



Introduction
In this document, I will present my analysis of the primary research for my business plan. In this document, five questions will be analysed in order to identify their impact on business. The document will conclude with a summary showing how the information obtained will influence the decision-making process for my business to be successful.

Analysis
Q1. What is your age?
[image: ]

Following the results from the first question, it gives me the first information about my potential customer base. As shown in the table above, 57% of the respondents fall in to the 26-35 age category, followed by the age category 36-55 with 29% and the age category 18-25 with 14%. The persons in category 55+ show no interest in the services offered.
Knowing this information, I can use different strategies to target potential clients, also allows me to improve my customer base. For example, offering discounts for aged people of 55+, two weeks car rental for price of one week, will produce higher demand in this age category.
Using this information, we can create age-specific promotion campaigns, with more beneficial results for the business.




Q2. What is your gender?
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The analysis of this question reveals that the dominant respondents in the car rental market are 86% men.
This shows us that for the business to be successful with maximum usability, it must focus strongly on male demographics.
Having this information about the male-dominated car rental market, we can improve business revenue by exploiting the female demographic part, for example for the first rental a 5% discount and from the second rental a 10% discount.

Q3. How often do you rent a car?
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Based on the information obtained from the questionnaire, we understand that people tend to rent cars occasionally.
Using this information, we can expand our range of potential customers, depending on everyone's needs, offering various services, such as car rental directly from the airport, luxury car rental, family car rental, van rental, limousine rides.
Also, by offering discounts and a good marketing campaign, promoting ourselves on social networking sites we can expand the range of potential customers that will dominate the car rental market.

Q4. How much would you pay for a deposit?
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Based on the results obtained from the questionnaire, most respondents favoured the price of a maximum of 200-300 pounds as a deposit to rent a car. In addition to the price of the deposit, advantageous offers such as discounts, result in a richer customer base.
Respondents also choose 100-150 pounds deposit, followed by the deposit of 50 pounds.
None of the respondents who completed the questionnaire chose any deposit of over 300 pounds.
This shows us how much the current customers are willing to pay for a deposit at a rental car, but also future customers.







Q5. When I rent a car? 
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Analysis of the last question "When do I rent a car?" it shows me what potential customers are looking for when renting a car but also how important they are.
The thing with 100% percentage that potential customers look at when renting a car is the price, followed by 71% the additional options that the car is equipped with, next two things recorded the same percentage of 57% are the year and model of car, the last two things that recorded a percentage of only 28% are car make and mileage.
Having this data from the analysis of questions we can focus on the key points sought by potential customers, focusing on reliable data we can promote these key points using different campaign tactics.
[bookmark: _GoBack]
Conclusion
In conclusion, I would like to emphasize that a questionnaire is a useful tool in primary research, being useful in knowing the market and the requirements this facilitates financial development and expansion.
Through the primary research, we draw the conclusion that the majority of potential customers are male with the age category of 26-35, willing to pay a deposit of 200-300 pound to rent a car.
Depending on everyone's needs, offering various services and discounts, such as luxury car rental and limousine rides can be used for special events: at weddings, baptisms, anniversaries, charitable events can be financially beneficial.
A good marketing campaign focused on promoting special events can expand the range of potential customers that will dominate the car rental market.
Having this data from the analysis of questions we can focus on the key points sought by potential customers, focusing on reliable data we can promote these key points targeting these areas using different campaign tactics.
Also, it would be advisable for the business to improve the areas like age category of 55+, female demographic part for financial benefits, offering packages and discounts deals.
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