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In this day and age, many new businesses are failing within the first year of being set up. The main reason for this is that many entrepreneurs are opening up businesses without doing research and coming up with practical business plans and marketing strategies. The following project plan outlines the plans and marketing strategies for Killay Health Club located in Swansea, UK, a health club that has been opened for the last two years. The health club is located in a residential area, has the latest gym equipment, and plenty of parking for the clients. Many services are offered such as exercise, aerobics, yoga, and other fitness programs. The health club is unique from others since it provides personal trainers who offer training and advice to clients. Programs available include weight management programs that have been proven to be effective.  The club focuses on urban residents who are very active, health conscious but have less time to spend on their fitness. The project strives to find various ways in which Killay Health Club can compete with other business on the same level and also how to attain a competitive advantage to maximize their profit.    
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[bookmark: _Toc39260345][bookmark: _Toc39426408]2.1 Aim and objectives  
The main objective of the following project is to outline the marketing strategy for a startup business. For any business venture to be successful, it is vital to first come up with a business plan detailing the goals of the business and a marketing strategy to achieve the set goals. The plan also assists in making decisions when faced with any issues, and this is essential in creating a business that is trustworthy, understandable, and also attractive to clients (Alexandris, Douka, Papadopoulos and Kaltsatoe, 2008). there are many drawbacks of not having a detailed business plan and marketing strategy and these include, losing out to other business competitors, having fewer clients, and therefore, losing a market share (Sherman, 2019). Nonetheless, the main disadvantage for any business is on losing out on great opportunities which would otherwise lead to the growth of the business. After recognizing, the importance of having a detailed plan and marketing strategy, Killay Health Club has therefore, developed one which will ensure that the business continues being successful. Nonetheless, the health club still needs information on what measures to further employ to be successful. The following objectives were vital for the study. 
· Analyze the marketing strategies for a successful gym 
· Assess the environment of the health club using SWOT analysis
· Consider the structure, personnel and cost offered by other gyms 
· Evaluate the needs of clients who frequent health clubs 
· Provide the necessary recommendations on how Killay health club can improve their marketing strategies    
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During the recent past, many people are becoming health conscious and are seeking ways of maintaining a healthy lifestyle. The main reason for this is the increasing rate of obesity in the country and also around the world. Nonetheless, these obesity levels can be controlled and even totally reduced by enrolling in gyms and fitness centres. These facilities ensure that people get to burn off unwanted calories (Reveter Masia and Barbany, 2007). Therefore, it is a very profitable venture to open a gym. Apart from assisting people in staying fit and making healthy lifestyle changes, one is also able to get a profit.
In starting a business, it is essential to understand that all businesses have competitors and therefore, the fitness industry is also the same. Before investing capital in the business, an effective SWOT analysis is essential (Gurel and Tat, 2017). SWOT analysis is an analysis which explores the key threats and opportunities in a business environment, and also how the environment is likely to evolve due to competition (Gurel and Tat, 2017). The analysis also examines the strengths and weaknesses of the business. Since many people in the area require the services of a gym, and this is can be attributed to the high obesity levels. Getting new customers for the business will not be a problem, and the main issue lies in creating a loyal client base so that the business can be in a position to maintain the staff and break even. The following are the results of the SWOT analysis. 
Strength: one of the primary strengths is the location of the gym. Since Killay Health Club is located in a busy residential area, and this ensures that there is availability of large client base. Moreover, the facility is keen on hiring a team of highly qualified professionals as trainers. Clients are, thus, ensured of quality service, leading to loyal customers (Athanasopoulou and Mylonakis, 2009). Another one of the strengths for the health club is that it endures to be cost effective and this will be beneficial to the community members. Weakness: the primary weakness for the business venture is that the health club is still a new business and therefore the management does not have the necessary experience yet. The second weakness to be identified is that the business is still small and lacks the sufficient capital to compete with the high-end existing gyms in the city. Although the health club has some of the latest equipment, there is still some high-end equipment which creates hype for health club members that are still missing. 
Opportunities: the main opportunity for the business is also the location. Since the Killay health club is in a residential area, all the available opportunities for the town are also present for the facility. The second opportunity for the health club is the running hours, since the health club is opened all the days of the week and even on holidays, clients can access the services at any of these times, meaning more customers for the health club. The business has leverage over other centres which may only open on working days. Threat: the primary threat for the Killay Health Club is the emergence of the new gyms in the area which are sure to bring stiff competition. The other threat is unfavourable government policies which affect the managing of the business. 
