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[bookmark: _Toc8490564]Executive Summary
Within this report it will conduct the finishing project of the LC2 meeting room spaces. It will include primary and secondary research on hotels and other meeting spaces venues within the Swansea area and compare each one to see if the LC2 offers more within their price. There will be questionnaires conducted that will be discreet and sent to local businesses via email and Facebook pages, there will be 9 questions preferably asking the respondents if the LC2 promote their meeting room spaces as they are significantly cheaper would they consider booking with them. There will be an email interview with Leanne Neathercott which is the Senior Meetings & Events Coordinator at Jurys Inn hotel discussing what they offer as a hotel for them to fill up their meeting room spaces, how much it is per person and how they get the clients they need.
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1. [bookmark: _Toc8490565]Introduction
This is the final report for an organisational consultancy project on Feasibility study for meeting room spaces within the LC2, which is a local Leisure Centre in Swansea. It is “home to Wales biggest indoor Waterpark, Swansea's most state-of-the-art gym and they have been awarded “TripAdvisor Traveler’s Choice award winner” LC2 website (Online). This report will be focusing on LC2 meeting room spaces and their competitors within the Swansea area as they are absent with bookings in those spaces. As discussed in the meetings with the marketing manager in the LC2 they stated that the LC2 offer cheaper rates than the Marriott showing they’ve done their research making sure they offer cheaper delegate rates to get more people interested in booking with them.
This report will show clear aims and objectives which were present from the beginning of this project and research methods which were carried out to produce findings, as without clear aims and research the final recommendations cannot be justified. 
The report was first pitched in February 2019 where it has taken a few months to carry out research and gather findings to produce the recommendations for the LC2 to take into consideration. The report will reveal a business case for the project to allow the LC2 to maintain organisational change for the future.
[bookmark: _Toc8490566]1.1	Terms of Reference
This report is written for LC2 and University of Wales Trinity Saint David by Reagan Cartwright an Events Management Student. The report will assess if the LC2 meeting room spaces are achievable and comparing prices with other hotels or businesses that hold meeting room spaces.

[bookmark: _Toc8490567]2.	Project Aims & Objectives	
“Consultancy is when they provide advice and recommendations to managers and may provide assistance with the implementation of the recommendations” (Newton.R, 2010), the project aim is to get more businesses within the Swansea area to book with the LC2 as a meeting space venue due to them being absent with bookings. There will be secondary research on businesses within the Swansea area that hold meeting room spaces for e.g. Hotels, by that there will be analysing on each business websites to see what they offer, including their social media pages for e.g. Facebook and Instagram. During the research there will also be questionnaires sent via email to local businesses around the Swansea area for them to fill out about the meeting room spaces and the LC2. Once the data is collected, a graph will be put into place to show the results of what businesses want. 
The objectives of this proposal are
•	Make questionnaires/surveys to get the information that relevant.
•	conduct secondary research by sending the surveys via email to local businesses
· Data will be collected and analysed to see which is the cheaper meeting room space is if there is prices on each website.

3. [bookmark: _Toc8490568]Rationale
 “In today’s competitive market, businesses are looking into ways that satisfy the wants and needs of consumers. Understanding what influences people to buy can increase sales and profit opportunities while giving businesses a sustainable competitive advantage” (Kotler & Armstrong, 2010). Every business always books a hotel or a place that holds meeting rooms spaces when they need to hold a conference as they need to discuss business outside of work. When businesses book a meeting space, they book it as they need somewhere where they can discuss information about the business without being disturb and in a quiet, clean and tidy environment. When looking into at the meeting room spaces within the LC2, they offer five meeting rooms spaces that holds 1200 maximum capacity in the sports hall that can be theatre, cabaret or standing and 12 in the smallest meeting room space that can only be boardroom style. When customers book the large space in the sports hall it can cater for a vast majority of events, functions and shows for e.g. weddings, jobs fayre and students fair which shows that they do get quite a few bookings but not often conferences or businesses that need a meeting room space. But the LC2 website (2019) states “The LC events team is more than happy to help you organise your event and personalised quotes are available to suit individual requirements. Tables, seating, drinks bar, P. A. systems and staging is available through LC suppliers—costs are available on request.” When booking with them they will cater to your every need once book with them making sure you have everything you need on the day. The LC2 has two board room style meeting room spaces the same but can only hold 12 people, so that’s why they use the studios as meeting room spaces as they are larger rooms and they also provide a projector and TV within the studios when businesses book them as a meeting room space and they are included in price when booked.

