188 2 costs fao0
Needs about 2 website(s) per month ta cover
5 |Base Case €279.00 £146.00 £133.00 £180.00 135 2 monthly fiued costs. £0000
Need: i n
2
0 | Growth Case 283,00 £144.00 cus 00 200 145 2 cams £15000
Needs sb o
| Dtz 293,00 £192.00 T 250,00 158 2 ams f1000
©
B
4 |Base Case Price I Sales Sen: i
il Mebsites Sold £243.00 £259.00 £279.00 £289.00 £299.00
® 1 (€77.00) (€67.00) (e47.00) (€37.00) (£27.00)
& 2 i ) = TR SEEED WG Comname  BemCmc  GewCme  Optimbic
B 3 e300 £153.00 2300 £24300 21300  Webite ice (6] B VasbleCost | Websit (€)W Contibtion  Website )
] 4 €232.00 271200 €352.00 €322.00 43200 ©
20 5 £335.00 £385.00 £485.00 £535.00 £585.00 :
21 6 +438.00 43800 61800 e678.00 €738.00
22
23
24 | Base Case Conclusion
25 |Base Caserat X don 3 abour
26 |ragenie2 anth, Supp:

N o " " - - B o \ s - L o
N SmartBi: Worst Case 12-Month Forecast
2
3 | Allfigures are planning estimates. Website sales grow fram the starting volume using the scenaria growth assumption. Supporn customers increase by the assumed number of Rew customers each manth,
4 0
Scenari Worst Case: Monthly Revenue Trend
Bl Inputs ue Uy Me: Value
Contribution 250

B | 'Wehsite price £245 010 perwebsite wehsite £94.00

Stan websites | Bresk-even
T |manth 1 websites websites f manth 3 200

Monthly website Annual website
5 | sales gowth - permonth sales 12

Variable cost! Ending support 1=
a | website £155.00 peruebsite customers -

Suppart price ! .
10 |\ menth £39.00 permanth Annuslrevenus £2.988.00

Starting suppart
11 |oustomers - oustomers Annual total costs £4.720.00 0

New support

customers !
12 | month - customers { month  Annual profit{ (loss) (£1.732.00) .

Manthly fixed Month1 Manth2 Menthd Monthd ManthS  MonthG  Month7 Manth®  MonthS  Month 10 Month 11 Manth 12
1: costs £230.00 permanth Prafit margin (58.0) sale Custamers Revenue (£} Revenue (6} T otsl Revenus (6)
15

Websites  Active Supp Website Support Total Revenue: Support Other Fixed Cumulative

1B Sold Customers Revenue [f) Revenue [£) (£ Cost [£) Costs [£)
17 Manth1 1 £243.00 - £243,00 £155.00 - £150.00 £80.00 £485.00 (£236.001 (2236001
18 Month2 1 - £243.00 - £243 00 £155.00 - £150.00 £80.00 £385 00 (£136.001 (€£372.00)
13 'Month 3 1 - £243.00 - £243 00 £155.00 - £150.00 £80.00 £385.00 (£136.001 (£508.00)
20 Month 4 1 - £243.00 - £243 00 £155.00 - £150.00 £80.00 £385.00 (£136.001 (£fidd 00)
21 Month 5 1 - £243.00 - £243 00 £155.00 - £150.00 £80.00 £385.00 (£136.001 (£780.00)
22 Month 6 1 - £243.00 - £243 00 £155.00 - £150.00 £80.00 £385.00 (£136.001 (€£316.00)
23 Month 7 1 - £243.00 - £249.00 £155.00 - £150.000 £80.00 £385 00 [£136.00) (£1.052.00)
24 ‘Manth 8 1 - £243.00 - £243.00 £155.00 - £150.000 £80.00 £385 00 [£136.00) (£1,188.00)
25 Manth 3 1 - £243.00 - £243.00 £155.00 - £150.000 £80.00 385 00 [£136.00) (£1.524.00)
26 Month 10 1 - £243.00 - £243.00 £155.00 - £150.00 £80.00 £385.00 (£138.001 (£1.460.00)
27 Month 11 1 - £243.00 - £243.00 £155.00 - £150.00 £80.00 £385.00 [£138.001 (£1.596.00)
28 Month 12 1 - £243.00 - £243.00 £155.00 - £150.00 £80.00 £385.00 [£138.001 [£1.732.00)
23
30 [Annual Total iz £2.988.00 B €2.986.00 €1.860.00 — ti.800.00 £960.00 €4.720.00 TEL.732.000 Tel.732.000

