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Business Idea, Products/Services, Objectives & USP
Business Idea
PIK GYM represents a professional artistic gymnastics facility designed to address significant market gaps within the UK gymnastics sector. The business concept responds to documented demand: approximately 0.5 million people sit on waiting lists for gymnastics clubs whilst participation reaches 1.1 million participants monthly (Better Society Capital, 2023). This substantial unmet demand, combined with Generation Z's preference for health-focused activities—with 83% citing physical fitness and 76% prioritizing mental wellness—presents a compelling and sustainable market opportunity (OpenPR, 2025).
The UK fitness and gym market reached £7.20 billion in 2024 and is projected to grow to £8.90 billion by 2033, demonstrating robust industry expansion and strong positive growth trajectory (OpenPR, 2025). Within this expanding landscape, specialized gymnastics facilities command premium positioning due to comprehensive service delivery capabilities and high barriers to entry. PIK GYM strategically addresses this opportunity by providing professional-standard artistic gymnastics training accessible to children aged 4 through 16, thereby meeting distinct community needs and capitalizing on growing demand.
Products and Services
PIK GYM offers strategically structured gymnastics services across three primary tiers designed to maximize market reach and participant engagement:
Core Professional Artistic Gymnastics Training features Olympic apparatus including vault, uneven bars, parallel bars, horizontal bar, beam, floor, pommel horse, and rings. This comprehensive provision enables participants to develop skills across all artistic gymnastics disciplines within a single facility, eliminating the need for multiple facility transfers as participants progress (Better Society Capital, 2023).
Specialized Programming includes recreational classes for beginners, competitive squad development for high-performing athletes, trampolining, acrobatic gymnastics, and display/choreography programs. This diverse portfolio addresses diverse participant motivations, with approximately 50% of gymnastics participants engaging recreationally rather than competitively, ensuring broad market appeal and revenue diversification.
Supplementary Services encompassing holiday camps, birthday parties, private coaching sessions, and special events maximize facility utilization during non-training periods and create important additional revenue streams beyond standard membership fees.
This tiered service approach directly addresses documented retention challenges identified in gymnastics. Research demonstrates that children discontinue participation primarily due to sessions being "boring/repetitive" and lack of visible progression (Gymnastics Coaching, 2011). PIK GYM's varied programming and clear advancement pathways directly mitigate these significant dropout factors.
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Chart 1 : PIK GYM Service Portfolio Distribution - Pie chart showing breakdown of service offerings (Core Professional Gymnastics 35%, Recreational 25%, Competitive Squads 20%, Specialized Disciplines 15%, Supplementary 5%)
Short-Term Goals (Months 1-6)
Successfully launch the facility with full British Gymnastics registration, complete licenses, comprehensive insurance coverage, and safety certifications. Achieve 150-200 registered members through targeted community engagement, strategic school partnerships, and introductory community workshops. Generate consistent monthly revenue from membership fees (£65-£110 per class depending on frequency) whilst establishing PIK GYM as a safe, quality-focused facility within the local community.
Long-Term Goals (Months 12-24)
Expand membership to 400-600 active participants, approaching capacity benchmarks of established UK gymnastics clubs. Develop competitive squads capable of representing PIK GYM at regional and national competitions. Progressively introduce specialized disciplines as coaching capacity and market demand permit. Achieve financial sustainability and positive cash flow within 18-24 months whilst establishing regional recognition as a center of excellence.
Unique Selling Point (USP)
PIK GYM's competitive differentiation centers on comprehensive, professionally-delivered artistic gymnastics training with full Olympic-standard apparatus, British Gymnastics-certified coaching, and progression-focused programming within a supportive community environment (Sports Management, 2024).
Equipment and Facilities: Unlike many gymnastics clubs operating from shared facilities with limited apparatus, PIK GYM provides the complete range of Olympic equipment. This comprehensive provision enables seamless participant progression through all artistic gymnastics disciplines without interruption.
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Chart 2 : Competitive Differentiation Analysis - Comparing PIK GYM against three major competitors across six key dimensions
Coaching Quality: All PIK GYM coaches are fully qualified, DBS-checked, insured, and members of British Gymnastics. This commitment addresses growing parental concerns about safeguarding in gymnastics, providing reassurance distinguishing PIK GYM from informal providers (Better Society Capital, 2023).
Retention-Focused Design: The business targets children aged 4-16 with age-appropriate programming, regular feedback mechanisms, and clear progression pathways. Research shows most children leave gymnastics by age 9.9, with only 15% remaining active by age 16 (Gymnastics Coaching, 2011). PIK GYM's structured approach directly addresses documented dropout causes.
Holistic Development: Beyond technical skill acquisition, PIK GYM emphasizes coordination, strength, flexibility, mobility, agility, confidence, body awareness, fitness, social skills, and active healthy lifestyle promotion. This holistic value proposition resonates with contemporary parenting priorities encompassing mental wellbeing and character development (Ibis World, 2025).
Competitive Pathways: PIK GYM provides dual-track opportunities serving recreational participants and high-performance athletes. This approach maximizes market appeal and creates aspirational pathways enhancing retention.
Customers choose PIK GYM because it provides professional facilities, qualified coaching, comprehensive programming, and supportive atmosphere addressing diverse participant needs. In a market featuring substantial waiting lists, a facility prioritizing quality, safety, and progression occupies a defensible competitive position.
[bookmark: _Toc212388401]Business Environment & Competitor Analysis
Porter's Five Forces Framework 
Porter's Five Forces is a strategic analytical framework examining competitive intensity and industry attractiveness by assessing five key factors shaping market dynamics (Porter, 2008). The model systematically evaluates industry rivalry, threat of new entrants, threat of substitutes, bargaining power of suppliers, and bargaining power of customers to determine profitability potential and competitive positioning (Johnson et al., 2017). This comprehensive framework enables businesses to identify competitive pressures and develop strategies achieving sustainable competitive advantage within their specific operating environment and marketplace.
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Porter's Five Forces Analysis - PIK GYM Walsall Market
[bookmark: _Toc212388402]Analysis of the Gymnastics Industry in Walsall, West Midlands
[bookmark: _Toc212388403]Industry Rivalry: Moderate to High Competition
The gymnastics sector in Walsall experiences moderate to high competitive intensity from established providers. Active Gym operates three locations across Walsall (Rushall, Bloxwich, and Walsall Wood) with over 20 years of experience providing recreational and competitive programmes. Walsall Gymnastics Club holds British Gymnastics affiliation and prestigious GYMMARK accreditation demonstrating quality standards. Regionally, Park Wrekin Gymnastics Club represents the most successful West Midlands facility with 6,500 square feet of Olympic-standard equipment and competitive athlete development programs.






