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[bookmark: _Toc196760174]Abstract


This dissertation investigates the viability and sustainability of a martial arts business in today’s economic climate, with a specific focus on Carmarthenshire, Wales. The research explores national industry trends, consumer behaviour and the competitive landscapes to evaluate the potential success of a martial arts business.

A quantitative research methodology was adopted with data collected through a questionnaire, distributed through a social media platform to capture the widest demographic possible.

Key areas of investigation included consumer motivations, pricing expectations, class preferences and the importance of sustainability initiatives and competitive factors that could influence the choice of martial arts school.

Findings reveal a continued demand for the martial arts driven by the interest in fitness, self-defence and personal development. While research suggests a sensitivity to pricing of lessons the individual seems to be happy to pay for good quality tuition, where flexible pricing is available.

This study concludes that a martial arts business in Carmarthenshire is viable provided it adopts a community based, environmentally friendly model that delivers high quality tuition at affordable prices with an emphasis on the benefits of taking up martial arts in terms of health and wellbeing.

Key recommendations include enhancing digital marketing to creating a marketing strategy which aligns with the findings, maintaining competitive pricing, and embedding sustainable business practices into operations to guarantee long term business success.
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1.1 Background
An investigation into the viability and sustainability of a Martial Arts business in the contemporary economic climate.

The practice of martial arts has been praised for centuries not only for its physical benefits but also for its effect on emotional and mental development. Research suggests that these benefits range from improving cardiovascular health, to psychologically helping individuals with anger problems and promoting more discipline into their lives (Woodward, 2009).

Souza, (2023) suggested that martial arts in the form of Tai Chi can have a positive impact on individuals who are at the early stages of dementia. This condition debilitates the patient by firstly inflicting them with a mild cognitive impairment (MCI) which affects their physical and social functions. This can then be followed by Dementia where the individual can experience memory loss, language problems, changes in behaviour and sometimes total mood changes (Alzheimer's Society, 2019).
There is no cure. Nyman et al., (2019) agrees and further states that Tai Chi can have a positive effect on Alzheimer patients by also helping with the prevention of falls.

There is however research which suggests that more investigation needs to done to realise whether practising Tai Chi can have a positive effect on cognitive function, learning and memory if used at the MCI stage.   Jasim et al., (2023), suggests that the findings on this subject so far have been inconclusive and there is a need to conduct further research and trials to advocate the statement that Tai Chi can be used to slow down the process of MCI (Jasim et al., 2023).

Various styles such as Karate, Taekwondo, Jiu-Jitsu and Tai Chi to the more contemporary forms of Mixed Martial Arts (MMA) attract a wide range of students of all ages (Daniel, 2016). Research suggests that the interest in martial arts has remained constant, but through external changes to our business climate such as the recent global Pandemic there remains a changing future for any small business, and we must adapt and transform to survive (Fuller & Lloyd, 2019).

Seth (2024) agrees and suggests that in today’s climate the Martial arts business cannot survive by the dedication of the Master to teach and pass on the knowledge to his student alone. He must also navigate the world of the small business owner which involves, business development, including pricing, customer retention and marketing in a world which is constantly facing changes (Seth, 2024).

[bookmark: _Toc196760178]1.2 Purpose of this research

This research aims to investigate the benefits of martial arts in Carmarthenshire, and what steps need to be taken to maximise the potential of this business. It will look at the problems faced by small businesses today and the study will examine the threats and opportunities of the business to gain a better understanding of the viability and profitability of the chosen phenomena.  It will look at current businesses and investigate how any internal or external influences affect their current business model. This will provide the author with the data needed to examine this business and suggest any way in which they can improve their options for a viable and sustainable Martial arts business.

