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KEYNOTES FROM MARCH

Blogs and Podcasts — your views on the latest marketing ‘must dos’?

Businesses slow in joining the Blog and Podcast revolution

Blogs and Podcasts are familiar territory for the i-pod generation, but how well do
businesses fare when it comes to taking advantage of the latest internet technology?
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Marketing “must do’s” and monitoring competitors’ prices are among the topics explored this month.

Q1.| Blogs, Podcasts and RSS are being hailed Q7. To what extent do you feel that increased
as the latest marketing “must do’s”. To business representation and advice to
what extent do you feel sufficiently well RDA’s is the best way to improve busi-
informed to be able to avail yourself of ness support?
these tools?
Quarterly Trends Questions
Q2 Government is offering incentives
to those who fill in tax returns online. The following set of questions has been
Which of the following returns has your asked of the panel each quarter for the last
business completed online? six years:
3 In which ways do you monitor
Q3. competitors’ prices? To what extent is your business con-
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Telephone enquiries
Request for quotations To what extent is your business con-
Request for brochures Q9. | strained by a lack of finance?
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> ANALYSIS FOR MARCH 2006

Monitoring Competitor’s Prices

19% of respondents do not monitor competitor’s prices— What are your preferred ways?
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In which ofthe Bllowing ways do you monitor com petitors' prices?

The Panellist’s view: (Pleaze tick all that apply)

“We monitor prices by
: 13
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the PriCC is often Telephone enquiries
negotiated on a per job
basis. The only effec- Requestfor brachures
tive way of monitoring

the competitors in Requestfor quotations
these situations is to
ask the customer what
others quoted.”

Wiavisits to competitor's premises
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Dealing with Suppliers

What are the most important factors for you as the customer?
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When dealing with suppliers, whatis the most im portant facor for your
buziness? Do you feel that you can

bargain with suppliers?

Quality of products envice .
This supplementary

question produced some
interesting results—11% of
respondents do not feel that
they can bargain at all with
suppliers, whilst 64% are
confident that they can
negotiate on at least some
aspects. 25% say that they
are able to discuss all

factors in the transaction.
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FIRST QUARTER TRENDS 2006

Constraints due to skill shortages and lack of finance show increase from last quarter.
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MORE FINDINGS FOR MARCH

A round up of further issues explored on the Barometer Project.

For further information, please contact

# Benchmarking key The Barometer Project Team
/ issues for smaller

‘ -
businesses Rick Eagles

/ The March survey also t: 0115 8466860

sought panellists’ views ) )

on fthelr) issues e:rick.eagles@nottingham.ac.uk
including online tax returns and increased

representation and advice to RDA’s on business
support strategies.

Liz Rose
t: 0115 8466189

To access the full version of the March analysis e: liz.rose@nottingham.ac.uk
visit www.ukbb.ac
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