
  

   
 TLE  
 WELLNESS MASSAGE 
        Module 2: Development and Market 

      Quarter 1, Week 2 
 

LYNNE B. GAHISAN 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 

 

 

 10 

(SUPPORT MATERIAL FOR INDEPENDENT LEARNING ENGAGEMENT) 
A Joint Project of 

SCHOOLS DIVISION OF DIPOLOG CITY 
and the   

DIPOLOG CITY GOVERNMENT    



 

 

 

 

TLE – Grade 10 
Alternative Delivery Mode 
Quarter 1 – Module 2: Development and Market 
  
First Edition, 2020 
 

 
Printed in the Philippines by ________________________  
Department of Education – Region IX –SCHOOLS DIVISION OF DIPOLOG CITY 

 

Office Address: Purok Farmers’, Olingan, Dipolog City 

  ____________________________________________ 

Telefax: ____________________________________________ 

E-mail Address: ____________________________________________ 

Development Team of the Module 
 

Writer: Lynne B. Gahisan 

Editor: Lynne B. Gahisan 

Reviewer: Levie J.Laquio  

Illustrator:  

Layout Artist:  

Management Team: Virgilio P. Batan Jr. – Schools Division Superintendent 

   Jay S. Montealto – Asst. Schools Division Superintendent 

   Amelinda D. Montero – Chief, Education Supervisor, CID 

   Nur N. Hussien – Chief, Education Supervisor, SGOD 

   Ronillo S. Yarag – Education Program Supervisor, LRMS 

   Leo Martinno O. Alejo – Project Development Officer II, LRMS  

 

 

 

 
 



 

 

 

 

 

 

 

 

 

 
The following are some reminders in using this module: 
 

1. Use the module with care. Do not put unnecessary mark/s on any part of  
    the module. Use a separate sheet of paper in answering the exercises. 

 
2. Don’t forget to answer What I Know before moving on to the other activities  

    included in the module. 
 

3. Read the instruction carefully before doing each task. 

 
4. Observe honesty and integrity in doing the tasks and checking your answers.  

 
5. Finish the task at hand before proceeding to the next. 

 
6. Return this module to your teacher/facilitator once you are through with it. 

 
If you encounter any difficulty in answering the tasks in this module, do not 

hesitate to consult your teacher or facilitator. Always bear in mind that you are not 

alone. 
We hope that through this material, you will experience meaningful learning and 

gain deep understanding of the relevant competencies. You can do it

 
Notes to the Teacher 

This contains helpful tips or strategies 
that will help you in guiding the 

learners. 
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What I Need to Know 

 This module was designed and written with you in mind. It is here to 

help the learner independently creates a business vicinity map reflective of 

potential Wellness Massage market within the locality/town.  The scope of 

this module permits it to be used in many different learning situations. The 

language used recognizes the diverse vocabulary level of students. The lessons 

are arranged to follow the standard sequence of the course. But the order in 

which you read them can be changed to correspond with the textbook you are 

now using. 

 

The module is intended for the Grade 10 students in Home Economics-

Wellness Massage. 

 
You are now in Wellness Massage-Module 2:  Week 2: 
 Learning Outcome 2:  Develop a Product/Service in Wellness Massage 

 
 

                 After going through this module, you are expected to learn: 
TLE_EM10/-I0-2 

 

 1. Identify potential customer 
 2. Determine a business idea based on the criteria/techniques set 

 3. Identify the benefits of having a good brand 
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Lesson 

 
Development and Market 

 

  

 Market development is a strategic step taken by a company to develop the 

existing market rather than looking for a new market. The company looks for new 
buyers to pitch the product to a different segment of consumers in an effort to 

increase sales. 
 Thus, learning in this module will help an aspiring entrepreneur to 

understand better about entrepreneurship and how they will use it in applying their 
skills in Wellness Massage and venture into a new business that commensurate their 

acquired capabilities in pursuing such activity in the future. 
 

 

 

What’s In  

 
Directions: Answer the following questions briefly.  Write your answer in one half  

                  sheet of paper. 
 

1. Define entrepreneurship? 
 

2. What are the qualities of a successful entrepreneur? 
 

3. Explain the following in your own words: 

          a. Needs 
          b. Wants 

          c. Brand 
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What’s New 

 This time you’re going to answer an activity that sets your mind on the next 
lesson environment and market. 

 
 

    Directions:  Study each picture below then answer what is being ask. 
 