4. [bookmark: _Toc8490569]Research Methodology 
“Research methods is separated between qualitative which looks at real life experiences and quantitative which focuses on data which can be turned in to statistics” (Merriam, 2009). Within this report the research carried out throughout will be quantitative as there will be surveys sent out via email and Facebook to local businesses within Swansea as many businesses around Swansea book meeting room spaces. The initial phase of the research is creating surveys on via Survey Monkey and sending them to local businesses on email and on Facebook, explaining to them that it’s a part of a project and if they could fill it out but it will be anonymous to the client. it will be analysed to once all the data has been collected. There will also be secondary research on competitors’ websites to see what they offer as meeting room spaces and how much they offer to compare with the LC2. All the research will then be put into a table showing what businesses around Swansea are offering. Also, there will be quantitative research as case studies will be analysed to discuss the project in more depth and compare with other case studies. If meeting room bookings do not work, then suggest more events for e.g. wedding fayres or student events as there is a lot of student housing close by.

5. [bookmark: _Toc8490570]Findings
Secondary research on competitors
When looking around the Swansea area there are a few competitors that are very close to the LC2 that holds meeting room spaces. There was secondary research finding out how much they offer and how many spaces they hold by going onto their websites and seeing if they provide the information on the home page or if customers would need to enquire.
	

	Dragon Hotel
	National Wales Pool
	Environment Centre
	Swansea Grande Theatre
	Marriott
	Village Hotel
	LC2

	Capacity?
	12-230
	16-60
	8-50 
	15-200
	Does not state on website
	8-200
	12-1200

	Day delegate rate price? / Room hires?
	From £12 per person
	£15 - £140 per hour/day
	£15 - £90 per hour/day

	£130 -£270 for 4 hours 
	Does not state on website
	Does not state on website
	£55 - £120 half/ full day

	Cater food/ prices from?
	Yes/ from £10.95 -£28.50 per person
	Yes/ £6.25- £16 per person
	Yes/ £5.95 per person
	Does not state on website
	Yes/ (does not state price)
	Does not state on website
	£6.95 per head

	Equipment included in price?
	Yes 
	Yes 
	Yes 
	No
	Yes
	Yes
	Yes

	Parking included?
	Yes 
	No
	No

	No
	Yes
	Yes
	Yes 

	Walking distance to city centre?
	Yes
	No
	Yes
	Yes
	Yes
	No
	Yes

	Shows prices on website? Or need to enquire?
	Yes
	Yes
	Yes
	No
	No
	No
	No



Within the table these are places that hold meeting room spaces from hotels to community spaces. When looking into the graph it is clear to see that some hotels for e.g. Marriott do not specifically state on their website the prices of the meeting room spaces when the community centres do which shows public sector is more open with prices than hotels. Businesses would need to enquire for further information on the Marriott and Village hotel as they do not provide it. When looking into the places that hold meeting room spaces it is clear to see that the LC2 holds the most capacity within one meeting room space which can be very beneficial when it comes to large businesses that would need a lot of space for a conference whereas the Environment Centre only hold maximum of 50 people. The cheapest meeting room space is the Environment Centre as they only charge £90 for the day for room hire whereas Swansea Grande Theatre charges maximum of £270 for 4 hours which is quite expensive compared to other places that offer cheaper rates also it does not state on Swansea Grand Theatre that they provide food within the price.
	