£
SmartBiz

M
Forecast

1
2
3 |Allfigures are planning estimates. Website sales grow from the starting volume using the scenario growth assumption. Support customers increase by the assumed number of new customers each month.
14

e Conservative: Monthly Revenue Trend
EJl Scenario Inputs Value Uni Metric Value
Contribution / 1000

& Website price £259.00 per website website £109.00

Start websites / Break-even
7 |month 2 websites websites / month 2 20

Monthly website Annual website
8 |sales growth 2.0% per month sales 24

Variable cost/ Ending support so0
0 |website £150.00 per website customers 12

Support price ! P
10 \month £42.00 per month Annual revenue £9,492.00

Starting support
11 |customers 1 customers Annual total costs £6,940.00 200

New support

customers /
12 |month 1 customers /month  Annual profit/ (105s) £2,552.00 R

Monthly fixed Month1 Month2 Menth3 Month4 MonthS Month6 Month7 MonthS8 Month Month 10 Month 11 Month 12
13 |costs £205.00 per month Profit margin 26.9% ol rtomers S €) ot Ravenue )
14
15

Active Support Website Revenu Other Fixed Costs

16 Customers (£ Total Revenue (£) Cost (£) Marketing (£) (£) ( Cumulative Profit (€}
17 \Month 1 2 1 £518.00 £42.00 £560.00 £10.00 £125.00 £80.00 £615.00 (£55.00) (£55.00)
18 Month 2 2 2 £518.00 £84.00 £602.00 £20.00 £125.00 £30.00 £525.00 £77.00 £22.00
19 |Month 3 2 3 £518.00 £126.00 £644.00 £30.00 £125.00 £80.00 £535.00 £109.00 £131.00
20 |Month 4 2 4 £518.00 £168.00 £686.00 £40.00 £125.00 £80.00 £545.00 £141.00 £272.00
21 |Month 5 2 5 £518.00 £210.00 £728.00 £50.00 £125.00 £80.00 £555.00 £173.00 £445.00
22 |Month 6 2 6 £518.00 £252.00 £770.00 £: £60.00 £125.00 £80.00 £565.00 £205.00 £650.00
23 |Month 7 2 7 £518.00 £294.00 £812.00 £70.00 £125.00 £80.00 £575.00 £237.00 £887.00
24 Month 8 2 8 £518.00 £336.00 £854.00 £80.00 £125.00 £30.00 £585.00 £269.00 £1,156.00
25 Month 8 2 9 £513.00 £378.00 £896.00 £90.00 £125.00 £30.00 £595.00 £301.00 £1457.00
26 |Month 10 2 10 £518.00 £420.00 £938.00 £100.00 £125.00 £80.00 £605.00 £333.00 £1,790.00
27 |Month 11 2 11 £518.00 £462.00 £980.00 £110.00 £125.00 £80.00 £615.00 £365.00 £2,155.00
28 |Month 12 2 12 £518.00 £504.00 £1,022.00 £300.00 £120.00 £125.00 £80.00 £625.00 £397.00 £2552.00

29
20 |Annual Total 24 £6,216.00 £3,276.00 £9,492.00 £3,600.00 £780.00 £1,500.00 £060.00 £6,040.00 £2,552.00 £2,552.00




Smartl Base Case 12-Month Forecast

1
2
3 | Allfigures are planning estimates. Website sales grow from the stating volume using the Scenario growth assumption. SUpport customers increase by the assumed number of new customers each month
4
= Base Case: Monthly Revenue Trend
L}l Scenario Inputs Value Unit Metric Value
Confribution /

