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[bookmark: _heading=h.30j0zll]Introduction 

Businesses and organisation require the adoption of different techniques and methods in order to ensure that organisational goals are achieved successfully. Different types of organisations may adopt different methods that suit their organisation structure, but this powerful tool which will be discussed is a tool that every type of business can implement (Jørgensen, 2023). This tool is called storytelling but in the context of business. Furthermore, this is an efficient way to involve members of a company to perform satisfactory results and overall success. Examples of real-life companies that have benefitted from applying this method has also been included in the essay. 


[bookmark: _heading=h.1fob9te]Main Body 

In business applying storytelling can be an extremally strategic approach on communicating with and making customers, investors, suppliers etc. aware of the objective and target goals of the business (Z. & Wu, 2021). Engaging in business storytelling involves a process whereby stories are shared rather than the usual factual information given to others in the field of business. Great connection can be made with collaborators, customers and employees as well as others who are connected with the business through the use of compelling stories (KURNOFF, 2021). The repetition of receiving promotional emails sales pitches etc. is something customers are tired of, but rather customers look for a real connection with the brand they anticipate purchasing a product or service from (Tapkı, 2020).  It may seem confusing as to how a brand can connect and bond with others with business storytelling, though it is much simpler than what one may expect. As part of a company’s business narrative, the audience should be informed of the motivations that are originally and currently driving the business founders and employees. (Taris, 2023). Moreover, the major issues that the company and its product or service is able to solve should be addressed. The audience should from the business narrative receive a clear indication as to why this product or service at this company should be picked over competitors. These are the key areas that should be focused on and a successful and interesting answer to all these areas would be the highlight of intriguing potential customers and persuading others to aid in pursing the next business action (Z. & Wu, 2021). 

There are real life examples that can be used to see if business storytelling really impacts the overall performance of a business and if it is really worth the effort of the company. It is from these real-life applications that a business can ponder on the potential benefits it can obtain in the new future as a consequence of applying this tool. The storytelling goodness of UberEATS is an excellent example to reflect this. This is highlighted as “self-care mantra” where they have said “Self-Care is not selfish”. Cleary this has worked drastically with UberEATS being the perfect platform for a range of food service deliveries (Kelly, 2021). Technically speaking everyone does not need an online means of purchasing food, but this method of having food delivered is a means of convivence and instant gratification even though pricing is considered ridiculous compared to purchasing the very same item in the restaurant or shop.  UberEATS indigenously traps their service as being self-care, to make customer not feel guilty for the large sum of money being spent. This marketing story delivers the narrative that customers are doing this as a selfless act for themselves so that they have energy to aid others. Nike has been exceptional in storytelling and no competitors have been able to level in this field. Mike Jordan being the spokesman for the brand, this has been successful all the way since the 90’s. By introducing the aspiring soccer players story, they are inspiring the customers views and mind. The ad called ‘The Chance’ has been a movement that moved the hearts of the people all over the world (Grawe, 2021). 

There is no standard way of applying this tool, but the effects can be profound. With businesses struggling to obtain loyal customers and thrive in this competitive market, it is a must for companies to effectively utilise this method in reaching organisational goals. (Țichindelean et al., 2024). A business owner or representative can engage in an informative conversation with colleagues and investors so that they are more insightful of the path the business is willing to take and the actions that will be engaged in to ensure that this path is successful. Making individuals part of the business aware of such key information of the business is essential in ensuring that such people are effective, enthusiastic and motivated in putting in their efforts as a team to meet the desired goals. The impact of the digital era cannot be denied in the respect that it has made it difficult for companies to utilise this tool in the correct way. However organisations whom have really grasped this method and incorporated real life experiences and shared it with others in the process of developing a workplace relationship, have truly gained the competitive advantage that is needed to survive in the current business world. It is not just about attending business meeting with a presentation slide filled with figures and charts about the business, but rather storytelling the past experiences and engagements to be reflected on, creating a bond with all those involved with the business (Danov, 2023).  Employees gain the voice that they need by accessing the real-life stories of coworkers and managers, allowing them to gain trust in the information that is shared. The overall success of this technique is thus reflective in the workplace as this ultimately means that an effective workplace performance is the driving force of teams being motivated and inspired to deliver further support and results for the business. Customers can identify when a company is thriving internally and this surely influences their decision to further engage with the business and continually purchase products and services from that business (Tőkés, 2023).  Loyal customers are aware of the organisational goals and values and agrees with them religiously , which is why they continue to be interactive and loyal to the business. 

