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[bookmark: _Toc201346235]Task 1- Private Hire Market Research and Digital Strategy Report
[bookmark: _Toc201346236]1.1 Introduction

Resourcing services like Uber are rapidly reshaping urban transport. Although in 2014 Taxi and Private Hire Vehicles (PHVs) made up just 1.3% of London’s daily trips, the number of PHVs and licensed drivers has surged by 58% and 81% respectively, indicating significant growth. This rise reflects wider adoption of app-based services, which are challenging traditional public transport and car ownership models. As part of the broader sharing economy, services like UberPOOL are changing how people access mobility, aided by advanced technologies and digital platforms. These trends raise important questions for policymakers and transport operators, especially regarding the actual impact on travel behaviour and existing public transit systems. The paper you referenced explores these disruptions through interviews and literature, using London as a case study.

With the rise of technology-driven ride-hailing services, traditional private hire transport operators must innovate to remain competitive. This project investigates how customer-centred digital design and marketing can bridge the gap between local taxi services and on-demand mobility apps. Primary data was collected through a 11-question online questionnaire distributed to a target demographic within the local community. The goal was to understand usage patterns, expectations, and trust signals that inform branding and digital strategy.
[bookmark: _Toc201346237]1.2 Data Collection and Questionnaire Design

The questionnaire, created using Google Forms, featured ten carefully structured questions that measured attitudes toward private hire transport. These included demographic data, usage frequency, decision-making factors (e.g., safety, price, professionalism), and feature preferences (e.g., app-based access, operating hours). Responses were gathered from 30 individuals, providing a representative snapshot of potential service users across Cardiff and the surrounding area.
[bookmark: _Toc201346238]
1.2.1 Key Data Insights

Several questions yielded significant insights that informed the website structure, marketing tone, and overall positioning.
[bookmark: _Toc201346239]1.2.2 Willingness to Use Private Hire Transport

· (54.5%) of participants responded “Yes” to using private hire services, while (36.4%) selected “Maybe. This reveals high potential for conversion, particularly among hesitant users. A targeted marketing campaign that addresses concerns and communicates value could convert “maybes” into loyal customers.
	[image: Forms response chart. Question title: Are you interest in  Private hire transport  ?. Number of responses: 11 responses.]


Figure 1.1: Private Hire interest
[bookmark: _Toc201346240]1.2.3 Frequency of Use
· (72.7%) of respondents use services occasionally, while (9.1%) are frequent users and another (9.1%) were. This supports a flexibility-focused business model, where occasional users are incentivised to increase frequency through promotions and loyalty rewards.
	[image: Forms response chart. Question title: How often do you use  Private hire transport ?. Number of responses: 11 responses.]


Figure 1.2: Use of Private Hire
[bookmark: _Toc201346241]1.2.4 Key Decision Drivers
· Price (45.5%), Safety (36.4%), and Cleanliness (36.4%) emerged as top motivators. These values formed the foundation of the branding strategy, ensuring that both the website and marketing content reinforce these priorities.
	[image: Forms response chart. Question title: Which features are most important to you when choosing a  Private hire transport ? (Select all that apply)
. Number of responses: 11 responses.]


Figure 1.3: Important Feature
[bookmark: _Toc201346242]


1.2.5 Feature Preferences

· Only (9.1%) of users viewed features like 24/7 availability or app access as essential.  The human factor and reliability outweigh technical perks for most users, suggesting a strategic focus on community trust and clear value.
[bookmark: _Toc201346243]Graphical representations of these insights were visualised in pie charts and bar graphs (see appendix), offering a data-driven foundation for design and messaging.
[bookmark: _Toc201346244]1.3 Audience Segmentation
The insights allowed for the development of three core user personas:
· The Occasional Rider: (72.7%) Convenience-driven and responsive to price incentives.
· The “Maybe: (36.4%) Needs assurance about safety, trust, and value.
· The Loyal Regular: (9.1%) Likely to refer others; should be rewarded through referral schemes.
Effective segmentation enabled personalised messaging and user journey design.
[bookmark: _Toc201346245]1.4 Business Strategy
Using the data, the business concept was refined to offer:
· On-demand private hire with transparent pricing
· Locally trusted drivers with visible credentials and health & safety procedures
Introductory offers and loyalty rewards targeting both new and occasional users
Rather than compete solely on technology, the business’s niche lies in community integration, personalised service, and reliability.
[bookmark: _Toc201346246]1.5 Website and Marketing Materials
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Figure 1.5:
[bookmark: _Toc201346247]1.6 Website Design and SEO Integration