[bookmark: _Toc212388404]Direct Competitors:
1. Active Gym (Walsall) – multi-location operator with established market presence
2. Walsall Gymnastics Club – GYMMARK accredited with strong local reputation
3. Park Wrekin Gymnastics Club (Telford) – regional market leader with advanced facilities
4. Valleys Gymnastics Academy (Wales) – regional competitor with multi-location operations
5. Gymnastica Britannia – regional training and certification provider
[bookmark: _Toc212388405]Indirect Competitors:
1. Local authority sports centres offering children's activities
2. Dance schools and studios providing movement instruction
3. Martial arts clubs (karate, judo, taekwondo)
4. Rock climbing centres and adventure sports facilities
5. Swimming clubs and leisure centre programmes
Competition focuses on pricing (£65-£110 monthly), facility quality, coaching credentials, and competitive versus recreational programming emphasis. However, with approximately 0.5 million people on UK gymnastics club waiting lists and participation reaching 1.1 million monthly, demand substantially exceeds supply, creating favourable conditions for new entrants with quality facilities and experienced coaching (Porter, 2008).
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Walsall Gymnastics Market - Competitive Landscape

[bookmark: _Toc212388406]Threat of New Entrants: Moderate
Entry barriers are moderate, requiring significant capital investment but manageable regulatory compliance. UK gym facility startup costs typically range from £50,000 to £300,000 depending on size, equipment quality, and location (Sage, 2025). Professional gymnastics apparatus requires £100,000+ expenditure for complete facility outfitting including Olympic-standard equipment and comprehensive safety infrastructure.
British Gymnastics registration costs £171-£570 annually based on club classification. Regulatory requirements include DBS-checked coaches, comprehensive liability insurance, health and safety compliance certification, and preferably GYMMARK accreditation demonstrating quality standards. The necessity for qualified coaches, specialized facilities, and extended time to build reputation creates meaningful but surmountable entry barriers.
[bookmark: _Toc212388407]Threat of Substitutes: Moderate to High
Numerous alternative activities compete for children's time and parental discretionary spending. Swimming lessons, dance schools (ballet, street dance, contemporary), martial arts training, rock climbing, football, athletics, and skateboarding provide substitute options offering lower costs, greater accessibility, and reduced time commitments (Johnson et al., 2017). However, gymnastics provides unique comprehensive physical development across strength, flexibility, coordination, balance, and body awareness that few alternatives match. This creates participant loyalty once children engage meaningfully with the activity.
[bookmark: _Toc212388408]Bargaining Power of Suppliers: Low to Moderate
The gymnastics equipment market features multiple established suppliers providing competitive options. Major UK suppliers include Gymnastics Direct, Continental Sports, GYMNOVA, UK Gym Pits, and Cannons UK. Multiple suppliers significantly reduce individual bargaining power, enabling gymnastics clubs to negotiate competitive pricing and select equipment matching quality requirements and budgets (Better Society Capital, 2023).
The British Gymnastics Buying Group provides member clubs with negotiated discounts on equipment, insurance, and supplies, further reducing supplier power. Equipment purchases represent one-time capital investments rather than ongoing relationships, limiting supplier leverage.
[bookmark: _Toc212388409]Bargaining Power of Customers: Moderate
Walsall's population of 295,678 includes approximately 21.7% (62,300 residents) aged 0-15, representing substantial target market potential for youth programs. The West Midlands Combined Authority contains 33.6% of residents under age 25, significantly exceeding the England average of 29% (Active Gym, 2025).
Customer price sensitivity varies significantly by segment. Parents prioritizing competitive pathways demonstrate substantial willingness to invest, with annual expenditure reaching several thousand pounds. Recreational participants exhibit higher price sensitivity. Walsall's mixed socioeconomic profile—59.4% homeownership and 23.7% social housing—requires tiered pricing strategies.
Substantial waiting lists and unmet demand reduce customer bargaining power during establishment, as parents compete for limited places. As capacity fills, retention through quality service, appropriate progression, and responsive communication becomes essential. PIK GYM's differentiation through qualified coaching, comprehensive programming, and supportive environment directly addresses these customer retention requirements (Gymnastics Coaching, 2011).
Feasibility Study 