[bookmark: _heading=h.3znysh7]Conclusion 

Overall, this essay has shown the application of business storytelling and the impacts that a business can experience from it. Real life examples for both UberEATS and Nike were used to show how storytelling is contributing to allowing a business to thrive. Business storytelling can deliver many benefits among which are increasing brand value, differentiation from competitors and development of loyal customers (Țichindelean et al., 2024). 
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[bookmark: _heading=h.3dy6vkm]Introduction 
This task involves viewing the results from the questionnaire generated using Microsoft Forms and distributed to participants regarding Cookhouse Asian Catering. The results are analysed below with reference to the each result graph given in the appendix. 
[bookmark: _heading=h.1t3h5sf]Questionnaire Results Analysis  

This question aimed to address the participants opinion on other means of communication and contact which other business utilise besides a company website (Appendix 2) This can include social media platforms such as Facebook and standard messaging services like WhatsApp. Such platforms have proven to be exceptional successful in accessing an larger target audience efficiently and consistently (Van Looy, 2022).  The results show that all respondents prefer that such modes of communication are available for the customers to communicate to the business with. Cookhouse Asian Catering can adopt additional platforms in their business such as WhatsApp and Facebook so that customers can ask about the products and services the business offers. Using additional platforms besides the company website is also a great way to give regular updates to customers and interact with them with latest videos and service (Hamouda, 2016). The company website can provide links to these additional communication means, allowing customers to access it easily. 

Another question asked was regarding the choice between using online service or phone services to order food from the company (Appendix 3). All respondent’s chose the preference of online services over the standard phone service of ordering food. It can said that this is due the increase in demand to purchase products and services using bank transfer methods and online transactions which can often not be done on the phone nor is it seen as a secure method of payment when bank details are exchanged over the phone (Hannaford & Turner, 2023). However ordering food online provides consumers with online protection from fraudulent activities. This assurance and security is most likely the reason for preferring paying online.  Therefore Cookhouse Asian Catering should ensure that when customers are making their order, they have the option of making their payment online via perhaps the company website in an easy and efficient way (Sinha et al., 2022). 
The presentation and setup of a company website can influence the initial opinion of a consumer on a business. Participants were asked about their decision ever being influenced to purchase an product or service from company by the appearance of the company website (Appendix 6). The results in the majority suggested that they have altered their decision based upon the appearance of the website. The more professional, high standard and informative a business website is, the more likely a consumer will go ahead in purchasing their desired product or service from the company (Berners & Martin, 2022). The company should therefore invest money and time into ensuring that the website presentation is up to standard and should be the first impression the company would like to make to their potential customers. 
The final question to be discussed is the importance of images on the website reflecting the business product or service. Majority of the respondents also agreed that this was essential so that consumers know what the business is offering (Appendix 10). The quality of these images should be reflective of the standard of the services and products the company offers. The images should complement the company so that consumers are not confused on what the business is really offering (Hamzah, 2015). Cookhouse Asian Catering should ensure that the food images are real images of items prepared by the catering business and such image should be of quality. The presentation of the website can be enhanced using special website designing tools and techniques (Larsen, 2012).  Utilising these techniques in appropriate way would allow Cookhouse Asian Catering to achieve a competitive advantage over other businesses in the same field. 

[bookmark: _heading=h.4d34og8]Conclusion 

Overall, the questionnaire analysis identified and analysed the results of a few questions in the attempt of recommending key areas of importance that the catering service business should pay close attention to when marketing and promoting their business. 
[bookmark: _heading=h.2s8eyo1]
[bookmark: _heading=h.17dp8vu]Appendix: Screenshots 


[image: A screenshot of a phone

Description automatically generated]
Figure 1: Appendix 1
[image: A screenshot of a phone

Description automatically generated]
Figure 2: Appendix 2
[image: A screenshot of a phone

Description automatically generated]
Figure 3: Appendix 3
[image: A screenshot of a cell phone

Description automatically generated]
Figure 4: Appendix 4
[image: A screenshot of a phone

Description automatically generated]
Figure 5: Appendix 5
[image: A screenshot of a phone

Description automatically generated]
Figure 6: Appendix 6
[image: A screenshot of a phone

Description automatically generated]
Figure 7: Appendix 7
[image: A screenshot of a phone

Description automatically generated]
Figure 8: Appendix 8
[image: A screenshot of a cell phone

Description automatically generated]
Figure 9: Appendix 9
[image: A screenshot of a survey

Description automatically generated]
Figure 10: Appendix 1

[bookmark: _heading=h.3rdcrjn]Task 4 
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This last part of the portfolio aims to address the data collected, website designed, and marketing materials produced for Cookhouse Asian Catering. The questionnaire survey which was produced and distributed as part of this portfolio, was done in the attempt of accumulating data that could be implemented in the decisions made for designing and producing the company website and marketing materials. The data provided information from a small sample of the target audience as a indication of what the expected target audience would expect as the customers of Cookhouse Asian Catering holistically. Therefore, this task will first address how the data collected from the questionnaire implemented the website and marketing materials made. Later it will be discussed as to how the data allowed specific target segments to be identified for effective segmentation. Finally, the influenced of the data on the website and marketing materials for search engine optimisation will be considered. 

