[image: image1.jpg]O

, ®
0ifig Fiontair Aitiuil 3
Local Enterprise Office



[image: image1.jpg]


	TRAINING COURSE OUTLINE – Local Enterprise Office Wicklow

	Course Title:
	Marketing for SMEs

	Course Duration: 
	2 days

	Dates:
	Tuesday 22nd & 29th March 2016

	Venue:
	Wicklow County Campus, Rathnew, Co.Wicklow

	Cost:
	€100

	Trainer ‘s Name:
	Terry Harmer

	Training Company (if applicable):
	NLC Training

	Qualifications and Background of delivering  Trainer:
	Terry Harmer is a Member of the Institute of Training & Development (MIITD), a Fellow of the Sales Institute of Ireland, (FSII), a Member of the Marketing Institute of Ireland, (MMII) a Licensed Practitioner of NLP, (NLP Prac.), holds a BSc. In Business Administration, and a Certificate in Training & Continuing Education, training on training evaluation and transfer of skills to the workplace. After a period of four years, from 1973 to 1977 working in a family furniture business, Terry entered the insurance industry, and built a career (from Salesman to General Manager) on strengths in training and development, people management and leadership skills. In 1991, he formed NLC, and specialises in designing and implementing training programmes and modules modelled on world class companies, using best practice initiatives, to train Sales, Customer Service, Communications, Teambuilding, Leadership, and People Management. He trains City & Guilds and FETAC and short training programmes for a number of Skillnets since 2000. Terry is on the Enterprise Ireland Mentor panel. 



	Course Objectives & Outline Syllabus:
	The programme will show the participants how to use simple but effective marketing methods and tools to determine the best way to generate sales for their business. 
Using practical examples, case studies, work group exercises, templates and guides, to reinforce learning. An interactive approach will be employed throughout and participants will be expected to engage in discussions, exercises, learning games and break out work groups. 
The course covers the SWOT, PEST & STEEPLED analysis, clarifying your Customer value Proposition, and having profiled your customers, deciding the best way to get your message to them. We will cover Advertising, flyers leaflets, digital media, social networking, using the World Wide Web!!! And other promotional media as well as how to develop your own “PR” the 8 P’s,  Target Marketing  and  writing a marketing plan 
Course Objectives:

1) to assist participants analyse their strengths and weaknesses , learn how to find opportunities in the market place, prepare strategies to deal with possible threats to their business. They will also evaluate the effectiveness of their current approach, and if necessary establish new ways to target their preferred markets, write or rewrite their marketing plan.
 2) to give them the operational tools to create awareness of their business, develop contacts, identify prospective customers, make sales develop an online / IT presence & network their business, at little or no cost. 
At the end of this training participants will be able to: 

Complete a SWOT & PEST analysis and use the information to: 
1. Determine the most effective approaches and the most suitable markets 
2. Understand branding and how to build a Brand 
3. Write a Customer Value Proposition 
4. Build and grow a business in challenging times 
5. Target & profile their markets 
6. Identify the best way to get their message across 
7. Define the 8 P’s for their business 
8. Write a workable marketing plan 
9. An introduction to creating an online presence and marketing using digital & social media (covered in detail on a  separate course)  
Outline Syllabus

Marketing  Essentials  
The  importance of marketing for a small business 
The 8 P’s 
The SWOT analysis 
The PEST analysis 
Your Customer Value Proposition  
Setting marketing objectives 
Dealing with the competition (Porters 5 forces) 
Wow!!  Exceptional differences that get people talking 
Being a hero 
Market Research 
Research techniques 
Adapting them to fit your needs & budget 
Target Marketing 
Market segmentation 
Profiling your customers 
Client /Product --‐Service Matrix 
Market / action strategy sheet 
The pareto principle / refining your customer base? 
Advertising, Branding & Public Relations 
Free Advertising Space 
How to write your own ads 
How to write a press release 
Creating mailshots 
Publish your own newsletter 
Digital Marketing (briefly some thoughts) 
Social Media 
Accelerating local word of mouth marketing
E Brochures 
How to develop and implement a marketing action plan 
How to put it all together 
The Marketing Activity Workbook 



	Training Methodology:
	Attending a training session should be educational, motivational and interesting, but the true test of training isn’t what happens in the training room, but what the participants  do with the knowledge when they get back to the work place. 

So the trainer challenges each participant with these questions, at the outset of the training: 

What do I want to get from the session today? 

What are my issues or challenges? 

And at the close we ask: 

What am I going to do differently as a result of attending this seminar? 

What principles, ideas or techniques have I recognised, and learned? 

What do they mean to me? 

How will I use them? 

When am I going to start? 

Our training sessions  are lively, challenging and fun. 

We create an environment that facilitates, “brain friendly learning”. An interactive approach will be employed throughout and participants will be expected to engage in discussions, exercises, learning games and work groups. We will support this information with practical examples, presentation, role- play, scenarios, work group sessions, demonstrations, Q&A interaction, use of templates & case studies to reinforce learning. 



	How to Book:
	Book and pay online at:

www.localenterprise.ie/wicklow
Direct link to this course: www.localenterprise.ie/Wicklow/Training-Events/Online-Bookings/
If you wish to pay by cash/cheque please call Tamara on 0404 30800
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