[bookmark: _Toc196760179]1.3 Research Objectives

The key objectives of this investigation were to firstly analyse the market conditions affecting martial arts businesses in 2024. This provided the author with a background into how other businesses were reacting to the changes experienced globally. 
It also allowed the owner to assess the financial and operational problems a business owner will have to navigate.
It examined sustainable business practises within this sector along with best business strategies, revenue streams, market trends, customer retention and the way in which the business can adapt to external influences and additionally economic changes were also scrutinised (Hermundsdottir and Aspelund, 2022).

[bookmark: _Toc196760180]1.4 Research Questions

The aim the study will focus on key questions which will be the basis of the complete dissertation.
· The first question will assess whether there is sufficient market demand for a martial arts business in Carmarthenshire.
· To identify the key factors that influence potential customers to join a martial arts school.
· To evaluate consumer expectations on pricing , class formats and frequency of attendance in this economic climate.
· To explore the value of sustainability and community engagement when choosing a martial arts provider.
· To recommend operational and marketing strategies that would make this martial arts school more viable and sustainable.
[bookmark: _Toc196760181]1.5 Dissertation Structure

The dissertation is organised into six chapters: an introduction, a review of relevant literature, an outline of the research methodology, a presentation of the findings, a critical analysis and discussion and finally conclusion and recommendations.

[bookmark: _Toc196760182]1.6 Hypothesis

“This study is based on the hypothesis that there is sufficient customer demand for a martial arts business in Carmarthenshire provided the business offers affordable pricing, high quality instruction and incorporates community and sustainability values.”







[bookmark: _Toc196760183]Literature Review 

A literature review was conducted to explore any relevant literature on the chosen phenomena, as findings imply that a literature review can identify gaps in the current knowledge, and allows the researcher to show that they are building on research that has already been done, it can also show that` the researcher has explored other research studies around the subject and it can uncover different points of view on the subject (Royal Literary Fund, 2014). 

[bookmark: _Toc196760184]Background

Martial arts refers to a broad range of combat and self-defence practices that are rooted in physical discipline, mental focus and cultural tradition. They encourage the unity of body and mind.
The benefits of practising a martial art extends further than physical fitness, regular participation can significantly improve cardiovascular health, strength, flexibility and coordination.
Mentally, martial arts help students to not only gain resilience, and focus , it also helps relieve stress and bodily tension. It promotes emotional wellbeing by teaching respect, patience and understanding.
Research suggests that aiming for a goal ,increases a person’s self-esteem and gives them a stronger sense of purpose.
Martials arts offers social benefits , providing the student with a sense of belonging and community within a safe and happy environment.
Martial arts offers a powerful tool for enhancing both body and mind.
In this study, the researcher explored the background of martial arts as a business model and proceed to explore the benefits of practising a martial art in terms of its physical, mental, and emotional effects (Pujari, 2024).


The economic impact on fitness industries will be examined and the
challenges faced by small businesses in today’s climate with particular focus on martial arts enterprises will be scrutinised.
The current trends associated with the fitness industry will be explored and the influences of external factors such as ‘obesity epidemics’ will be assessed.

The changes in automation and technology will be scrutinised in the context of how it could affect the fitness industry.

Sustainability strategies in service-based enterprises will be explored and the opportunities of diversifying the business with new revenue streams such as ‘private lessons’, clothing, embroidery or sales of trophies will be researched.
Methods of customer retention will be examined and whether a creation of ‘community’ could help retain students will be investigated.

Research suggests that small businesses account for over 99% of all businesses. The rate of closures however is very high with 20% of small businesses closing within the first year of trading therefore the importance of keeping a business in a viable position is essential (Voaden, 2024).
Ribeiro-Soriano, 2017, suggests that viability, in the context of small business refers to the ability of the business to be able to generate enough income to pay all expenses.
Sheykin, 2024, disagrees, and suggests that when a service-based business, such as a martial arts school is examined, viability can be measured not only by traditional business factors but also by important factors such as trust, community reputation and the credibility of the instructor.