& |website price £279.00 perwebsite website £133.00 2000

Start websites / Break-even
7 | montn 3 websites websites / month 2

Monthly website Annual website 1500
2 |sales growth 5.0% per month sales 47

‘Variable cost/ Ending support
9 |website £146.00 perwebsite customers 13 2000

Support price /
10 | montn £44.00 per month Annual revenue £17,073.00

Starting support
11 | customers 2 customers Annual total costs £10,022.00 s

New support

customers /
12 month 1 customers /i month  Annual profit/ (loss) £7,051.00 -

Monthly fixed Morhi MomhZ Momh3 Monti4 MomhS Monhé Momti7 Mon8 Monthd Momtri0 Monin il Month 12
13 |costs £180.00 per month Profit margin 1.3% o i S e Revenue (6] €] toral Revenve (6]

Website Variable  Support Variable Other Fixed Costs
Websites S [(2] tal Revenue (£) Cost (£) 3 Marketing (£) (£) | Costs (£) Profit/ ( ) (£) Cumulative Profit (£)
17 [Month 1 2 £83.00 £925.00 £438.00 £20.00 £100.00 £50.00 £738.00 £187.00 £187.00
12 |Month 2 3 £13200 £060.00 £438.00 £30.00 £100.00 £80.00 £648.00 £321.00 £508.00
19 |Month 3 4 £176.00 £1,013.00 £438.00 £40.00 £100.00 £80.00 £658.00 £355.00 £863.00
20 Month 4 5 £220.00 £1,057.00 £438.00 £50.00 £100.00 £80.00 £668.00 £389.00 £1,252.00
21 Month 5 6 £264.00 £1,380.00 £584.00 £60.00 £100.00 £80.00 £824.00 £556.00 £1,808.00
22 |Month 6 7 £308.00 £1,424.00 £584.00 £70.00 £100.00 £80.00 £834.00 £590.00 £2,398.00
23 |Month 7 3 £352.00 £1,468.00 £584.00 £80.00 £100.00 £50.00 £844.00 £624.00 £3,022.00
24 Month 8 9 £396.00 £1512.00 £584.00 £90.00 £100.00 £80.00 £854.00 £658.00 £3,680.00
25 [Month 9 10 £440.00 £1,556.00 £584.00 £100.00 £100.00 £80.00 £864.00 £692.00 £4372.00
26 Month 10 1 £484.00 £1,879.00 £730.00 £110.00 £100.00 £80.00 £1,020.00 £859.00 £5231.00
27 |Month 11 12 £1,395.00 £528.00 £1,923.00 £730.00 £120.00 £100.00 £80.00 £1,030.00 £893.00 £6,124.00
22 |Month 12 12 £1,395.00 £572.00 £1,967.00 £730.00 £120.00 £100.00 £80.00 £1,040.00 £927.00 £7,051.00
2
30 Annual Total 47 £13,113.00 £3,960.00 £17,073.00 £6,862.00 £900.00 £1,200.00 £960.00 £10,022.00 £7,051.00 £7,051.00
S B C D E F [5 | d [ L i}
1 SmartBiz — Growth Case 12-Month Forecast
z
3 | Allfigures are planning estimates. 'website sales grow from the starting volume using the scenario growth assumption. Support customers incre ase by the assumed number of new customers each month.
4
Scenar . Growth Case: Monthly Revenue Trend
Bl inputs Value u Value 500
6 |VWebsite price £233.00 perwebsite £145.00 s
Stant websites ! Break-even
7 |month 4 websites websites{ month 2
Monthly website Annualwebsite 2500
& |salesgiowth £.0% permonth sales 67
Variable cost Ending suppert 2000
3 |website £144.00 per website customers 25
Support price | 1500
10 |menth £47.00 per month Annual revenue £27.259.00
Stanting support 1000
11 customers 3 customers Annualtotal costs £13,948.00
Hew suppart 500
customers !
12 |month 2 customers fmonth  Annual profitloss) £13,311.00 -
Marthlyfixed Month1 Month? Momth Manthé MonthS Manth Mamh7 Wlonhs Manthd Menth10 Month 11 Manth 12
1: coss £210.00 permanth Prafitmargin 48.82 Sald Custamers Revenve [E] Revenue (] ==—=Tctal Revenue (€]
5
Active Support Website Suppat Total Revenue Website Variable Support V: Other Fixed Cumulative Pr
® Customers Revenue [£] _ Revenue (£ (£) Cost [£] Cost [£) Costs (£ Total Costs (£] (£)
17 [Menth 1 4 £1.156.00 £141.00 £1.237.00 £576.00 £30.00 .00 £30.00 £316.00 .00 £33100
18 |Manth2 4 £1156.00 £235.00 £1331.00 £576.00 £50.00 . £30.00 £836.00 . £336.00