A responsive, two-page website was created using Canva. Guided by user insights, the layout and messaging reinforce critical decision drivers: safety, cleanliness, and value.
Design Features:
· Home Page: Displays pricing options and service comparisons
· Trust Page: Highlights sanitisation practices, driver credentials, and verified reviews
· Testimonials: Showcase real customer feedback to increase credibility

SEO Strategy: To improve discoverability, key search terms such as “safe Cardiff taxi,” “affordable private hire Wales,” and “trustworthy local drivers   as shown below:
Figure 1.1: (As illustrated in Figure 1.1, 54.5% of respondents expressed a clear willingness to use private hire services, while 36.4% were undecided. This indicates strong potential for customer conversion through trust-building and value-focused campaigns).
Figure 1.2: (Figure 1.2 shows that 72.7% of participants use private hire services occasionally, with only 9.1% identifying as frequent users. This supports a flexible service model that encourages repeat usage through loyalty incentives and targeted promotions).
Figure 1.3:( As shown in Figure 1.3, price (45.5%), safety (36.4%), and cleanliness (36.4%) were the most influential factors in choosing a private hire service. These insights directly shaped the branding strategy, ensuring that marketing messages reinforce affordability, trust, and hygiene).
 These were selected based on Google Trends and supported by recommendations from Moz’s SEO best practices guide (Moz, 2023).
[bookmark: _Toc201346248]1.7 Marketing Material Development
Marketing assets were designed using Canva, aligning visual identity with audience values.
[bookmark: _Toc201346249]1.7.1 Tone & Messaging
· Slogan: “Clean Rides. Safe Trips. Smart Prices.”
· Emphasis on professional service, comfort, and affordability
· Inclusive language to attract hesitant or infrequent users
[bookmark: _Toc201346250]1.7.2 Campaigns
· “First Ride Free” promotion to reduce the barrier for new users
· Referral Program: Rewards loyal customers for introducing new riders
[bookmark: _Toc201346251]1.7.3 Visual Elements
· Soothing colours (e.g., light blue, green) to convey trust and calmness
· Minimalist layouts that ensure clarity and reinforce professionalism
Each design decision directly links back to user preferences as captured in the questionnaire.
[bookmark: _Toc201346252]1.8 Conclusion

The private hire sector presents significant growth potential—particularly when businesses align their services with customer priorities. This project illustrates how targeted market research can shape every aspect of a business strategy, from branding and service design to digital presence and promotional campaigns. The findings revealed that while over half of respondents are ready to use private hire services, a substantial portion remains undecided. This “maybe” segment represents a valuable opportunity for conversion through trust-building, transparent communication, and value-driven messaging.
The data also highlighted that most users are occasional riders, suggesting that flexible, incentive-based models—such as loyalty rewards and introductory offers—can effectively increase usage frequency. Furthermore, decision drivers like price, safety, and cleanliness emerged as more influential than technical features, reinforcing the need for a human-centric approach that prioritises reliability and community trust.
By integrating these insights, the business concept evolved to focus on local credibility, professional service, and clear value rather than competing solely on app-based convenience. The website and marketing materials were designed to reflect these values, using inclusive language, calming visuals, and SEO-optimised content to reach and reassure target audiences.