A feasibility study evaluates whether PIK GYM is viable and operationally sound within the Walsall market. This comprehensive analysis examines technical, financial, market, and operational feasibility to determine whether the business concept is both practically achievable and commercially viable (The Studio Director, 2024).
Technical Feasibility
Technical feasibility examines whether PIK GYM can be established and operated with available technology and expertise. The gymnastics industry relies on established, mature technologies and commercially available equipment. Professional gymnastics apparatus is available from multiple UK suppliers including Gymnastics Direct, Continental Sports, GYMNOVA, UK Gym Pits, and Cannons UK. Equipment specifications are standardized by British Gymnastics and International Gymnastics Federation guidelines, eliminating any technology development requirements.
Facility infrastructure requirements are well-established and commercially available. Gymnastics facilities require appropriate sprung flooring systems, apparatus installation areas, safety equipment, changing facilities, and office space. These infrastructure elements are designed and installed by specialized suppliers with proven expertise in gymnastics facility development. British Gymnastics provides detailed facility guidance, design specifications, and comprehensive compliance standards supporting effective facility development (British Gymnastics, 2025).
Coaching expertise is technically achievable. British Gymnastics offers Level 1-4 coaching certifications in artistic gymnastics, with certified coaches available throughout the UK labour market. Recruitment of qualified coaches with DBS clearance and appropriate insurance is straightforward given established certification pathways and competitive compensation packages available.
Management software for class scheduling, billing, and participant communication is commercially available through multiple established providers. Technical feasibility is confirmed as high—no novel technology development is required, and all necessary infrastructure is readily obtainable.
Market Feasibility
Market feasibility assesses whether sufficient customer demand exists to sustain profitable operations. Research demonstrates substantial market opportunity in Walsall. Approximately 0.5 million people sit on waiting lists for UK gymnastics clubs whilst monthly participation reaches 1.1 million (Better Society Capital, 2023). This demand substantially exceeds current supply capacity, indicating strong market feasibility.
Walsall's demographic profile strongly supports market demand. The metropolitan borough population of 295,678 includes approximately 21.7% (62,300 residents) aged 0-15, representing the primary target market for children's gymnastics services. The West Midlands Combined Authority area contains 33.6% of residents under age 25, significantly exceeding the England average of 29% (Active Gym, 2025). This younger demographic profile creates highly favourable conditions for children's activity businesses.
Competitor analysis reveals moderate competition with substantial room for high-quality provision. Active Gym operates three established locations but maintains waiting lists, indicating capacity constraints. Existing competitors have succeeded commercially, demonstrating established market acceptance and strong consumer willingness to pay for quality gymnastics services and facilities. The combination of unmet demand (500,000 waiting list), favourable demographics (21.7% aged 0-15), and demonstrated market acceptance confirms strong market feasibility.
Financial Feasibility
Financial feasibility determines whether PIK GYM can achieve profitability within acceptable timeframes and capital requirements. Startup capital requirements for UK gym facilities typically range from £50,000 to £300,000 depending on size, equipment quality, and location (Sage, 2025). PIK GYM's projected startup costs are estimated at £180,000-£220,000, encompassing facility lease/deposit (£20,000), Olympic apparatus and equipment (£100,000-£120,000), flooring and safety systems (£30,000), facility modifications (£15,000), insurance and registration (£5,000), branding and marketing (£10,000), and working capital reserves (£20,000).
Revenue projections indicate strong profitability potential based on detailed market analysis and comparative industry data. With competitive pricing of £65-£110 monthly per participant and projected membership of 150-200 participants within six months growing to 400-600 by month 18-24, projected annual revenue at capacity (500 members at £720 annual membership) reaches £360,000. With variable costs estimated at 45% of revenue and fixed costs at approximately 30% of revenue, projected gross margins exceed 25%, indicating strong profitability potential at capacity.
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PIK GYM 36-Month Financial Feasibility Projection

