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Part 1: Event Scoping and Feasibility 


My Event has the aim of getting more people active and outside, while enjoying themselves. With a new tech age among us, it’s imperative that we engage with more of the younger generations to get more people active, be this though sports like rugby or though games and play. Statistics show that less that one quarter of children, ages 6-17 participate in at least 60 min of active per day (UK, 2022). Being physically active comes with many proven benefits. These include improved brain health, weight loss, reduced risk of disease, stronger bones and muscles, and finding everyday activates easier. The NHS suggest that being more active can reduce the risk of many major illnesses, such as coronary heart disease, stroke, type 2 diabetes, and cancer by 30% (NHS, 4 August 2021). This research goes on suggesting that many adults spend around 7 hours a day sat down and that over 65-year-olds spend even more time sat down. Although rest and relaxing are important there must be a limit. 

This brings me onto my event. Games are a massive part of being active. For example, hide and seek, which has been played all over the world in some shape or form. This is one of the main games at school. This allows participants to be active, while improving their agility, coordination, and balance. This game has been around since the 2nd century BCE, and being simple and easy to play, with no equipment and need to set up its grown in popularity. Building on this my event will be a form of hide and seek, based at Folly Farm Adventure Park and Zoo. 
[image: Folly Farm Adventure Park and Zoo 🏆 Family Favourites Award Winner]Folly Farm is a Family Adventure Park providing a range of outdoor and indoor activities. The company is a principal tourist attraction in Pembrokeshire and therefore is an integral part of the tourism and leisure sector in Southwest Wales (Zoo., 2019). It is one of the largest private employers in the area with over 160 seasonal staff throughout the summer season whilst retaining a strong off-season workforce. Working closely with Folly Farm, the event will already have a boost, by using their site, which will give it a unique selling point and will make the event a one off. This will hopefully reach the Folly audience and even more. 
[image: Home - Narberth Nobbler - Trail running Pembrokeshire]The park will be packed with surprises, from lone trumpeters to teams of fire spinning maniacs and animal characters, that are out to get you. The main area of the park will be lit up, in some areas, and the aim is to remain hidden for the time, while moving around to collect letters to spell magic words. These words will then win prices at the end of the night. There will be 2 sessions to start. Firstly, a Child centered session, where adults, will need to accompany anyone under 5. This will be around 4pm. Where it’s still light enough to see, and the aim for this is enjoyment. Later this evening, depending on attendance, there will be an adult, 15 plus, session. This will be the main event, where the site will be mostly in dark, and more surprises will be set up around the park. 

Working closely with Narberth Night Nobbler (Nobbler, 2022) and park run, the event aims to get more people out and active, while creating an event to look forward to and remember. Staffing is often a major hurdle for event planning. Therefore, working closely with Folly staff and volunteers from paulsatory, there will be plenty of support. Folly Farm staff, who are used to extra hours with concerts, are going to marshal and under management, will be able to make sure that the event runs smoothly. Anyone who has ever volunteered knows the joy and satisfaction that, often comes with the job. This simultaneously passes onto the participants, who will have an improved experience and will hopefully take part in the event in years to come. 

[image: folly-farm-map - Morlogws Farm Holidays Wales]Risk assessments, health and safety, and other safety proportions will be considered prior, during and after the event. Folly farms protocols, such as fire evacuations, will also be complied with throughout. Management at folly farm will oversee the success of the event, and as they know the park so well, they will also take part in the set up. The event will take place on weeknight in the winter when the park is closed to public. Research is being carried out around dates, but around Halloween is a suggested area. Weather in Pembrokeshire is uncontrollable, and this is another reason, why Folly Farm is such well suited to holding events like these. In the event of bad weather, there is a theatre on site, with can hold up to 700 people. This is ideal for the pre-events briefing. There are also other indoor areas like the indoor play area and fair ground, which could be included in the event map (area able to hide/move in). There will also be a list of participants names and phone number taken on the gates, as a way of knowing who is participating and that everyone is safe after the event.

[image: What else is at the Edge?]By using this site, the cost of the event will be relatively low. Firstly, parking is often a problem when planning events. However, in this case, there is enough free parking on, for over 7000 people to attend, plenty of space! This will help to lower costs of the event. All that participants will need to compete, is a good torch (preferably a head torch) and a sense of adventure. This is a very low cost for participants. Staffing will be provided by volunteers and Folly farm, and the cost of entering the event will pay for staffing and other costs. Event entry will 7.50 per adult (over 15s) and 5.50 for under 15-year-olds. Eventbrite could be used in this situation, and only ticketing systems will also suit more of the participants. In addition to the main event, there will also be Food stands on site. Like Romy’s, who is already set up on the Folly Farm holiday park. This will add another element to the event. These food stalls will pay 15% of their earnings on the night to folly farm and everything else is their profit. If the event is successful, this could be an annual event and could even run at different times thought the year. I will also set up a budget for the event ,which will help the event run within the funding limits and will help the event to be monitored and break even. 