1. Describe the pictures well and explain why they gather together in a 
commonplace. 

 

2. What are the different activities that keep them busy? 
 

3. Have you gone to this kind of place? Why? 
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What is It 

  
In this module, you will study and learn how to create a business vicinity map 

reflective of potential market in Wellness Massage in a province.  To learn these 

things it makes you aware of some important considerations to explore to be 
successful in any business. 

 

 Aspiring entrepreneur need to explore the economic, cultural, and social 
conditions prevailing in an area. Needs and wants of the people in a certain area that 

are not met be considered business opportunities. Identifying the needs of the 
community, its resources, available raw materials, skills and appropriate technology 

can help a new entrepreneur seize business opportunities.  
  

 To be successful in any kind of business venture, potential entrepreneurs 
should look closely at the environment and market. They should be watchful of 

existing opportunities and constraints, and to take calculated risks. The 

opportunities in the business environment are factors that provide possibilities for a 
business to expand and make more profit.  

 
Product Development 

 
  Product development, it refers to a process of making a new product to be 

sold by a business or enterprises to its customers. It may be involved modification of 
an existing product or its presentation, or formulation of an entirely new product 

that satisfies a newly-defined costumers needs, wants and/or a market place.  

 
 The term development in this module defines collectively to the entire process 

of identifying a market opportunity, creating a product to appeal to the identifies 
market, and testing, modifying, and refining the product until its becomes ready for 

production.  
 

 There are basic, yet vital question that you can ask yourself about product 

development. When you find acceptable answers to them, you may now say you are 
ready to develop a product and/or render services. 

 
 These questions include the following: 

 
 1. For whom are the products/services aimed at? 

 2. What benefit will the consumers expect from product/service? 
 3. How will the product/service differ from the existing brand? From its 

competitor? 

 In addition, needs and wants of people within an area should also be taken 
into big consideration. Everyone has his/her own needs and wants. However, each 

person has different concepts of needs and wants. Needs in business are the 
important things that an individual cannot live without in a society. These include: 

  
 1. basic commodities for consumption 

 2. clothing and other personal belongings 
 3. shelter, sanitation and health, and 
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 4. education.  
  

 Basic needs are essential to an individual to live with dignity and pride in a 
community. These, needs can obviously help you generate business ideas and 

subsequently to product development.  
  

 Wants are desires, luxury and extravagances that signify wealth and 
expensive way of living. Wants or desires are considered above all the basic 

necessities of life.  

 
Concept of Development Product 

 
 Concept development is a critical phase in the development of a product. In 

this stage, the needs of the target market are identified, and competitive products 
are reviewed before the product specifications are defined. The product concept is 

selected along with an economic analysis to come up with an outline of how a product 

is being developed. Figure 3 shows the stages of concept development of a product.  
 

 

 
 

 
 

 
 

 

 
         Concept Development 

 
             Figure 3. Stages of Concept Development 

 
The process of product development follows the following stages: 

 
1. Identify customer needs: Using survey forms, interviews, researches, focus group  

    discussions, and observations, an entrepreneur can easily identify customers’  

    needs and wants. 
2. Establish target specifications:  Based on customers’ needs and reviews of  

    competitive products, you can now establish target specifications of the  
    prospective new product and/or services.  A target specification is essentially a  

    wish -list. 
3. Analyze competitive products:  It is imperative to analyze existing competit5ive  

    products to provide important information in establishing product or service  

    specifications. 
4. Generate product concepts:  After having gone through with the previous  

    processes, you may now develop a number of product concepts to illustrate the  
    types of products or services that are technically feasible and will best meet the  

    requirements of the target specifications. 

Identify 
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Specifications 
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product 
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Refine 

Specifications 

Plan 

Remaining 

Development 
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5. Select a product concept:  Through the process of evaluation between attributes,  
    a final concept is selected. 

6. Refine product specifications:  In this stage, product or services specifications are  
    refined on the basis of input from the foregoing activities. 

7. Perform economic analysis:  Throughout the process of product development, it is  
    very important to always review and estimate the economic implications regarding  

    development expenses, manufacturing costs, and selling price of the product or  
    services to be offered or provided. 

8. Plan the remaining development project: In this final stage of concept development,  

    you can prepare a detailed development plan which includes list of activities,  
    necessary resources and expenses, and development schedule with milestones for  

    tracking progress.  
 It is essential for the entrepreneur to identify their potential customers.  In 

identifying you can choose to see everyone as your potential customers or focus on 
a specific segment or group of people to be more effective. 

 Grouping consumers allow you to identify which group is the most appropriate 

target for your products.  You can efficiently and effectively use marketing activities 
to engage them and convert them into your customers. 