Cash flow analysis indicates PIK GYM should achieve cash flow breakeven within 14-18 months of operation. This timeline aligns with industry benchmarks for gymnastics facility startups (The Studio Director, 2024). Financial feasibility is confirmed as positive, with realistic pathways to profitability within 24-36 months of operation.
Operational Feasibility
Operational feasibility examines whether PIK GYM can implement and maintain effective day-to-day operations. Requirements include qualified coaching staff, appropriate facility management systems, comprehensive participant safety protocols, and administrative operations.
Coaching staffing is operationally feasible. Initial operations require 4-5 qualified coaches capable of delivering 15-20 weekly classes to 150-200 initial membership. Expansion to 600+ participants requires 8-10 coaches. These staffing levels are achievable within regional labour market capacity and financial projections.
Safety and compliance operations are standardized and operationally manageable. British Gymnastics provides detailed operating guidelines, DBS checking processes are established, and insurance provision is available through specialized providers (British Gymnastics, 2025). Facility safety procedures follow published standards requiring initial setup and routine compliance.
Facility management is operationally feasible using commercially available software platforms. Operational feasibility is confirmed as positive.
Legal and Regulatory Feasibility
Legal feasibility confirms PIK GYM can operate in full compliance with UK regulations. British Gymnastics registration requires affiliation with the national governing body and safeguarding compliance. Required registrations include business licensing, comprehensive liability insurance, GDPR compliance, and employment law compliance (Ehmke and Akridge, 2023). DBS clearance for all staff is mandatory and achievable within standard timelines.
Marketing and Customer Acquisition Feasibility
Marketing feasibility evaluates whether PIK GYM can cost-effectively reach target customers. Established channels include school partnerships, community engagement, social media, and word-of-mouth referrals (Kruze Consulting, 2025). These channels prove effective for existing gymnastics clubs.
Walsall's established gymnastics demand and substantial waiting lists indicate strong customer acquisition potential without premium marketing expenditure.
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PIK GYM Feasibility Assessment Matrix