Part 2: Strategic Marketing Overview (1000 words approx.)


For a business to be successful and remain successful, events will need to attract and retain customers/spectators. This means that the event must fit the needs and the wants of customers. If often suggested that the ‘customer is always right ‘and this really shows the importance of keeping the customers needs met. There are many ways that markets tailor themselves to fit these needs and there are many ways to set businesses and services apart from each other. 

Different events can operate in different segments of the market. It’s very common to see large seasonal variations in sales and entrances to events. For example, in the winter months, participants are less likely to enter tri/ water events, due to cold weather. This is where marketing and promotion helps, to promote your events and set it apart from the crowd. There are many types of markets structures, types, and segments that events and businesses work in. These include Monopoly, oligopoly, Monopolists competition and perfect competition (Stockton, 2016). Although my event is unique, there are many similar events that take place. These include Narbeth Night Nobbler and park run, which are around the same time as my event and in the proximity to Folly Farm. This suggests that the market that this event is in, is an Oligopoly, as each business has different products and has strong brand identity, with strong brand loyalty. This means that the event at Folly Farm has a unique selling point that will reach out to more customers, as well as existing Folly Farm customers. On top of this, the event can reach outside of a niche market. A running or games event, like park Run is seen as being in quite a niche market. This is because it targets a smaller segment of a large mass market, where customers have specific needs and wants (Toften, August 4, 2011).) 

Folly Farm now welcomes 490,000 visitors each year and the business has increased in size over the years, due to increased private investment and product promotion and marketing strategies. Folly Farms primary audience are families: parents with children aged 0-9. Audience breakdown for 2017 according to admissions for day tickets, annual passes and Boomerang were as follows; 51.5% adults, 30% children (aged 3-15), 5% toddlers, 7.5% under 2s and 6% seniors. This show who the Folly Farm product is targeting and whose needs its meeting. This is the market segmentations. A market segment is any subgroup of a larger market (Stockton, 2016). For example, housing is the large market, and the type of housing is the segments inside of housing, like flats and family houses.  For this event, using Folly Farms current audience will give the event a head starts and provides a good marketing platform. This event will also target active adults and families, in schools throughout Pembrokeshire and further afield, while working closely with local councils to gain funding for current and future events. Using Folly Farm as a building point will allow this event to be promoted and introduces to all of Folly Farm followers. In turn this will gain more participants and supporters.   

Another way to promote the event is thought the marking mix. This involves working thought the 4Ps. The marketing mix involves the development of a marketing strategy this involves, Product, price, promotion, and place. All these factors affect how successful a business is going to be and are used to determine the future of a business and events. Key points to productive marketing include, researching the market, analysing the market, setting marketing goals, and developing a marking strategy (McCole, 2004). For the 4Ps to work, they must be coherent, and this will allow market lead research to take place. For Folly the 4ps are a massive part of the promotion of their product and making sure it’s the right product, for the target audience and that it’s promoted at the right time, in the right place. This is key to success. The event at folly farm must be set at the right price for participants to be interested, and the promotion must hit the right target markets. On type of this, the time of the event is key. This works closely with Place, as the time must work with Folly farm staff and management, as well as participants. 

They can also use the “Boston Matrix” which allows the business to analysis their sales over years to see where development is need, and looks at more effect ways to run and promote products (Z.-Q. TAO1, 2016). This can be used alongside SWOT analysis for the best results in retaining customers and increasing spending. Its key that this event is run well to gain returning customers in future events. Initially the event needs be friendly run, with family values. This will encourage family groups, the target market, to return and enjoy the event again. Its also paramount that the staff and volunteers and friendly and smiley. This is another way to promote the product and provide the best experience. This also helps to increase secondary spend at food stalls, which in turn help the local economy.  Another key factor is that Folly Farms image could also affect the event. If the park is not doing well, it could push away participants from taking part in the event. Therefore, they work in coherence with each other. Another major factor is the price of the product and service. For example, if the price is too hight then customers may be pushed away from joining the event. There are a wide variety of pricing strategies available to use, and they each fit different products and services differently. Some of these strategies include market skimming, market penetration, going rate pricing, psychological pricing, and loss leader. These are all ways to suit pricing to the customer. 
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