5.1 [bookmark: _Toc8490571]Questionnaire Feedback
Saunders. M et al (2012) states “first stage of any quantitative data analysis is to explore and understand your data. The easiest way to do this is presenting your data as tables and graphs” when creating and sending the questionnaires out and they have been answered they will then be put into bar chart graph to show the feedback on each question. Saunders. M et al (2012) also states “Organisational gatekeepers often insist that you do not disclose the organisation’s identity in anyway” as there are questionnaires for local businesses within the Swansea area to fill out, they are all discreet and no business names will be shown throughout the project. Saunders. M et al (2012) states “questionnaires are used widely to collect data” the questionnaires were created via ‘Survey Monkey’, each question was thought about carefully as the feedback needed to be clear. They were sent to local businesses within the Swansea area via email but due to businesses replying being time consuming they were also sent on Facebook as businesses due tend to answer much quicker. Overall there was 8 respondents that filled out the survey which was very helpful. The questionnaires were sent to local businesses from local gyms to community centres asking if they would book with the LC2 instead of hotels due to cheaper prices. When receiving the feedback from the respondents it was clear that generally businesses around Swansea would book with the LC2 but due to the LC2 not promoting meeting room spaces enough businesses do not know about them or do not know what the LC2 offer.

1. [bookmark: _Toc8490572]How Often Do You Book External Meeting Space?
[image: ]
Looking into this graph with the results of 8 respondents. It is clear to see that businesses rarely book a meeting room space a year. With 50% of them booking once every 6 months then with only 12.50% booking once a month. None of the respondents book a meeting room space twice a month showing meeting room spaces are possibly not in much use due to most businesses booking with venues between every 6 months to a year. When Leanne was interviewed via email she stated “. We do occasionally have dinners mid-week, but these are normally on the smaller scale in comparison to our weekend events. I would say it is 65% Conferences and 35% Banquets” showing most of their meeting spaces are booked by businesses than events being booked which gives the LC2 an upper hand due to people booking the LC2 mostly for events e.g. children parties, 



2. [bookmark: _Toc8490573][image: ]Did You Know the LC2 Leisure Centre Holds Meeting Room Spaces?










The second question within the questionnaire shows if businesses in the Local area know that LC2 holds meeting room spaces. 75% out of the 8 respondents have put that they do know this but 25% have said they did not. Which suggests that the LC2 have marketed their meeting room spaces in the past. If the LC2 were to market meeting room spaces, then more businesses would potentially book with them to get more recognition and bookings for their meeting room spaces. If the LC2 were to promote their meeting room spaces on their social media pages they would get more bookings.
3. [bookmark: _Toc8490574]When Booking a Meeting Space Venue, What Do You Look for On a Scale of 1-4?[image: ]

[bookmark: _Toc8475282][bookmark: _Toc8490575][image: ]




[bookmark: _Toc8475283][bookmark: _Toc8490576][image: ]



When looking into the third questionnaire it is clear to see that 4/8 businesses book on price which is being the most important then 3/8 businesses chose space being the least important when booking a meeting space venue which shows a high percentage of businesses look at the price before booking a meeting space venue which the LC2 room hire is as little as £55 which includes equipment on arrival. Interviewing Leanne, she states “Price is always a big factor when it comes to securing the business, some companies care more about the quality rather than the price - so if you offer a good price but don't offer a good package, it would discourage them from booking.” Showing price is very important when businesses want other businesses to book with them as if they promote a cheaper rate with their competitors it will get people interested in booking with them which will increase recognition. 

4. [bookmark: _Toc8490577]Would You Book with the LC2 in One of Their Meeting Rooms or Book with One of the Hotels Instead?
[bookmark: _Toc8475285][bookmark: _Toc8490578][image: ]










When looking into the forth question on the questionnaire it is clear to see that 50% of the 8 respondents would book with the LC2 and 33.33% would rather book with the Marriott and 16.67% would book with Dragons Hotel. It is showing that 50% would rather book with a hotel instead of the LC2. When discussing with Leanne how she would promote Jury’s inn Hotel she states “they've built up their reputation of having decent quality and long-standing shoes which is what you look for. If a company has used a Jurys in Newcastle and had a really good experience, they might look at our Hotel because we are also a Jurys hotel. All hotels share the same spec so the experience they had in Newcastle would be mirrored in Cardiff and then again in Plymouth.” Which shows most people may only book with hotels in their meeting room spaces due to the hotels brand being in many places than one. Due to the LC2 only being placed in Swansea many businesses would not may want to travel a far distance for a meeting room space. They are promoting meeting room spaces a lot on social media and Instagram, also the Event Coordinators that work at the hotel are promoting on their social media pages as well which promotes the hotel even more.