13 |Manth 3 4 £1.156.00 £323.00 £1,485.00 £576.00 £70.00 £30.00 £856.00 £1,565.00
20 | Marth 4 5 £1,445.00 £423.00 £1,568.00 £720.00 £30.00 £30.00 £1,020.00 £2,413.00
21 |Manth s 5 £1,445.00 £517.00 £1,962.00 £720.00 11000 £30.00 £1,040.00 £3,335.00
22 |Marth & 5 £1.445.00 £611.00 £2,056.00 £720.00 £130.00 £30.00 £1,060.00 £4,331.00
23 | Manth 7 [ £1,734.00 £705.00 £2,433.00 £864.00 £150.00 £30.00 £1224.00 ¥ £5,506.00
24 |Marth 8 [ £1,734.00 £733.00 £2,533.00 £864.00 £170.00 £30.00 £1244.00 : £6,835.00
25 |Marth [ £1,734.00 £893.00 £2627.00 £864.00 £130.00 . £30.00 £1,264.00 1363, £8,138.00
26 |Manth 10 T £2/023.00 £357.00 £3.010.00 £1008.00 £210.00 . £30.00 £1425.00 582, £9,780,00
27 [Manth 1 7 £2/023.00 £1081.00 £3,104.00 £1008.00 £230.00 . £30.00 £1445.00 | BSE. £11.436.00
28 |Manth 12 3 £2,312.00 £1175.00 £3.487.00 £1152.00 £250.00 £120.00 £30.00 £1E12.00 £1875.00 £13,31.00
23
30 [Annual Total 67 £19.363.00 £7.896.00 £27.259.00 £9.646.00 €1.680.00  £1.440.00 £1,080.00 €13.946.00 €13.311.00 £13.311.00
A 5 C o] E F [ H | J K L [}
N SmartBiz — Optimistic 12-Month Forecast
z
3 | Allfigures are planning estimates. Website sales grow from the starting valume using the soenaria growth assumption. Support customers increase by the assumed number of new customers each menth
4 6000 Tty
Soenar Optimistic: Monthly Revenue Trend
Bl inputs Value u Me Value Uni
Cantribution ! sana
6 |Website price £289.00 per website website €157.00
Start websites ! Break-even
7 |menth S websites websites{ month z 4ma
Marithly website Annual website
& |sales qrawth 20% per month sales a5
Yariable cost! Ending support soa
3 [website £142.00 per website oustomers 27
Suppart price ! e
10 | manth £43.00 per month Annual reverie £37.813.00
Starting support
11 | oustomers S customers Annual tatal costs £18.510.00 1m0
Hew support
oustomers |
12 | month 2 customers fmonth  Annual profit { loss) £19.303.00 -
Marthly fixed Month1 Month? Month3 Manthd MonthS ManthE Manth7 MonthE Manthd Month10 Month1l Manth 12
15 ot £250.00 permarth Frafit margin 510% Wit Sald == Active Support Custamers ==Website Revenue [} ===Supgart Revenue (£] ===Tctal Revenue (€)
15
Websites  Active Support Website Support Total Revenue Website Variable Profit{ (Loss) Cum
® Sold Customers Revenue [£)  Revenue [£] (£) Cost (£) Costs (£) Total Costs (£] (£)
17 [Menth 1 H H £1435.00 £245.00 £1.740.00 £710.00 £50.00 ] £100.00 £1,110.00 £630.00 £630.00
18 |Manth2 5 T £1435.00 £343.00 £1638.00 £710.00 £70.00 . £100.00 £1.030.00 £808.00 £1438.00
13 |Manth3 & a £1794.00 £441.00 £2,235.00 £852.00 £30.00 . £100.00 £1132.00 £1043.00 £246100
20 |Manth 4 & 1l £1794.00 £533.00 £2,333.00 £852,00 £110.00 . £100.00 £1.212.00 £112100 £3,602.00
21 |Manths 7 13 £2,033.00 £637.00 £2,730.00 £354.00 £130.00 £100.00 £1.374.00 £1356.00 £4,955.00
22 |Marth 6 T 15 £2,033.00 £735.00 £2,828.00 £354.00 £150.00 £100.00 £1.354.00 £1434.00 £65,332.00
23 |Marth 7 & 7 £2,392.00 £533.00 £3,225.00 £1136.00 £170.00 £100.00 £1556.00 £1663.00 £8,06100
24 |Marth & a 13 £2,631.00 £331.00 £3,622.00 £1,278.00 £190.00 £100.00 £1.715.00 £1304.00 £3,965.00
25 | Manth 8 a 21 £2,631.00 £1,025.00 £3,720.00 £1,278.00 £210.00 £100.00 £1736.00 £1382.00 £11,347.00
26 |Month 10 10 23 £2,390.00 £1127.00 £4,117.00 £1420.00 £230.00 £100.00 £1,300.00 £2.217.00 £14,164.00
27 [ Month 11 1l 25 £3,285.00 £1,225.00 £4,514.00 £1562.00 £250.00 £100.00 £2,062.00 £2,452.00 £15,515.00
28 |Month 12 12 27 £3,588.00 £1,323.00 £4,511.00 £1,704.00 £270.00 £150.00 £100.00 £2,224.00 £2,687.00 £19,303.00
29