Comprehensive feasibility analysis confirms PIK GYM is technically sound, commercially viable, financially sustainable, and operationally manageable. Substantial unmet market demand (0.5 million UK waiting lists), favourable demographics (21.7% of Walsall population aged 0-15), competitive validation (existing successful competitors), reasonable startup costs (£180,000-£220,000), and clear profitability pathways (18-24 months) establish strong feasibility across all dimensions. Identified risks—competitive response, economic downturn, facility availability—are manageable through strategic positioning emphasizing quality coaching, comprehensive apparatus provision, and participant retention focus. PIK GYM represents a financially viable, operationally feasible business concept with strong market demand characteristics supporting commercial success in the Walsall gymnastics market environment.




Marketing and Sales Strategy 
The marketing and sales strategy for PIK GYM outlines the comprehensive approaches, tactics, and channels used to reach target customers, communicate value propositions, and convert prospects into paying members. Effective marketing strategy aligns product, price, promotion, and place (the four Ps) to maximize market penetration and sustainable customer acquisition within the competitive Walsall gymnastics market (Wolters Kluwer, 2025).
Target Market Definition
PIK GYM targets two distinct primary customer segments with carefully differentiated marketing approaches:
Recreational Participants (60% of target market): Children aged 4-14 from families seeking comprehensive physical development, social engagement, and activity-based childcare solutions. These families prioritize accessibility, fun atmosphere, and holistic child development over elite competitive performance. Household income typically ranges from £25,000-£60,000 annually, with price sensitivity requiring competitive membership pricing (£70-£95 monthly for recreational classes).
Competitive Athletes (40% of target market): Children aged 8-16 demonstrating gymnastics aptitude and strong interest in competitive pathways. Families prioritize coaching quality, comprehensive apparatus provision, competitive opportunities, and structured progression pathways. Household income typically exceeds £50,000 annually, with lower price sensitivity reflected in willingness to invest £100-£150+ monthly for advanced training and competition support.
Both segments are predominantly mothers aged 30-50 making childcare and activity decisions, seeking quality facilities within 10-15 minutes travel time from home (Desygner, 2024).
Marketing Strategy Positioning
PIK GYM positions itself as "Professional-Quality Artistic Gymnastics for Every Child"—emphasizing qualified British Gymnastics-certified coaching, comprehensive Olympic apparatus provision, structured progression pathways, participant safety focus, and supportive community environment. This positioning strategically differentiates from basic recreational facilities (positioning on fun alone) and elite-only clubs (positioning on competitive achievement alone) by serving both recreational and competitive segments simultaneously with quality and accessibility commitment.
Promotional Strategy
Digital Marketing (40% of budget):
Social media platforms (Instagram, Facebook, TikTok) showcase participant achievements, facility features, coaching expertise, and progress milestones. Monthly content calendars highlight member success stories, skill progressions, event announcements, and behind-the-scenes facility operations. Instagram and Facebook target parents aged 30-50; TikTok reaches teenagers aged 13-16 directly. Paid social advertising strategically targets local audiences within 10-15 km radius of Walsall facility with monthly budgets of £200-£500.
Website development creates professional online presence with detailed class descriptions, pricing transparency, online scheduling systems, and search engine optimization for local keywords ("gymnastics Walsall," "kids gymnastics near me," "Walsall gymnastics classes," "artistic gymnastics Walsall"). Email marketing maintains ongoing member engagement through monthly newsletters, event announcements, achievement celebrations, progress updates, facility news, and seasonal promotional communications.
Community Outreach (35% of budget):
School partnerships provide comprehensive workshop demonstrations at local primary and secondary schools, generating significant awareness among target-age children and parent audiences. Community centre collaborations offer introductory classes and taster sessions. Sponsorship of local sports events builds brand visibility and demonstrates community commitment. Free trial classes and open house events enable hands-on facility experience and community interaction throughout the year.
Traditional Marketing (15% of budget):
Local newspaper advertising, community notice boards, and printed brochures target less digitally-engaged parents effectively. Radio advertising during parent drive-time reaches local audiences.