Peter Drucker, 2023 a well-known business management consultant is often described as ‘the father of management’ because of his excellent work in the field of business management. He states that ‘all businesses need and deserve to be managed well’,
His ideas were that it was important to create a business culture and prophesied that it was essential to look ahead and plan for the future of the business. He suggested that even if a business is successful now, if they are not planning for the future, then the business will fail. His main emphasis was on innovation and marketing (Dublino, 2023).
Drucker’s theories were especially relevant to small businesses, he emphasised the need for flexibility, innovation and valuing the most important person to the business, the customer (Rao, 2018). 

In the evolving landscape of fitness and personal development, innovation and marketing have become essential for the sustainability of the martial arts business. Considering innovation and marketing within a martial arts business, customer needs is of equal importance, so the emphasis of the business model needs to reflect what customers need.  Research suggests that customer needs are also at the forefront of Government initiatives and aligning with these will assist with successfully obtaining additional funding to support the sustainability of the business( Public Health Wales, 2023). 

Economic Factors

Boulay, 2024, suggests that since the Covid-19 outbreak, which resulted in widespread closures, loss of memberships and the enforced need to offer services online has had a devastating effect on the fitness industry.
Wellness Living, 2022, agrees and suggests that the fitness industry lost 29.2 billion dollars. The statistics also state that from January 2022 a total of 30% of fitness establishments have closed.
The number of people attending a gym dropped by 27%, and the business revenue dropped by 47% (Rada and Szabó, 2022). Martial arts schools were no exception to this trend, with membership numbers falling, many closed, and others were left wondering what would become of their business. Tooke (2020) suggested that each business owner must plan for their future and find the smallest spark of light when they are faced with a dark tunnel.

Looking at martial arts classes in particular, the business has changed.  Now, there are online platforms which demonstrate the ‘katas’ and show students how to do the perfect ‘block’. Tooke (2020) suggests that instead of treating this as a loss of students, the shrewd business owner needs to use this situation as an exercise in innovation and offer this service as part of their business.

One major area of innovation lies within the class structure and delivery. The integration of hybrid models of teaching has expanded access and helped retain customers during a very disruptive time of when we experienced the Covid-19 pandemic.
Research shows that this has allowed the martial arts lesson to come alive in each and everyone’s homes. The ability to offer one to one classes and even group streamed sessions is no longer an idea but a reality. This has become of interest to the younger tech- savvy individuals (Ejuchegahi Anthony Angwaomaodoko, 2024).

Classes are now being offered as ladies only or anti bullying workshops and there is no end to the scope this can go to. However there must always be that consideration that the live class is best.


Since the pandemic, research shows that in general, people have become more value-conscious and are careful on how they spend their money (Deloitte, 2024).
Research suggests that monthly subscriptions offer several key advantages over weekly payment models for martial arts business, both in terms of financial stability and customer retention. Firstly it offers a more predictable cash flow for the business which is essential when planning for such payments as rent or utilities. It can also save the banking costs which would only be one transaction rather than multiple transactions. This proves to be a better method of payment than weekly subsections which can fluctuate and result in missed lessons and so cause a loss of revenue.
From the customer perspective the monthly payment would show a commitment to the club. This can promote feelings of belonging and so encourage loyalty and support to the business (KUMAR, 2023).

The Martial Arts business can be seen by some as a luxury, instead of a tool for personal development, discipline, health and self-defence (Collins,2024).
Public Health Wales, agrees and acknowledge the importance of health and wellbeing.  

Research by Chan, (2018) argues that many Martial Arts Instructors are passionate about their business and their ‘art’ but are poorly equipped to deal with the entrepreneurial demands on them when running their business. This he suggests results in inefficiencies in marketing, financial planning and customer relations.

