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YOU CANNOT ‘TARGET’ SMES

99% of companies are SMEs

Only 1% are not



HOW TO TARGET?

• product codes
o SIC, NACE, Kompass

• Size
o Employees

o Turnover



HOW ARE BUSINESSES 

DIFFERENT?

Example -Two companies, each with €1 M 
turnover and €100 K profit and each 
employing 10 people. Both making 
technical measuring instruments.

• Company 1 - Established 25 years. Founder 
and 5 family members work in it. Founder 
intends to hand down to children on retirement.

• Company 2 - Established 2 years. Founded by 
five graduates with venture capital backing. 
Hope to float in 3 years.



• Socio-economic
o A B C1 C2 D E

o YUPPIES

o DINKIES

• Residential
o ACORN

LESSONS FROM CONSUMER 

MARKETING



CREATING OR ADDING VALUE
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PERSONALITY



THREE MAIN FACTORS

PRODUCT CODE                                VALUE

Value creation type

SIZE                                                   GROWTH

Stage of life

MISSING LINK                          PERSONALITY

Type of ownership and management



CODE EXAMPLE

C3(m) 2+ H3

Converter assembling

their own product

Separate management 

but at a pain barrier

High-growth business

under family control

C 2 HCoarse code

Full code



WHAT DOES THE SME SELECT 

SYSTEM DO?

• Provides a diagnostic tool which will ensure 
consistent and objective analysis, advice, and 
support for SMEs.

• Provides a coding system for consistent and 
objective classification of individual companies 
on databases.

• Provides a ready made classification system 
for research into company needs and 
behaviour,and a common datum for 
comparisons between research studies.



ADVANTAGES OF THIS METHOD

• Simple enough to be learned (only 14 major 

codes)

• Can be derived from public information

• Coarse coding possible with very little 

information

• Finer coding can be added for specific needs

• Can be used on database fields to permit 

selection

• Training and support available



ALWAYS REMEMBER

• Our perception is confused by learned 

'stereotypes' from old systems of product 

coding.

• Training is needed to learn the system and 

ensure quality results.

• Businesses having more than one VALUE 

code must be treated as a separate business.
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codes



VALUE CODES

•M  Materials
• M1  - Extraction

• M2  - Farming

•C  Conversion
• C1  - Continuous Process

» C1(M) - Manufacturer

» C1(S) - Contractor

• C2  - Batch Process
» C2(M) - Manufacturer

» C2(S) - Contractor

• C3  - Assembly
» C3(M) - Manufacturer

» C3(S) - Contractor

• C4  - Intellectual

» C4(M) - Manufacturer

» C4(S) - Contractor

• C5  - Craft
» C5(M) - Manufacturer

» C5(S) - Contractor

•S  Service

• S1  - Intellectual

• S2  - Craft

• S3  - Resources

•D  Distribution

• D1  - Stockist

» D1a - Trade

» D1B -

Retail

• D2  - Agent



GROWTH STAGE CODES

-1   Pre-Start Up

0   Start-Up

1    Combined Management and Workforce

1+  First Pain Barrier

2    Separate Management

2+  Second Pain Barrier

3    Multi-Layer Management Structure

9    No Internal Management



PERSONALITY CODES

•L  Private Lifestyle

• L1  - One Owner

• L2  - Multi-Ownership

• L3  - Family Business

• L4  - Subsidiary
» L4(D) - Dependent (or 

Inter-Dependent)

» L4(I)  - Independent

•H  Private High Growth

• H1  - One Owner

• H2  - Multi-Ownership

• H3  - Family Business

• H4  - Subsidiary
» H4(D) - Dependent (or 

Inter-Dependent)

» H4(I) - Independent

•P  Public
• P2  - Mature

• P1  - Immature

•Z  Restructure (Flotation/Liquidation/Buy-
Out)



daventryhouse consultancy in technology management and communication from Neil Rathbone 

Part three -

Application



First of all some exceptions...

• NGOs, Limited by Guarantee etc. as they are 

not wealth creating and have non-business 

motivations.

• Large companies as they are complex and 

have a high public profile anyway



Coding for Value Field

• Two methods
o Direct and automatic from product codes 

(SIC,NACE,Kompass etc)

o Analysis of sales literature or annual report



Coding for Growth Stage field (1)

Has it started?

-incorporation

-overheads

No

No

Yes

Yes

- 1

Does it manage

itself?
9



Coding for Growth Stage field (2)

No

No

Yes

Yes

Does it have

managers who are

not workers?
1

Is it self-sustaining?

-profitable

0



Coding for Growth Stage field (3)

More than one

level of manager?

( both non-workers)

eg directors

& managers

No

Yes

No

Yes

End

Add +

3

2

Does it exhibit

‘pain barrier’

symptoms?



Pain barrier symptoms

o Long hours worked by all staff

o Quality problems and deliveries late

o Stagnation on management initiatives

o Systems outgrown/overloaded

o Untidyness - office papers or stock in a mess

o Orders exceed current resources

o Little concern about sales effort

o Staff complaining of frustration

o Key turnover bands reached



Coding for personality field

Is it

restructuring?

Is it public?

Is it high-growth?

Yes

Yes

Yes

No

No

No
Z

P

H

L



Identifying high-growth

o 20%+ annual increase in turnover

o Substantial recruitment/R&D/sales expenditure

o Newly formed with ambitious plans

o Several directors/owners

o Situated in science park or incubator

o Has won grants or awards

o Directors paid below their worth

o Big equity or loan investment



Identifying lifestyle/low-growth

o Long established

o Turnover/profits almost static

o Directors/owners paid above their worth

o Poor premises but opulent personal possessions or 

perks (cars, aircraft, overseas trips)
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