[bookmark: _Toc201346253]Task 2- Integrating Excel into Strategic Growth for a Private Hire Business

In the digital era, success in the private hire industry hinges not only on service quality and marketing, but on the ability to interpret, organize, and act on data. Microsoft Excel serves as a foundational tool in this process—enabling small and growing businesses to make evidence-based decisions without the need for complex or expensive software. In the context of this project, Excel plays a pivotal role in refining service delivery, marketing strategies, and financial planning.
[bookmark: _Toc201346254]2.1 Data Analysis and Insight Generation

The core of your business strategy rests on insights drawn from the 10-question community questionnaire. While the survey was conducted through Google Forms, Excel can significantly enhance post-collection analysis. By importing the raw data:
· You can use pivot tables to identify correlations between user demographics and service expectations (e.g., safety vs. price preferences by age group).
· Conditional formatting helps to highlight trends, such as which features are most valued among infrequent users.
· Frequency distribution tables and pie chart generation help visualize patterns for use in investor pitches or marketing reviews.
This use of Excel ensures that your digital marketing and service design remain tightly aligned with real-world customer needs.
[bookmark: _Toc201346255]2.2 Financial Modelling for Service Viability
Your business model includes pricing transparency, driver health & safety procedures, and loyalty campaigns. Excel enables you to:
· Build dynamic pricing models that account for fuel costs, driver pay, and promotions.
· Run what-if analysis scenarios to forecast how a “First Ride Free” campaign might affect revenue across different uptake rates.
· Track cash flow, break-even points, and profit margins crucial for keeping your business sustainable and scalable.
These capabilities are vital for creating a robust business plan and securing funding or grants.
[bookmark: _Toc201346256]2.3 Marketing ROI and Customer Retention Metrics
Excel makes it easy to evaluate the return on marketing campaigns:
· Use lookup functions and filters to compare pre- and post-campaign booking data.
· Maintain a customer database to monitor retention, referrals, and rebooking behaviour.
· Visualize campaign performance using bar charts or line graphs—helpful for identifying which promotions yield the highest engagement.
This data-driven approach to marketing ensures budgets are allocated effectively and strategies are continuously refined.
[bookmark: _Toc201346257]2.4 SEO and Content Planning
Even in SEO, Excel provides structure. As you noted, keyword phrases like “safe Cardiff taxi” were used for discoverability:
· You can create keyword tracking spreadsheets to monitor page ranking progress.
· Use Excel to audit on-page content for keyword density and identify opportunities to improve metadata.
· Organize your blog post ideas or content calendar with priority columns based on trends pulled from Google Trends or Moz data.
[bookmark: _Toc201346258]2.5 Operational Optimization and Driver Scheduling
As the business grows, Excel can aid in planning driver shifts, mapping high-demand time slots, and recording service feedback:
· Use spreadsheet templates to coordinate schedules, avoid overlaps, and maximize coverage during peak hours.
· Aggregate feedback ratings to improve service and monitor driver performance metrics.


[bookmark: _Toc201346259]2.6 Conclusion
· Microsoft Excel is far more than a spreadsheet tool it’s a strategic engine for digital transformation. In today’s competitive and fast-moving economy, success hinges on the ability to connect data with decisions, and Excel empowers you to do just that. It bridges the gap between marketing and metrics, strategy and execution, customer insight and operational delivery. Whether you're tracking budgets, forecasting demand, or analysing customer feedback, Excel provides the flexibility and analytical power to turn raw data into actionable intelligence.
· Embedding Excel into your daily operations doesn’t just streamline workflows it elevates your entire business model. It enables you to respond quickly to market changes, optimize resource allocation, and deliver services that are both efficient and customer centric. For small and medium-sized enterprises in Cardiff, this kind of agility is essential. Excel helps you build dashboards that visualize performance, automate repetitive tasks, and maintain financial clarity all while supporting collaboration across teams.
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How often do you use Private hire transport ?
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Which features are most important to you when choosing a Private hire transport ? (Select all that
apply)

11 responses

Punctuality 3 (27.3%)

Price 5 (45.5%)

4 (36.4%)

Safety
Cleanliness 4 (36.4%)

Driver professionalism 3 (27.3%)

Availability (24/7 service) 1(9.1%)

App-based booking 2 (18.2%)




image5.png
C @

8]

Design

oa
oo

Elements

T

Text

Brand

(&)