The revenue stream for a martial arts business is usually split into many groups but it can be generally summarised to three main groups. 
· Group classes – The main source of income, usually for beginners to intermediate students from lesson fees and membership fees. 
· Private Sessions – One-to-one training, usually charged at a higher fee.
· Merchandise and gradings – Uniforms, club badges, grading fees, equipment and training videos (Martial, 2025).
These are the most important ways to increase revenue, however, member-admin, 2023, suggests that the other ways to increase revenue are

· Hosting birthday parties – This is an excellent way to introduce people to the world of karate training.
· Hosting weekend workshops.
· Offering wellness programmes such as Tai Chi seated classes.
· Offer affiliate programmes by offering a slimming club a place to host their class and offer fitness training as a package deal
· Offering a weekend workshop where martial arts are taught combining a holiday and promoting the business.

The business manager should try and channel his expertise not only to teaching but also to his endeavours as an entrepreneur (Zwilling,2011). 

Schleckser, (2024) suggested that the best way to keep a business viable was to look after the clients. Recruitment is essential to any club or business, but it is retention that keeps the viability of the business.
Langford, 2014, agrees and suggests that small businesses must rely on their entrepreneur expertise and innovation, adapt to their environment and have sufficient resources. They must always accommodate these factors into a business model that would keep the needs of the business at its forefront.

Jones, (2020) agrees and suggests that if retention is handled correctly, then there is a ready-made base for recruitment. If a business or club has a high retention rate, then it is generally a well-run run happy place and recruiting new members is an easy task. The cost of recruiting new members is generally higher than retaining the older, more established members.
The main reason why retention is more important than recruitment is that if the retention rate is low, then it is a signal that there is a problem with the business. This doesn’t by any means suggest that recruitment is not important.
Research further suggests that recruiting new members is a product of a good marketing campaign, but retaining members is due to not only marketing but also by giving an excellent membership experience.
A martial arts business can be described as an experiential service, students are attracted to the club by the reputation of the instructor and the general ethos of the business.

The marketing strategy of the business must capitalise on this and produce a web page to market the club in general. In todays digital and competitive marketplace, having a website and a proactive social media presence is no longer optional for a martial arts business, it is essential.
Research suggests that a well-designed webpage can act as the front door of the business, offering potential students and parents a first impression of the schools values, professionalism, and displaying what it has to offer (Dwivedi et al., 2021).

The web page would have key information, such as class schedules, pricing, testimonials and a section on how to enrol.
Importantly, customers would usually research a business before enrolling and so this must portray the excellent offerings of the club (NI Business, 2019).

It could have links to other blogs which can highlight the activities of the martial arts club through the use of videos and photographs of previous events, this could include presentations of belts and trophies. This website could also be used as a platform for booking and paying for lessons.
Equally important is the use of social media platforms such as ‘Facebook’ and ‘TikTok’ to build visibility and encourage participation in community engagement.

Digital marketing through social media can be extremely cost effective.
Targeted advertising allows the business to reach the target audience without it costing any money (NI Business, 2019).


Sustainability in a martial arts setting can be described as the long-term health and adaptability of the business. 
Research suggests that there are several sustainability strategies that can be utilised in a martial arts setting

· Diversification – By offering additional complimentary classes such as personal training, self-defence classes, summer camps and Tai Chi classes there is a way to increase income and lessen any risk.
· Digital Technology – By offering online classes to people who are perhaps housebound or unable to attend classes can increase the income of the business. Offering training DVD’s to encourage extra training is another source of income.
· Engagement with local community – This is a key point, in that by forging close relationships with the community there is a way of encouraging a support network which in itself is a method of recruitment and retention.
· Transparency – Offering clear student progression in the form of grading for belts  and acknowledgment through certificates and awards, will increase the retention of students who want to complete the course to black belt and beyond (Rozmiarek, 2024). 

[bookmark: _Toc196659044]This literature review suggests that although there is research about the sustainability of small businesses, the research specific to martial arts business is limited. There are gaps in the research of financial models of martial arts schools, and how martial arts business owners adapt to economic pressures despite being totally committed to their business.
Nevertheless, it demonstrates that even though martial arts businesses face many challenges and also have many opportunities, they are able to achieve sustainability through forward thinking strategies, adaptability and the understanding of their customer needs.
The viability of the martial arts business depends on not only expert instruction but also a good clear understanding of business practices including marketing, client recruitment and retention.