5. [bookmark: _Toc8490579]Would You Consider Them as an Option?
[image: ]
When looking closely at the results of the question out of the respondents it is clear to see many businesses 87.5% of them would book with the LC2 as a meeting room space due to them offering significantly cheaper rates than most hotels nearby. 12.5% of the respondents would not book with the LC2 due to them possibly just preferring to book with a hotel as many people just consider a hotel as just a meeting space venue. When it comes to other places, they only have hotels within the city centre whereas Swansea has many places with meeting space venues than just hotels which shows maybe that is why the LC2 has decreased bookings. 
6. [bookmark: _Toc8490580]Have you Seen LC2 Marketing Which Focuses on Their Meeting Room Spaces?
[image: ]
When looking into question six, it shows whether businesses have seen the LC2 marketing for meeting room spaces and it is clear to see that 50% of the respondents have not seen it whereas 37.5% have not yet see it which is showing that if the LC2 markets their meeting room spaces quite a bit then businesses would take an interested. When comparing with the interview questions for Leanne about marketing she stated that “Marketing of the meeting rooms does vary. Majority of the local businesses will contact us directly to get quotes for their meeting. However, we do use Third Party Websites, so this would include Click Travel, Meetings Booker, Calder Conferences, Inntel etc. These websites are booking agencies and they advertise our Hotel on their Website” which implies that majority of businesses mostly hotels are getting more bookings for their meeting room spaces by promoting them on third party websites but do cost money. But if the LC2 wanted to potentially advertise their meeting room spaces more for free is Facebook as it would be the better option or sending emails out to local businesses offering them discounted rates to get businesses interested in booking with the LC2 which will create recognition for them.


7. [bookmark: _Toc8490581]What Attracts you to Book a Meeting Room Space?
[image: ]
Looking into question seven, 37.5% of the respondents look for day delegate rates and 50% much rather a free room with catering packages which is clear to see that businesses much rather a good deal than paying that bit extra. Only 12.5% chose ‘other’ which was discount showing price and discount are very important when booking. When discussing with Leanne if businesses only book meeting room spaces based on it being a hotel she stated “When you think about the meeting space available in Cardiff that is outside of peoples work space, there is only really hotels that they can go to” showing it all depends on the place, as Cardiff do not really have other venues with meeting room spaces businesses tend to go for hotels within that area due to hotels being within the city centre whereas Swansea has a few venues other than hotels that hold meeting room spaces, showing the LC2 could get more booking if they promote their meeting rooms more as they are within walking distance to Swansea city centre. She also states, “It is essential that we work out the client's needs before we give them any idea of pricing, so we always ask what their requirements are and what price range they are working towards.” Showing they try to come to an agreement with the businesses that want to book as they want to fill their meeting room spaces up as it will still create profit.

8. [bookmark: _Toc8490582]When Booking a Meeting Room Space How Much Do You Spend?
[image: ]
Within this bar chart it is clear to see that 50% of the respondents would not pay more than £15 per head when booking a meeting room space whereas the other 50% pay £20 - £30 per head which shows no businesses that answered the survey would not pay more than £30 per head when booking a meeting room space which is clear to see that businesses look for price when booking which is very beneficial to the LC2 as they offer significantly cheaper rates than most venues. When interviewing Leanne about how much do they charge per person and if equipment if included she states “The price for a Day Delegate Rate starts from £27.00 per person and could go up to £35.00 per person. If we are trying to secure the business, we would probably reduce the DDR price down to around £26.00 per person. Included in our DDR is; Room Hire & WI-FI, 3 servings of Tea, Coffee & Snacks, 3 course Buffet Lunch served in our Restaurant or as a Working Buffet, LCD Projector & Screen, Flipchart & Stationary and water dispenser” showing they charge quite a lot more than the LC2 but for £27 it does include a lot but if businesses do now want a buffet the prices is not good. Whereas the LC2 offers equipment within their price range, if customers want food then the LC2 provide a café also the price is £6.95 per person which is very affordable.