 First, you will need to identify how the market is divided for the product that 
you are providing. Think along the following variables to help you identify the 

different customer groups: 
   ● Geography : region , population, climate 

   ● Demographics : age, gender, income, family size, family lifecycle 
   ● Psychographics : lifestyle, personality, interests, habits, values 

   ● Behaviour : usage, loyalty, readiness to purchase, attitude towards product,  

                      buying decision 
   ● Benefits : social status, health, emotions 

 Next, evaluate these different market segments and your own goals to find out 
which is the most appropriate segment for your product. 

 Customer group’s overall attractiveness 
   ● Is the potential segment attractive based on market size, growth potential,     

   ● profitability, scale economies and risk? 
   ● Company’s objectives and resources 

   ● Is it worth investing in this customer group given the firm’s objectives,  

      competencies, and resources? 
      Identify Your Best Customers 

 Now that you have identified the different groups of customers in the market, 
you need to select your best customers. These are customer groups with needs that 

you are able to meet adequately. Develop your value proposition for each of them. 
 

Unique Selling Proposition Statement 

  
 Insert the relevant information within the brackets <  >: 

<Your product or brand name> is a <product category you want to be 9recognized 
in> which provides <unique benefit that persuades purchase> to <targeted customer 

group> who have <unfilled need or opportunity for use>  because it is <unique and 
competitive characteristic, offer proof or reason>. 

 Develop your unique selling proposition. Then, communicate the unique value 
and benefits of buying your product, rather than just technical specifications or basic 

functions. Customers want to know “what is in it for them” and whether it is reason 

enough to buy your product, and not your competitor’s. 
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 To communicate your unique selling proposition, you need to address the 
following aspects: 

   ● State specific benefits that come with your product. Make sure you move  
      beyond the obvious functional benefits 

   ● Offer a unique benefit that your competitors do not offer 
   ● Offer a benefit that is meaningful and meets a real need, whether or not it is a  

      need that is currently felt. 
 

Generating Ideas for Business 

 
Developing and generating a business idea is not a simple process.  The most optimal 

way is to have a systematic approach in generating and selecting a business idea 
that can be transformed into a real business. 

 
 Here are some basic yet very important considerations that can be used to  

          generate possible ideas for business: 

 ● Examine existing goods and services. 
 ● Examine the present and future needs. 

 ● Examine how the needs are being satisfied. 
 ● examine the available resources. 

 ● Read magazines, news articles, and other publications on new products  
             and techniques or advances in technology. 

 
Key Concepts of Selecting a Business Idea 

 

 In screening your ideas, examine each one in terms of the following guide 
questions: 

 1. How much capital is needed to put up the business? 
 2. Where should the business be located? 

 3. How big is the demand for the product?  Do many people need this  
              product and will continue to need it for a long time? 

 4. How is the demand met?  Who are processing the products to meet the  
              needs (competition or demand)?  How much of the need is now being met  

              (supply)? 

 5. Do you have the background and experiences needed to run this  
              particular business? 

 6. Will the business be legal and not against any existing or foreseeable  
              government regulation? 

          7. Is the business in line with your interest and expertise? 
 

 Your answers to these questions will be helpful in screening which ones 

among your many ideas are worth examining further and worth pursuing. 
 

Branding 
 

 Branding is a marketing practice of creating a name, symbol or design that 
identifies and differentiates product or services from the rest. It is also a promise to 

your customers.  It tells them what they can expect from your product or service and 
it differentiates your offerings from other competitors.  Your brand is derived from 

who you are, who you want to be and what people perceive you to be. 

 A good product can: 
 √ Deliver message clearly 

 √ Confirm credibility 
 √ Connect to target prospect 
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 √ Motivate buyers and 
 √ Concretize user loyalty 

 
Here are simple tips to publicize your brand: 

 ● Develop a tagline.  Write a statement that is meaningful, impressive, and  
             easy to remember to capture the essence of your brand. 

 ● design a logo.  Create a logo symbolic of your business and consistent with  
             your tagline and displace it strategically. 

 ● Write your brand message.  Select a key message to communicate about  

             your brand. 
 ● Sustain a brand quality.  Deliver a promise of quality through your brand. 

 ● Practice consistency.  Be reliable and consistent to what your brand  
    means in your business. 

 
 Moreover, Fischler, 2018 stated that having a strong brand is all about 

consistent and recognizable company expressions; to offer not only products and 

services but also meaning. In many ways, a strong brand is the nucleus of a 
company's success. 

 It takes time and continuous effort to build a strong brand, but remember that 
a strong brand massively increases the value of a company. It provides employees 

with orientation, motivation, and belonging. It allows you to raise prices, and acquire 
new customers – without you having to lift a finger. 