[bookmark: _Toc196760185]Methodology 


Research suggests that it is essential to gain ethical approval from the University’s research ethics committee to ensure that it has been checked and passed as correct before distributing any questionnaire (Research Ethics Committee, 2016).
The reason for gaining this permission is to ensure that the studies are conducted in a rigorous, honest, respectful and transparent way. This not only protects the participants but also the researcher. (Research Ethics Committee, 2016). 
Research suggests that the best methodological approach for a research question will depend on what information is needed (Thattamparambil, 2020).

There are two types of research methods, qualitative and quantitative, and some researchers use a mixed methods which is a combination of both. 
Research suggests that there is an age-old debate as to which method to use in a research study, but there are certain factors which lends itself to adopt a certain method (Mulisa, 2022).
Mulisa, 2022, further suggests that the choice of which research method to use is more about philosophical orientation that are underpinned by history than any actual distinctions between the two. The use of either or both would yield results, but it is the nature of the results that is of importance.
Quantitative research primarily allows the researcher to gather numerical data which can be used to analyse patterns or relationships (Watson, 2015). Qualitative research is often used by researchers to gather information that is deeper and can capture experiences that would not come to the surface with quantitative data (Williams, 2021).

There is a case for using both qualitative and quantitative data, the advantages are that the researcher can get a complete picture by combining both methods. It allows the triangulation of the data so that the researcher can prove its validity and reliability (Östlund et al., 2011).
The disadvantage to using both methods is the time restraints, and the possible subjective data could lead to bias and skew the results.


The researcher used a quantitative approach for this study.
The study will use questionnaires to obtain primary data. Participants will be canvassed via social media. This will allow the author to gather a broader, more diverse collection of opinions and experiences of people who are involved or interested in the business of martial arts.
The author, a martial artist of over 30 years and business owner, has a valid interest in the results of this study. The problems faced by small businesses post-COVID-19 pandemic, especially in the fitness industry, have increased the significance of this research.
Crick, 2020,suggests that the author must be careful not to impose any ideas or feelings about the business of martial arts to any of the participants as this could be seen as bias and could result in skewed results. 

[bookmark: _Toc196760186]Research Design

This research will use a quantitative design, focusing on gathering numerical data to identify patterns, trends, and relationships.
The emphasis is to gather measurable data about the performance of the business, the challenges it is facing, and any adaptation strategies applicable to the business. It can be used to highlight any strengths or weaknesses that need to be addressed to significantly assist in moving the business forward.

[bookmark: _Toc196760187]Questionnaire Design

The structured questionnaire was designed to provide some clarity on the study’s main questions. This type of structuring allowed the author to standardise the questions, which would allow the results to be analysed objectively. 
It included eighteen questions divided into sections of 

· Demographic data – Age, gender, interests in martial arts.
· Interest and Experience in Martial Arts – interests and participation
· Preferences for Martial Arts Classes – Importance of instructor/ time/day.
· Awareness of Local Martial Arts options – Current awareness
· Pricing and Value Perception – Payment preferences
· Sustainability and Social Responsibility – Opinion on sustainability
· Motivators for joining Martial Arts – Reasons for training/ type.
 
The questionnaire was thematically structured to ensure that all relevant parts of the research were addressed. Grouping questions into themes such as demographics, experiences etc allowed for a more organised data collection process and enabled a more targeted analysis. It also allowed the questionnaire to flow and provided the participants with easier reading. This flow also allowed the author to later correlate specific data more effectively.

	THEME
	QUESTION NUMBERS
	QUESTION

	Demographic
Information
	
1-4
	1.Where do you live in Carmarthenshire?
2. How old are you?
3.What is your gender?
4.What is your occupation?