Referral Program (10% of budget):
Existing members receive £50-£100 credit for successful referred families. Word-of-mouth remains most effective acquisition channel, with referral incentives amplifying natural recommendations (Fitness Fox Marketing, 2023).
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PIK GYM Marketing Budget Allocation

Sales Strategy
Conversion Process:
Initial contact occurs through website, social media, or trial booking. Sales process emphasizes positive participant experience and family comfort. Trial classes enable hands-on experience and coach meetings. Follow-up within 24 hours facilitates membership registration. Flexible membership options accommodate varied family situations and commitment preferences.


Pricing Strategy:
Recreational: £70-£95 monthly for 1-2 classes; £120-£150 for 3+ classes weekly. Competitive squads: £150-£200 monthly. Holiday camps: £100-£150 per week. Private coaching: £40-£60 per hour. Family discounts incentivize multiple participants. Promotional pricing includes £29 first-month trials and seasonal offers.
Retention Focus:
Member retention includes regular progress communication, achievement recognition programs, community events, and responsive customer service. Gymnastics dropout peaks between ages 9-10, requiring specific retention initiatives including skill progression recognition and social engagement activities (Gymnastics Coaching, 2011).
Sales Targets
Year 1: 200 members generating £18,000-£22,000 monthly revenue.
Year 2: 400 members generating £36,000-£44,000 monthly revenue.
Year 3: 500-600 members generating £45,000-£54,000 monthly revenue (Adobe, 2024).
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PIK GYM 3-Year Sales and Revenue Projections
Success Metrics
Key performance indicators include monthly membership growth rate, member retention rate (target 85%+), customer acquisition cost (target under £150 per member), trial-to-member conversion rate (target 40%+), and member satisfaction scores (target 4.5+/5.0 rating) across all participant segments.
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Porter's Five Forces: PIK GYM Analysis

Threat Level Key Factors

Industry Rivalry High Established gyms; high demand
Threat of New Entrants Moderate High startup cost; quals needed
Threat of Substitutes Moderate-High Alt sports aval; loyalty exists

Bargaining Power of Customers Moderate Wait lists reduce power init





image7.png
Market Score

100

80

Active Gym

Walsall Gym Market Competitive Landscape

0 Brand Recog M Geography

Walsall Gymnastics

M Coaching M Facility Qual

Park Wrekin

Competitors

M Longevity

PIK GYM




image8.png
Amount (£)

350k

300k

250k

200k

150k

100k

50k

-50k

-100k

-150k

-200k

-260k

PIK GYM Financial Timeline (36 Months)

Breakeven

18

Month

24

30

36

~—— Monthly Rev
== Monthly Costs
=e—Cum P/L




image9.png
PIK GYM Feasibility Assessment Matrix
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