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	Overview of the Project

	Management, strategy, marketing, finances, and operations are all areas in which firms and organizations may benefit from consulting services. A consultant is an expert in his or her field who is brought in to advise customers on how to enhance their operations, strategies, and performance as a whole. Consulting has evolved into an indispensable resource in today's dynamic and intricate corporate world (Martin Jr et al., 2019). A consultant may help a company get closer to its strategic goals by providing access to specialized skills, insights, and assistance. The project team is thinking of approaching a UK-based firm called Beam about receiving sponsorship funds.

	Brief explanation of the relevant theories adopted 

	Target Marketing
Target marketing, also referred to as target audience marketing, is a marketing technique that focuses on reaching a defined subset of the population who are most likely to be interested in a certain product or service. The goal of target marketing is to zero in on a select subset of consumers and tailor an advertising strategy to meet their unique wants and needs (Cahill, 2020). Instead of attempting to appeal to everyone, businesses can focus their efforts on the people who are actually likely to buy their products or services thanks to target marketing.
Target Marketing of ‘Beam’
Beam aims to connect with corporate partners, which might include any number of firms or organizations that are keen to invest in projects with a positive social impact. Stephany claims that Beam has prioritized forming alliances with businesses in the technology and creative sectors because these sectors are keenly aware of the importance of social impact and committed to giving back to their communities (Dorney-Smith et al., 2022). Beam has attracted major companies like Google, LinkedIn, and Virgin as partners thanks to its focus on these sectors.
Individual contributors and supporters are another group Beam hopes to reach. Beam has reached out to potential backers and raised awareness of their purpose through the use of social media and crowdfunding sites. They have also used narrative to their advantage, highlighting the lives of those they have helped to create an emotional connection with future donors (Beam, 2023). With business partners, private contributions, and government grants, Beam claims to have raised over £2 million in funding to far.

	Reflection & advice to the organisation

	Beam's corporate partners have been a vital funding source, but the company should not put all its eggs in one basket. To guarantee long-term viability, Beam should think about increasing the number of private contributors, foundations, and government funds it receives. Although Beam has found success in the UK, there may be potential to broaden their reach internationally. To aid more people experiencing homelessness, they might form international collaborations with other groups or even create offices in different places. Beam also has to make an effort in the direction of impact measurement and stakeholder communication.
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	Overview of the Project

	There are a number of reasons why businesses should invest in consulting. Firstly, consultants provide a level of skill and experience that isn't always present within an organization. They may be able to provide viewpoints and ideas about the company that haven't been thought of previously. For a second, consultants are useful since they may aid organizations in overcoming obstacles and spotting new areas for development and innovation (Ajmal et al., 2017). They may aid in the creation and implementation of new initiatives, the enhancement of operational efficiency, and the maximization of performance for enterprises. The purpose of this consultation project is to explore the viability of approaching potential sponsors at a British company named ‘Beam’ for financial backing.

	Brief explanation of the relevant theories adopted 

	Segmentation Marketing
To divide a huge market into smaller groups of customers with comparable requirements or characteristics is the goal of segmentation marketing, also known as market segmentation. Identifying and focusing on these subsets allows companies to better match the requirements and preferences of each segment, which in turn may lead to more successful marketing campaigns and more consumer loyalty (Martin, 2021). The utilization of marketing resources is maximized, client engagement is improved, and consumer loyalty is boosted as a result of segmentation marketing. Businesses may increase marketing relevance and effectiveness by targeting each segment's demands.
Segmentation Marketing of ‘Beam’
Beam's marketing approach focuses on two primary segments: individuals with a commitment to social justice and CSR initiatives at large. Beam's brand identity centers on the company's social purpose and ideals, and the company markets itself to people who are wanting to make a difference in the world by supporting causes they care about. In addition, the firm has used social media and influencer marketing to connect with this demographic, posting appealing messages on sites like Instagram in an effort to spread word of the cause and solicit financial support.
Beam has partnered with businesses and groups that share its commitment to CSR and community participation in order to more effectively implement its CSR initiatives (Idowu and Towler, 2019). The firm creates personalized contribution sites and engagement reports to show how its donations affect UK homelessness.

	Reflection & advice to the organisation

	Beam's use of social media has helped bring attention to its mission, but the organization may improve its strategy by expanding to more channels and producing more compelling content. Introducing a referral program might help bring in new clients or monetary support. By providing discounts or other incentives, Beam may encourage current contributors to invite their friends and family to make donations through the platform. Beam can boost marketing efforts and customer interaction by learning more about the interests and habits of its target audience through data analytics.
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	The events company.co.uk Ltd
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	The general asphalte company Ltd
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	Overview of the Project

	Consulting has evolved into a tool that is necessary for companies of all sizes and in all types of sectors to utilize in today's complicated and fast-paced business world. Using the services of a consultant allows firms to have access to specialized knowledge, obtain helpful insights and direction, and accomplish their strategic goals in a manner that is both efficient and successful (Kelley, 2015). The goal of this outreach project is to evaluate the practicality of addressing possible sponsors at a British firm named ‘Beam’ for financial assistance.

	Brief explanation of the relevant theories adopted 

	Ansoff Matrix
With the Ansoff Matrix, businesses may assess how they might expand their product and customer bases (Meldrum et al., 2019). It offers a structure for finding and assessing new avenues for expansion that arise from the intersection of established and emerging product lines and markets.
Ansoff Matrix Analysis of ‘Beam’
Market Penetration
Beam's focus can now be on growing its presence and customer base in the United Kingdom, which will allow it to increase its market share there. It's possible to do this by funding app promotion and advertising campaigns. To expand its reach, Beam may potentially seek out strategic alliances with other groups.
Market Development
Beam's expansion into new nations will allow it to test the waters of emerging markets. To achieve this goal, the app can be localized so that it provides services that are appropriate for a certain location (Ungpakorn, 2019). Beam can strengthen its presence in new areas by forming partnerships with local groups to learn more about the market there.
Product Development
In terms of product development, Beam has room to grow by offering ancillary aid to the homeless as part of its app. It may include things like financial education classes and rental subsidies. This has the potential to expand Beam's user base and generate additional income.
Diversification
Opportunity for diversification exists as Beam looks to leverage its experience in the homeless industry to enter adjacent markets. Other marginalized groups, including refugees and the disabled, might be the focus of new product or service development.

	Reflection & advice to the organisation

	Although Beam has become somewhat well-known in the UK, a sizable section of the populace still does not understand the company's goal or what it offers. Beam ought to give serious consideration to the possibility of expanding its cooperation network in order to incorporate a greater number of organizations that share its objective. Beam might boost brand recognition by extending its current advertising, SEO, and SMM initiatives to reach a wider audience. More homeless persons may be able to have access to employment opportunities and support networks if more donations and volunteers are attracted to the cause. It is possible that Beam might organize awareness campaigns and provide educational materials to the public to assist them learn about the issues that lead to homelessness and how they can help discover solutions. This has the potential to improve the world by making people more empathetic and knowledgeable, and it will certainly benefit Beam's reputation and mission.
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	Skirting world Ltd

	2
	Middleton moving background

	3
	


	4
	


	5
	


	6
	


	7
	


	8
	


	9
	


	10
	


	11
	


	12
	






image1.png
Prifysgol Cymru
¥ Drindod Dew Sant

J University of Wales
Trinity Saint David