	Interest and Experience in Martial Arts
	
5-8
	5.What interests you in martial arts?
6. Have you ever practised martial arts?
7.What martial arts style have you trained in?
8.Are you currently interested in joining a martial arts club?

	Preferences for martial arts

	
9-11
13-14
	9.What is important when choosing a martial arts class?
10.What is your preferred class frequency?
11.What is your preferred class duration?
13 What time of day do you prefer to attend a class?
14. Are you interested in different types of classes?

	Awareness of other Classes
	
12
	12.Do you go to or are you aware of other classes in the area?


	Pricing and Value Perception
	
15, 18
	15. How much would you pay for a group lesson?
18. Please rank these in order of preference which may make you choose us over competitors.


	Sustainability and Social responsibility
	
16
	16. How important is it for you that a martial arts business supports sustainable practices?


	Motivators for joining a martial arts class
	
17
	What factors would encourage you to join a martial arts class?




“Source: Author’s own questionnaire design,2025”

[bookmark: _Toc196760188]

Data Collection

Data were collected through an open online survey distributed on a social media site and also distributed as a hard copy questionnaire and circulated to current members of the martial arts club.
Participants were self-selecting, meaning that anyone with an interest could participate in the questionnaire. This allowed for a more diverse and varied dataset, thus providing richer and robust data. There was a stipulation at the onset to ascertain where the participant lived, this was done to allow the researcher to study the population of Carmarthenshire in particular. 
The questionnaire carried a paragraph at the onset stating that  
‘The purpose of this survey is to collect your feedback on the viability and sustainability of a Martial arts business in today's economic climate. Businesses are all finding it difficult to keep a sustainable yet viable business in local communities. This survey will examine the opinion of participants regarding their preferences and views and will use this research in the completion of the dissertation.
All responses will be kept confidential and used only for this research. If you wish to obtain the final results of this survey please contact the author on 1910735@student.uwtsd.ac.uk.
Please note that by continuing to complete this questionnaire you are indicating your voluntary consent to participate Thank you for completing the survey’  (Appendix 1).

Responses were gathered over a two-week period between 17th March 2025 – 31st March 2025.

[bookmark: _Toc196760189]Data Analysis

Data were organised and analysed by using the Microsoft Excel package.
The data was gathered and displayed as charts and graphs to offer a visual result. Research suggests that this way of displaying results makes it easier for the reader to compare and highlight patterns and relationships (Divecha, Tullu and Karande, 2023).

[bookmark: _Toc196760190]Ethical Considerations

An ethics form was completed prior to gathering any information from participants. This ensured that all participants would be treated respectfully, transparently, in an honest way and also ensured the protection of the interests of both participants and the author.
The rules for gathering ethical research was followed, including confidentiality, anonymity and voluntary participation by all participants.
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Findings and Analysis 

The results of the quantitative research will be presented in the form of graphs and pie charts. The data will be analysed using a Microsoft Excel package. Research suggests that Excel is a powerful software package that is user-friendly and can analyse large amounts of data relating to consumer opinion. It can show results in a variety of ways. This type of statistical data analysis will be used as it will prove or disprove the validity of the research (Agarwal, 2021).
The questionnaire can be seen in Appendix 1, and the collated results will be analysed using thematic analysis, and the overall results will be discussed in the discussion section.

[bookmark: _Toc196760192]Questionnaire Results and Key Findings


From a business perspective of setting up a martial arts club, the most important findings were that the location of the club was of the greatest importance for the participants and that sustainability practices were also high.

Some of the results were not as expected.  In particular, the reason for taking up martial arts, which scored the lowest, was fighting and competitions, with only 7% of participants citing this as the reason.  The reasons most people took up classes were to improve their fitness (95%), improve their confidence (70%), for relaxation (79%), social interaction (73%) and self-defence (83%). 
 
Some of the results, however, were as expected. There were participants in all age categories, with the majority of responses from the age group 26 to 35 years and there were almost equal responses from males and females.  This is representative of the students I work with, as I teach both men and women and have students of all ages. 