9. [bookmark: _Toc8490583]Would You Use LC2 Meeting Rooms for Any Other Purposes?
[image: ]
As you can see on question 9 on the questionnaire, 37.5% of the 8 respondents would use the LC2 meeting room spaces as a child’s birthday party and wedding fayre whereas the other percentage of respondents selected ‘other’ which they specified they would only use them as a meeting room space. Showing most of the respondents would use the LC2 as more than just a meeting room venue as the LC2 do hold other events. When interviewing Leanne who is the Senior Meeting and Events Coordinator, she states “Fridays and Saturdays are the peak dates chosen for Proms, Weddings and Private Dinners.” Which LC2 could take into consideration by possibly having those types of events booked in with them as the LC2 has a large sports hall which is not in use during the evening times which can increase profit and recognition for the leisure centre.

6. [bookmark: _Toc8490584]Conclusion 
To conclude there are many businesses within the Swansea area that hold meeting room spaces, they offer roughly the same offers as the LC2 which show there are many competitors. Many of the businesses but mostly hotels that hold meeting room spaces are more discreet with prices of their meeting room spaces possibly due to them wanting businesses enquire about the prices as they could offer discounted rates to get them interested in booking. When looking into the surveys it is clear to see that out of the 8 respondents, they would like to see the LC2 marketing their meeting room spaces more due to them offering significantly cheaper rates than most competitors within the Swansea area. It would increase recognition for the LC2 thus creating more bookings and profit. It is also clear to see that most of the respondents would book with the LC2 as they have stated they offer cheaper rates than most hotels around Swansea. When looking into the aims and objective there was surveys created which were sent out to local businesses around the Swansea area, there was only 8 respondents that answered it which shows many businesses are either busy or just do not want to answer with their opinion which is understandable. As there was timing with the surveys, they were also sent to local businesses on their Facebook page as they respond quicker which was very beneficial. 

7. [bookmark: _Toc8490585]Recommendations
From the data collected it is apparent issues have risen which causes them to not have enough bookings. To overcome this within the future there are some recommendations below that are maintainable improvement which can help with the development of the LC2 meeting room spaces.
· Marketing
· Using the meeting room spaces for other events

[bookmark: _GoBack]There will always be competitors out there but if they market the meeting room spaces more, they will get more bookings. Possibly advertising it on LC2 Facebook page or their other social media pages due to them having over 10,000 likes just on Facebook alone. It will get their meeting spaces noticed and booked by businesses as within the questionnaires, many of the respondents would consider the LC2 for their meetings if they market the rooms more. The LC2 should take the feedback from the respondents on the questionnaires into consideration and possibly promote the rooms to get the LC2 noticed. When discussing marketing with Leanne she states, “We base our prices off a 'Demand Calendar' - it's a really good tool that looks at 12 months in advance and advises which dates are going to be your 'High' days and which days are going to be 'Low'. A high demand day means we are really busy so only have 1 or 2 meetings to sell and the prices on this date would be more expensive than if they chose another day. We do occasionally run offers in our quieter months to try and encourage businesses to book with us.” Showing they make sure they have their meeting rooms filled. Which proposes the LC2 could offer cheaper rates when its very quiet on certain days. When looking into the bar chart from the questionnaires it is clear to see that its quite rarely businesses book meeting room spaces so due to that the LC2 should offer a wide range of events to fill the meeting spaces not just children’s parties as it will them more recognition and people will not see them as just a leisure centre. It will increase profit and bookings, possibly having weddings fayres within the sports hall as they hold maximum capacity of 1200 people. Or possibly more student events as there are many students within walking distance of the LC2. And due to the LC2 being a leisure centre they can increase booking for their rooms by promoting them within the leisure centre as well due to them not having any leaflets on show.

[bookmark: _Toc8490586]8. Appendices
8.1 Email Interview Questions
[image: ]These are the interview questions I’ve discussed with Leanne the Senior Meetings & Events Coordinator and seeing how they promote their meeting room spaces.
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From: Leanne Nethercott @
Hide

RE: Interview questions
7 May 2019 at 12:29
B Found in Inbox

Hi Reagan,

Of course :)

Answers are below for you my love.
Let me know if you need anything else.
Kind Regards,

Leanne Nethercott

Senior Meetings & Event Co-Ordinator - Jurys
Inn Cardiff
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Would you mind answering these questions for
my consultancy project please regarding your
meeting room spaces?

How do you market your meeting room
spaces?