 
Here are our Seven Major Benefits of a Strong Brand: 

 

 1. Better customer recognition. 
"Oh, I know that brand." A strong brand consistently uses every customer 

touchpoint; you will know it instantaneously just by seeing its color, font, or 
expressions. That delivers trust – and we like things that are safe. 

 
 2. Higher customer loyalty. 

"I like everything they do." Customer loyalty is the natural effect of a continuously 
positive emotional experience, physical attribute-based satisfaction, and perceived 

value of a strong brand. 

 
 3. More word of mouth. 

"Did you hear about this? It's amazing." When your brand tells a story that people 
want to hear, they’ll repeat it to friends, family, and strangers at the bus stop. They’re 

your brand ambassadors. 
 

 4. Higher advertising effectiveness. 

"They're showing something new." Your brand is your guarantee. Your customer 
knows that. Anything that originates from you, the 'strong brand,' will be met with 

curiosity and reliance. 
 

 5. Higher applicant quality. 
"Working for this brand must be pretty darn awesome." When you see a company 

that appears to have their head in the game, you're likely to be interested. Everyone 
wants to have strong, interesting brands in their curriculum vitae. 

 

 6. Higher employee motivation. 
"We have a cool thing going." You're working for something grand. You're 

undoubtedly proud of what you and your team have achieved. That brings you joy in 
life, and in work. 
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 7. Lower price sensitivity. 

"I need this, no matter what." The power of a strong brand gives you the ability to 
raise prices. Why? Because you've become great at what you do. And obviously; 

GREAT sells better than GOOD, which fuels growth. 
 

“Brands are probably the most powerful and versatile business tool ever invented.” 
 

 Creating a strong brand is difficult. It's nothing that happens overnight. With 

branding becoming ever more crucial for organizations to not only survive – but to 
stick out of the deafening noise that is seven billion people wanting to be heard – the 

arguments for strengthening your brand are overwhelming.  So, do you want to take 
the first step in the right direction? We've got your back. 

 
 

SWOT Analysis 

 
 In generating a business idea, you should first identify the type of business 

suited to your business idea, you should first identify the type of business suited to 
your business idea.  You should analyze and scan the potential environment, study 

the marketing practices and strategies of your competitors, analyze strengths, 
weaknesses, opportunities, and threats in your environment to ensure that the 

products or services you are planning to offer will be patronized and within easy 
reach of target consumers. 

 

 Here’s how to conduct SWOT Analysis: 
 

 ● Be realistic about strengths and weaknesses of your business when  
             conducting SWOT Analysis. 

 ● SWOT Analysis should distinguish between where your business is today,  
             and where it can be in the future. 

 ● SWOT Analysis should always be specific.  Avoid any gray areas. 
 ● Always apply SWOT Analysis in relation to your competition, i.e. better  

             than or worse than your competition. 

 ● Keep your SWOT Analysis short and simple. Avoid complexity and over  
             analysis. 

 ● SWOT Analysis is subjective. 

Strengths -. 
Ex. 

1. Special expertise 
2. Big capital 

3. High technology 

Weaknesses 
Ex. 

1. limited service lines 
2. inexperienced employees 

3. limited funding/budget 

4. poor location 

Opportunities 
Ex. 

1. New technology 
2. Lack of competition 

3. New markets 

Threats 
Ex. 

1. New competitors 
2. Economic slowdowns 

3. Demographic changes 

 

 Think of a possible business that you can build in your area. Can you give 
your own examples of Strength, Weakness, Opportunity and Threat for that type of 

business? 
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What’s More 

 
 To learn more and deepen your understanding of the topics previously 
presented, you will be asked to answer the following activities: 

 

Activity 1 

Directions: Answer the following questions briefly:  
                 Use a separate sheet of paper to write your answer. 

 
 1. How does one determine the product or services to be produced and/or to  

              be provided to the target costumer? 
 2. How does one select an entrepreneurial activity? 

 3. When can one say that a certain product has “value”? 
 4. Does applying creativity to your product or services important? Why? 

 5. Discuss the importance of scanning the environment and market in  

              generating business idea. 
 6. What are the key concepts of selecting a business idea? 

 7. Give the stages of product development. 
 8. Define the meaning of brand and describe a good product. 

          9. What are the seven major benefits of a strong brand? 
 10. Why is it important to conduct a SWOT analysis in business? 

 
 

Activity 2  

Designing a Logo 
Directions: In a piece of bond paper, draw a logo that you will use in your business.  