There were 105 respondents however, 5 were discounted because they did not answer all the questions.  Some of the questions allowed participants to comment on more than one category, which explains some of the scoring.  
1.Where do you live in Carmarthenshire?




Figure 1: Graphical representation of the location of participants


Figure 1 shows the Geographical Spread of where in Carmarthenshire the participants live.  Most people were based in the Gwendraeth Valley, specifically Pontyberem (26%) and Crosshands (25%) but there was also interest from surrounding areas such as Carmarthen (12%), Llanelli (21%) and Ammanford (17%) towns.



2.How old are you?




Figure 2: Age categories of participants 

In Figure 2 it shows that the majority of participants (29 %) were aged between 26 and 35years with all other age groups evenly distributed with 22% in age category 18-25 years; 19% in age category 36-45 years; 19% in age category 46-55 years and 17% in age category 55 years and over. 

3.What is your gender?

 



Figure 3: Gender of Participants 

This graph in Figure 3 shows that there were slightly more female respondents (54%) compared to male respondents (45%). 7 % of the participants preferred not to state their gender.  












4.What is your occupation?



















Figure 4: Occupation of participants

Occupation – There was a diverse range of professions represented from teachers, to police officers, cashiers and self-employed individuals (53%) There were also unemployed participants (14%), students (16%) and 17% retired people.
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5.What interests you in martial arts?  


Martial Arts interest and Experience





Figure 5: Reasons why participants chose Martial Arts

The participants expressed a variety of reasons why they were interested in Martial Arts: Fitness (95%), Self-defence (83%), Confidence (70%), Relaxation (79%), Social interaction (73%), Fighting/Competition (7%).


6.Have you ever practised martial arts?




Figure 6: Prior Participation in Martial Arts

The results showed an almost equal split of those who had practised martial arts before (44%) compared to 56% who had never participated in any martial arts before.

7.What martial arts style have you trained in?




Figure 7: Style of Martial Arts

Previous training in different martial arts included: Karate (18%), Judo (24%), Aikido (7%) and Tai Chi (3%) but the majority of participants (56%) had not done any form of martial arts before.
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Consumer Preferences for Classes


8.Are you currently interested in joining a martial arts class?




Figure 8: interest in joining a Martial Arts class
There was a high percentage interested in joining a martial arts class (74%) with 23% of participants saying ‘maybe’ and 3% not interested in joining a class at the moment.



9.What is important when choosing a martial arts school?




Figure 9: important factors when choosing a Martial Arts club

This question allowed the participants to select numerous answers, the most important factors were Quality of instructor (96%), location (101%), cost (99%), schedule (64%), School reputation (55%) and facilities (46%). 


10.What is your preferred class frequency?






Figure 10: Preferred class frequency 
The results showed that participants favoured twice a week as an optimum frequency to train (55%), 28% of people chose to train three times in a week, while 21% preferred to train once a week. Only two people chose more than three times a week.
















11.What is your preferred class duration?






Figure 11: Preferred class duration
The results showed that the majority of people preferred classes of 60 minutes (96%), and 28 preferred 45-minute classes (28%). There were 5% of people who chose a 90-minute class and 3% of people who chose the 30-minute class.

12.Do you go to or are you familiar with other classes in the area?




Figure 12: Participation in other sports 
The results showed that only 7% of the participants were aware of other classes in the area, whereas 93% did not know of any other classes in the area.



13.What time of day do you prefer to attend a martial arts class?






Figure 13: Preferred time of day for classes
Almost all preferred an evening class with 77% choosing this option. Afternoon classes were chosen by 8% of the participants while 15% chose morning classes.

















14.Are you interested in different types of  classes?





Figure 14: Preference for other types of class

The majority of participants (81%) preferred group classes, while 73% opted for private lessons, and workshops scored 61%. Individual training scored 42%.




15.How much would you pay per group session for a martial arts lesson?