30 Annual Total a5 £28.405.00 +£9.408.00 £37.813.00 £13.490.00 £1.920.00 £1.800.00 £1.200.00 £18.510.00 £19,303.00 £19.303.00
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Does your business currently have a professional website?

17 responses
® Yes
® No
29.4% @ Needs improvement.

Which digital problem causes your business the most difficulty?
17 responses

@ Website

@ Customer enquiries

@ Bookings

@ Follow-ups
A @ IT support

@ Email or cloud
@ Security
® al
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Do you currently have a person or company that provides regular IT support?

17 responses

® Yes
® No

How many hours per week do staff spend on repetitive customer or admin tasks?
17 responses

@ 0-1
@ 2-3
©4-5
@ 6+

Would you be interested in automating reminders, enquiry acknowledgements or lead follow-ups?
17 responses

® Yes
® No
@ Maybe

58.8%

¢



How comfortable are you with using Al in your business?

17 responses

10.0

10 (58.8%)

7.5

5.0

25 3 (17.6%)

2 (11.8%)

1(5.9%) 1 (5.9%)

0.0

Which service would be most useful to your business?

17 responses

@ Website Development
@ Al Automation

@ IT Support

@ Combined Package.

What would be most important when choosing an IT provider?

17 responses

® Price

@ Trust

@ Speed

@ Security

@ Local support
@ Experience




What price range would you consider for a basic professional website?

17 responses

@ Under £300
® £300-£599
@ £600-£999
@ £1,000+

What monthly amount would you consider for ongoing IT/automation support?
17 responses

@ Under £50
@® £50-£99
© £100-£199
@ £200+.

How would you prefer to find an IT provider?
17 responses

@® Google

@ Referral

@ Social media

@ Linkedin

@ Local networking
@ Direct email

@® Other

What is one task or IT problem you would most like to make easier in your business?

1 response

Al replies to customers and improve website
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£50-£09
£100-£192
Under £50
£30-£00
£50-£99
Under £50
£50-£99
Under £50
Under £50
Under £50
Under £50
Under £50
Under £50
Under£50
£50-£00
£100-£199

Under £50

Local networking
Referral
Referral
Gaogle
Linkedin
Referral
Google
Dirzct email
Direct email
Gaogle
Gaogle
Google
Gaogle
Google
Gaogle
FReferral
Referral

Google

Al replies to customers and improve website:


https://studentsleytonac-my.sharepoint.com/:x:/g/personal/s2312202_leyton_ac_uk/IQBbTLvxcZyjRqA4EBlrx_2yAc-6QpzTMXnzVVScnBzRgY8?e=eAjGbm
https://studentsleytonac-my.sharepoint.com/:x:/g/personal/s2312202_leyton_ac_uk/IQBF-XQpirPvSozuXdvZEoolASVO4W-QlLeixuYKP3VVXho?e=S5mTCO