Marketing of the meeting rooms does vary.
Majority of the local businesses will contact us
directly to get quotes for their meeting.
However, we do use Third Party Websites, so
this would include Click Travel, Meetings
Booker, Calder Conferences, Inntel etc. These
websites are booking agencies and they
advertise our Hotel on their Website. Majority
of these we don't pay to advertise on their
websites as we pay commission on bookings
that confirm here at the hotel. Social Media has
started to play a big part as well, sometimes
people will advertise their requirements for a
meeting on websites like LinkedIn and we
would of course put ourselves forward on there
as well. Of course at hotels you do normally
have a Sales Manager who would go out and
try to sell the hotel to the local businesses so
that they would book with us.
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Do you offer the customer discount or anything
which will interest them on booking again with
you?

We base our prices off a 'Demand Calendar' -
it's a really good tool that looks at 12 months in
advance and advises which dates are going to
be your 'High' days and which days are going
to be 'Low'. A high demand day means we are
really busy so only have 1 or 2 meetings to sell
and the prices on this date would be more
expensive than if they chose another day. We
do occasionally run offers in our quieter
months to try and encourage businesses to
book with us. Once people have booked or
enquired here with us we build up a database
and send out these offers via an email blast.
The email blast would be sent to companies
that we are trying to get to book here with us
or we would send it over to companies that
have already held a large amount of business
here with us.
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Do you think businesses book a meeting room
space with you based on you being a hotel?
When you think about the meeting space
available in Cardiff that is outside of peoples
work space, there is only really hotels that they
can go to. Unless they want an informal
environment, where they would probably go to
a Coffee Shop or something like that. Of
course that only applies to Cardiff, other
locations have conventions centres they can
visit instead of a hotel. | think branding helps
as well, if you want a decent pair of shoes you
would more than likely buy Nike over New
Look's own pair - they've built up their
reputation of having decent quality and long
standing shoes which is what you look for. If a
company has used a Jurys in Newcastle and
had a really good experience, they might look
at our Hotel because we are also a Jurys hotel.
All hotels share the same spec so the
experience they had in Newcastle would be
mirrored in Cardiff and then again in Plymouth.
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Or do you think businesses book for another
reason? Price? Location? Discount? Or space?
We are very lucky to be in the City Centre.
Granted we aren't as close to the Central Train
Station in comparison to other hotels but there
are large office buildings close to us so that
works in our favour. Price is always a big factor
when it comes to securing the business, some
companies care more about the quality rather
than the price - so if you offer a good price but
don't offer a good package, it would
discourage them from booking. It is essential
that we work out the client's needs before we
give them any idea of pricing, so we always ask
what their requirements are and what price
range they are working towards. Space is
another factor, some companies do have
meeting space on site but their numbers for a
conference could be larger than what they can
hold so they would look to book their meeting
somewhere else.
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Are your meeting room spaces booked mostly
by businesses? Or mostly events?

Complete mixture, during the week we will
have mostly conferences booked in. Fridays
and Saturdays are the peak dates chosen for
Proms, Weddings and Private Dinners. We do
occasionally have dinners mid-week, but these
are normally on the smaller scale in
comparison to our weekend events. | would say
it is 65% Conferences and 35% Banquets.
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How much do you charge per person? Are
equipment included in price?

Again this is dependent on their requirements
and what our Demand Calendar is showing.
The price for a Day Delegate Rate starts from
£27.00 per person and could go up to £35.00
per person. If we are trying to secure the
business we would probably reduce the DDR
price down to around £26.00 per person.
Included in our DDR is;

Room Hire & WiFi

3 servings of Tea, Coffee & Snacks

3 course Buffet Lunch served in our Restaurant
or as a Working Buffet

LCD Projector & Screen

Flipchart & Stationary

Water Dispenser
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What do you offer when customers book with
you? Day delegate rate?

It all depends on their requirements. A Day
Delegate Rate is the most popular package
that we offer here, this of course does have
minimum number requirements so if they
meeting falls below this they would pay a Room
Hire charge with their catering requirements on
top. We do get enquiries for Private Dinners,
Balls/Proms and Weddings here at the hotel -
we try and offer all of these at a package price
as well as the client only has to pay a price per
person rather than add up all of the individual
charges.
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