                 Provide a simple statement/tag line to describe your logo. 
                 Your output will be rated using the criteria below. 

 
Criteria in Designing a Logo 

Criteria Outstanding 

(10pts) 

Very Satisfactory 

(7pts) 

Satisfactory 

(4pts) 

Needs 

Improvement 
(2pts) 

Creatively 
designed logo 

    

Well-formulated 

tag-line 

    

Total Score 
 

    

 

 
 

 

 
 

 
 
 



 

 

14 

 

 

 

Assessment 

Multiple Choice. Choose the letter of the best answer. Write the chosen letter in one 

whole sheet of paper. 

 

1. Identify the thing that an aspiring entrepreneur does not need to explore. 
    a. economic 

    b. cultural 
    c. social conditions 

    d. skills 

2. What appropriate word or phrase that matches the statement “a process of  
    making a new product to be sold by a business or enterprise to its customers”? 

    a. product development 
    b. entrepreneur 

    c. entrepreneurship 
    d. development 

3. Select the first stage in the process of product development. 

    a. establish target specifications 
    b. generate product concepts 

    c. identify customer needs 
    d. analyze competitive products 

4. How many steps/stages in the process of product development? 
    a. 12 stages 

    b. 8 stages 
    c. 14 stages 

    d. 10 stages 

5. Listed below are examples of wants and desires EXCEPT for 
    a. foods 

    b. fashion accessories 
    c. expensive shoes and clothes 

    d. eating in an expensive restaurant 
6. What factor or consideration presented by a seller as the reason that a product  

    or service is different from and better than that of the competition? 
    a. unique selling plan policy 

    b. unique selling proposition 

    c. unique pricing 
    d. finding value-added 

7. What managerial tool used to assess the environment and to gather important  
    information that can be used for strategic planning? 

    a. scanning 
    b. SWOT Analysis 

    c. WOTS Analysis 

    d. survey analysis 
8. Which of the term below best suit to the introduction of new ideas to make the  

    product and services more attractive and saleable to the target customers? 
    a. new idea                                                                 d. innovation 

    b. creativity 
    c. product development 
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9. Which of the things that people cannot live without it? 
    a. wants 

    b. needs 
    c. desires 

    d. requirements 
10. In what way that an entrepreneur will create names, symbol, or designs that  

      identifies and differentiates a product from the other products? 
      a. product naming 

      b. unique selling proposition 

      c. tagline 
      d. branding 

11. Which of the variables that help an entrepreneur to identify the lifestyle ,  
      personality, interests, habits, and values of the customer? 

      a. psychographics 
      b. geography 

      c. demographic 

      d. behavior 
12. If a customer will say” Oh, I know that brand”.  It means a 

      a. higher customer loyalty 
      b. more word of mouth 

      c. better customer recognition 
      d. higher applicant quality 

13. “They’re showing something new”.  What major benefits of a strong brand does  
      it describes? 

      a. higher advertising effectiveness 

      b. higher employee motivation 
      c. higher customer loyalty 

      d. better customer recognition 
14. The high technology is one of the examples of 

      a. opportunities 
      b. threats 

      c. weaknesses 
      d. strengths in the business 

15. Out of the examples listed below, select the phrase that belongs to weaknesses 

      a. new competitors 
      b. inexperienced employees 

      c. economic slowdowns 
      d. demographic changes 
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Additional Activities 

 
Activity I 

 
Vicinity Map Making 

 
Directions: In a short bond paper, draw a vicinity map showing a potential market of  

                  a Wellness Massage in your community. Write a simple statement to  
                  describe your map. Output will be rated using the following criteria. 

                                    

                                     Criteria in Vicinity Map Making 

Criteria Outstanding 

(10pts) 

Very 

Satisfactory 
(7pts) 

Satisfactory 

(4 pts) 

Needs 

Improvement  
(2pts) 

The vicinity map 

shows a potential 

market. 

    

The map is 
creatively done 

and clear. 

    

The statement 
perfectly describes 

the vicinity map. 

    

 

Total score 
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Answer Key 

   

                                             

 

 
 
 

 
 

 
 

 
 

 

 
 

 
 

 
 

 
 

 

 
 

 
 

 

Assessment 

        1.  D 
         2.  A 

         3.  C 
         4.  B 

         5.  A 

         6.  B 
         7.  B 

         8.  D 
         9.  B 

        10.  D 
        11.  A 

        12.  C 

        13.  A 
        14.  D 

        15.  B 

 

What's More 

Answers may vary. 

 
 

                                                

 

Additional 
Activities 

Answers may vary. 
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