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The first benefit of the project is that the business is able to understand the target market. Understanding the target market assists the business in tailoring the services to appeal to the customer base. Through carrying out detailed research, the demographics of the customer base are known. In this way, the management understands the problems, goals and motivations of the clients (Afthinos, Theodarakis, and Nassis, 2005). The facility can therefore centre their services according to the needs of the clients. The second benefit of the project is that the staff members of the business get to be involved with the success of the organisation. By marketing to the clientele of the health club and offering rewards and incentives to the staff, they are able to set and achieve personal goals. Incentives can include, reduced membership rates for the staff, discount for friends and family members, and free sessions with the other personal trainers (Lloyd, 2005p. 21). The practice ensures that the staff is motivated to work, and this creates a good atmosphere, and attracts more customers to the health club. 
The third benefit for the organisation is in understanding how to advertise the business. Getting acquainted with the target market ensures that management knows which medium will be most effective for advertising (Fallon, 2004p. 309). The management also gets to know how to structure and present the adverts so that they appeal to their clients. The fourth benefit for the health club is that the management understands why having an online presence is vital for the success of the health club (Koustelios, 2003). Through digital marketing and also having a website, clients get all the necessary information about the health club. Since this is the digital age, many people use social sites to market their business. Doing this also ensures that first time clients know the services which are offered by the gym. 
[bookmark: _Toc39260349][bookmark: _Toc39426412]3.2 Background Literature 
When running a health club, it is essential to conduct research on management and marketing of gyms and fitness facilities. The literature review focuses on studying the management strategies implanted and how they helped the facilities. Most literature reviews suggest a strong connection between quality of service, customer satisfaction, and loyalty. For instance, the CALIDFIT scale measures the direct relationship between quality perception and the level of satisfaction by clients (Fernendez, Carrion, and Ruiz, 2012). Researchers also claim that marketing strategies greatly affect customer satisfaction which is also related to loyalty. While some other studies suggest that gyms which have their own identity tend to have loyal clients. According to MacIntosh and Doherty (2007), the customer view of organisational culture plays a major role on the satisfaction of customers. 
A health club is service based industry and, therefore, human resources play a vital role in the success of such a business. Most studies on the topic suggest that the emotional stability of the staff is directly related with the performance of the business (Maconachie and Sappey, 2013). According to Moodley and Coopoo (2006), personal trainers with less wages and limited opportunities of promotion have less satisfied customers as compared to those with more mare opportunities and wages. Another vital factor to consider is the target market. According to researchers such as Woolf (2008), offering services that cater to the needs of the clients ensures the business gets loyal customers. Moreover, creating different packages which are personalized to the client leads to satisfied and loyal customers. 
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There are a number of potential risks involved in the project. However, the primary risk pertains reaching the expectations of the clients. The clients have particular desires on the on the outcomes of the project. Although, the project has outlined goals and objectives, most times clients have great expectations and end up getting disappointed with the results after the study is finished. Moreover, there is no guarantee that the client will follow the outlined guidelines of the study, and therefore, the project will have no relevance. Another risk for the project is the cost and time needed to conduct the study.  Limited resources such as relevant people to conduct the study and unforeseen calamities can be a big concern. For instance, people who are supposed to do the interview may not be available, keep cancelling, or even resist giving out information, thus wasting time. Since the client has a fixed budget, they may not be concerned with any emergencies that may arise.    
[bookmark: _Toc39260351][bookmark: _Toc39426414]4.0 Research Methodology
Under this section, the whole process of the research will be outlined. This form of literature review, data from journal and online sources to find various ways in which Killay Health Club can compete with other business on the same level and also how to attain a competitive advantage to maximize their profit.    
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 The secondary research was done from 6th January to 1st May 2020. The study was mainly based on conducting an online survey concerning a Killay Health Club. The primary goal was to emphasize the quality of personnel, accessibility, and cost of health club memberships in different gyms. The study focused on differentiation of gyms and their target markets. In order to have clear results members of different levels of fitness centres participated. They consisted of small, big, public, and private gyms, in total 15 gyms were planned for the study. The forms had diverse chapters including, general data, and quality of service, cost, equipment, and trainers’ chapters. Additionally, secondary research was conducted for the study consisting of the analysis of academic studies previously published, websites, and magazines. These sources were used to give an overview of personnel, accessibility, and cost of gym and health center. The information was essential in making the relevant conclusions to the research. Moreover, the method was useful in getting more information on the study missing from the primary research due to time constraints.
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To conclude, a tabular representation of the time taken for each task in the project in the form of both a time table and Gantt chart is provided. The timetable shows the amount of time each task will take. On the other hand, the Gantt chart will provide a graphical representation of the relationship between the different tasks. These two representations will assist in planning, coordinating, and also tracking each task in the project. The project is planned to run from 6th January to 1th May 2020.        
	Activity 
	Time frame 

	1. Literature Review
	15 days 

	2. Collection of sales figures
	15 days 

	3. Evaluation of sales figures and its analysis
	21 days 

	4. Analyzing results           
	15 days 

	5. Preparing the reports    
	10 days 
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