
Types of market 
Business to 

Business (B2B)
Business to 

customer (B2C)

Internal sources of 
finance 

• Friends and family
• Personal savings
• Credit Cards 
• Selling assets

Disadvantages of 
premium pricing 

Lack of sales 

complaints

Customers go to 
cheaper 

competitors

Reduces target 
market 

Impact on an enterprise of an 
increase in rental payments

• Increase costs
• Outflows will increase
• Total costs will increase 
• More customer to break even
• Reduced profits

Advantage for an enterprise using a debit 
card to pay monthly bills

• Can be made over the phone
• Can pay online

Break Even Point

Formulars

Cost of sales Cost of sales = revenue – Gross profit 

Above the line:
A mass media approach for 
products aimed at a wide 
spectrum of the market

Below the line:
Methods are generally cheaper 
and more focused on the target 
market

Disadvantages of using a 
government grant 

• Business has to wait 
for funding

• Might not cover the 
amount needed 

• Might be restrictions 
on how the money is 
to be spent

Disadvantages of an 
enterprise only accepting 

contactless payments

May have to turn 
customer away 

May have to pay 
transaction fees

Issues with technology
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