[bookmark: _heading=h.lnxbz9]Incorporating questionnaire data into making Cookhouse Asian Catering Website and Marketing Materials

A range of questions were asked to participants for the purpose of influencing the overall design and setup of the website and marketing materials. Data is essential in understanding what potential consumer demands are and their expectations (Bajaj et al., 2023). This allows the planning process to be much more efficient and effective as consumer expectations would be fulfilled which is what the company ultimately desires. Without data, this process would have been lengthier and time consuming (Hole & Houben, 2023). As part of the home page the very first information consumers introduced with is the aims and objectives of the business. Making consumers aware of the organisational goals and values, permits a close relationship to be maintained with customers (Kumar & Reinartz, 2012). The data showed the popularity of having an interactive website, and thus links have been incorporated into the website to allow consumers to navigate and search for information. A search bar had been added so that customers can seek key information by entering a key word. Furthermore, links on the contact information such as the phone number and email allow automatic tabs to be opened for phone calls to be made and emails to be sent. Key information as such is provided clearly in the marketing materials.  Presentation of the website and materials was made a priority, as this the first interaction with the prospective customers of Cookhouse. The chances of customers buying from this company is heightened, by clearly stating what the company represents and stands for (Moss et al., 2017). Bright and colourful images have been incorporated into the business displaying the items the company caters for. 

[bookmark: _heading=h.35nkun2]Data used for Segmentation

Segmentation is a powerful data strategy which can be used in any business sector. There are a number of parameters that can be considered to apply this strategy for example lifestyle choices, personal identify and location (Baines et al., 2022). The participants from whom the data was collected, were all adults who purchase food made by restaurants at some point during the month. This makes most if not all potential clients for the business. A limitation that should be considered in the preference of purchasing the food online rather than over the phone. Although the website has been made to suit the needs of the consumers, this is a big change that needs to be implemented on the website. The phone number has been provided as well as an email address, but a direct way of ordering online with selections available to pay online needs to be arranged in the future to accommodate the needs of customers. Furthermore the participants showed that they are influenced by the opinion of others and would make their decision to purchase from a business based upon the review left by customers of the business (La & Yi, 2015). Therefore, the company has to provide such reviews of the company on the website and its marketing materials. It is from such reviews that other potential customers with receive a valuable insight on what the business truly is about. This information can be added in future when the business receives customers (Larsen, 2012). 

[bookmark: _heading=h.1ksv4uv]SEO for Website and Marketing Materials 

Search Engine Optimisation is crucial in increasing the likelihood of Cookhouse Asian Catering Company Website appearing amongst the first website after searching for similar products and services. There are certain steps that allow SEO to be as effective as possible. One of those include having the keyword in the URL (Jackson & Williams, 2024).  Besides the name of Cookhouse, the main service of this business is to offer Asian Catering to customers so that they do not need to worry about arranging a large supply of Asian foods for example for large gatherings and events. 
This is in the URL as follows: cookhouseasiancatering.weebly.com. 
Using headers within the website is another way to increase SEO and this has been done in the website. For example the heading ‘Aims and Objectives’, ‘Our Menu’, ‘Starters’ , ‘Main Dishes’ and ‘Biryani’. Including such headers increase the likelihood of the company website appearing in the search after such key words are typed in the search engine (Heinze, 2020).  Including images and other visuals enhances SEO and this has been included throughout the website. Adding videos of the catering process and customer interaction will further increase the SEO of the company website (Daruka & Damle, 2023). 

[bookmark: _heading=h.44sinio]Conclusion 

To conclude, this task has addressed the impact the data from the questionnaire has had on the development of the company website and marketing materials and the possible changes that can be made in future to further increase the chances of the company website thriving. The company website and marketing materials have been designed to suit the needs of customers and through additional research further additions can be made to increase consumer traffic. 
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Task 2: 5-minute Video
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Important issues our
business solves

Eating restaurant food is yes amazing and
one needs it from time to time, but nothing
truly beats good home cooked meal. Some
days a mother might not really be feeling up
to cooking, but would love to eat her home
cooked food without having to even think
about making it. That is where we come in.
We deliver our customers with fresh home
cooked meals to take that extra burden off
ones shoulder.
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