Uploads

74

=

Tools

B

Projects
=7 Notes

File W Resize

O 8 = www.canva.com/design/DAGndBOTzX4/W3EKIKupK2_FGNXT3x6Q9g/edit

& Editing v

B %

WORK WITH ME

- -

Portfolio

45%

L N @ @signin &N

Publish Website

|i| Share




image6.png
O 8 canva.com,

3 Q search fonts and combinations
Design
Page1-Ac v o®» @ o
%
[ Business Card
Elements & i i " Mishwary Car Rental
Y Magic Write ishwary Car Renta
T Brand Kit .
= No brand fonts set for this Brand Kit E- O N ISHVARY
seaes s, vave iy
Default text styles
<
Brand
.
Add a heading
&)
Uploads
Add a subheading
2
Tools Add a little bit of body text

@ Dynamic text
- - oo 2
—e ) Notes o

14% Sragess 1/2 88 .» ®





image7.emf
Privaite Hire Business  Financial Projection.xlsx


Privaite Hire Business Financial Projection.xlsx
Assumptions

		Parameter		Value

		Rides per Day		10

		Average Fare per Ride		12.5

		Monthly Fuel Cost		200

		Monthly Maintenance Cost		300

		Monthly Insurance Cost		150

		Monthly Licensing Cost		100

		Monthly Other Expenses		700





Financial Projection

				Private Hire Business Financial Projection

				Month		Total Income (PM)		Fuel		Maintenance		Insurance		Licensing		Other Expenses		Total Expenses(PM)		Profit/Loss



				January		£3,950.00		£200.00		£300.00		£150.00		£100.00		£700.00		£1,450.00		£2,500.00

				February		£3,825.00		£200.00		£300.00		£150.00		£100.00		£700.00		£1,450.00		£2,375.00

				March		£3,870.00		£200.00		£300.00		£150.00		£100.00		£700.00		£1,450.00		£2,420.00

				April		£4,050.00		£200.00		£300.00		£150.00		£100.00		£700.00		£1,450.00		£2,600.00

				May		£3,750.00		£200.00		£300.00		£150.00		£100.00		£700.00		£1,450.00		£2,300.00

				June		£3,750.00		£200.00		£300.00		£150.00		£100.00		£700.00		£1,450.00		£2,300.00

				July		£3,750.00		£200.00		£300.00		£150.00		£100.00		£700.00		£1,450.00		£2,300.00

				August		£4,250.00		£200.00		£300.00		£150.00		£100.00		£700.00		£1,450.00		£2,800.00

				September		£4,250.00		£200.00		£300.00		£150.00		£100.00		£700.00		£1,450.00		£2,800.00

				October		£3,980.00		£200.00		£300.00		£150.00		£100.00		£700.00		£1,450.00		£2,530.00

				November		£4,500.00		£200.00		£300.00		£150.00		£100.00		£700.00		£1,450.00		£3,050.00

				December		£4,500.00		£200.00		£300.00		£150.00		£100.00		£700.00		£1,450.00		£3,050.00

				Total		£48,425.00		£2,400.00		£3,600.00		£1,800.00		£1,200.00		£8,400.00		£17,400.00		£31,025.00





Income	January	February	March	April	May	June	July	August	September	October	November	December	Total	3950	3825	3870	4050	3750	3750	3750	4250	4250	3980	4500	4500	48425	Fuel	January	February	March	April	May	June	July	August	September	October	November	December	Total	200	200	200	200	200	200	200	200	200	200	200	200	2400	Maintenance	January	February	March	April	May	June	July	August	September	October	November	December	Total	300	300	300	300	300	300	300	300	300	300	300	300	3600	Insurance	January	February	March	April	May	June	July	August	September	October	November	December	Total	150	150	150	150	150	150	150	150	150	150	150	150	1800	Licensing	January	February	March	April	May	June	July	August	September	October	November	December	Total	100	100	100	100	100	100	100	100	100	100	100	100	1200	Other Expenses	January	February	March	April	May	June	July	August	September	October	November	December	Total	700	700	700	700	700	700	700	700	700	700	700	700	8400	Total Expenses(PM)	January	February	March	April	May	June	July	August	September	October	November	December	Total	1450	1450	1450	1450	1450	1450	1450	1450	1450	1450	1450	1450	17400	Profit/Loss	January	February	March	April	May	June	July	August	September	October	November	December	Total	2500	2375	2420	2600	2300	2300	2300	2800	2800	2530	3050	3050	31025	
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