Figure 15: How much participants were willing to pay for a  group session 

The highest score of group classes showed a willingness to pay £6-£10 per session (82%). Less than £6 was chosen by 4% of the cohort group, only 14 % would pay £10-£15 in this area.



16.How important is it for you that a martial arts business support sustainability?




 Figure 16: Importance of choosing a martial arts business which supports sustainability

The importance of sustainability was extremely important to 66% of the participants and important to 30% of the participants. Of the participants, 9% did not know, and 1% stated that it was of no importance.












17.What factors would encourage you to join a martial arts class?





Figure 17: Factors which would encourage the participants to join a martial arts class

The main reasons for joining a class were the desired location (93%) with cost  a close second (91%). Combatting bullying and self-defence were given as a reason by 19% of the participants. Peer pressure was given by one participant of the group. The last factor the desire to learn a new skill was recorded by 47% of people.






















18.Please rank the following factors in order of importance, which may make you choose us over competitors.

Better reputation
Better personalization offerings
Better facilities
Better location
Fairer pricing
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Figure 18. Preferred choice over competition
Participants were asked to rank in order of preference.
The results showed that reputation (68%) was a major factor in choosing one club over another. Fair pricing was the second factor (19%), better location, special deals and better facilities scored 32%, 4% and 21% respectively.
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This dissertation was written to explore the viability and sustainability of a martial arts business in the contemporary economic climate’
The results have been analysed and have shown that there are many ways in which a business can ensure their business stays viable and sustainable in this economic climate.
The research questions were considered and the results analysed.

· The first question will assess whether there is sufficient market demand for a martial arts business in Carmarthenshire.
· To identify the key factors that influence potential customers to join a martial arts school.
· To evaluate consumer expectations on pricing, class formats and frequency of attendance in this economic climate.
· To explore the value of sustainability and community engagement when choosing a martial arts provider.
· To recommend operational and marketing strategies that would make this martial arts school more viable and sustainable.

The demographic area was explored and with the first question in mind it was suggested that the target market for a martial arts school would be adults aged between 26-45. This would allow the business to target that age group but also seek to attract younger age groups, perhaps the children of that age group and the older generation with more gentle fitness in mind. This opens a wider appeal across all age groups and genders and would allow flexible marketing strategies. 

The highest scoring reasons for motivating an individual to try a martial art is for fitness and self-defence reasons. This could suggest that any marketing strategies should emphasise the physical and health benefits of practising a martial art. 
This result is supported by existing literature where there is an increase of 65% of exercisers between the age of 25-34 years old since Covid 19 pandemic (PureGym, 2024).


To widen the marketing area the benefits of Tai Chi for relaxation could be emphasised to incorporate the elderly or disabled of the community.
This can be supported by research where it states that Tai Chi is beneficial to mental and physical fitness (Sani et al., 2023).

The consumer preferences were for the traditional group evening class but to upsell the marketing strategies could include children for a weekend or after school class, or daytime classes for the retired or disabled of the community. This offers an excellent opportunity to promote the martial arts business by presenting a ‘pop-up’ events roadshow where the business would travel around the locality demonstrating the art of Karate and Tai Chi and encouraging bystanders to take part. This would demonstrate the transparency and gentle nature of the martial arts and take away the stigma of an aggressive intimidating sport that is sometimes shown in films and the media (Harwood, Lavidor and Rassovsky, 2017).


The quality of Instruction offered at the club, was shown to be the most popular reason for participants to join a martial arts club. To ensure continued quality supervision and teaching, it would be prudent to promote from within. So black belts trained to a high degree could be offered a position as coach, this way it would keep the standard uniform and keep the excellent reputation of the business.
This would also encourage the individual black belt to increase their knowledge and enthusiasm in the art, and through this the individual would experience a greater feeling of self-worth. This in turn would set an example for other students to progress in their own training.

As discussed in the literature review, pricing is of importance to the potential student but the £6-£10 range is a good price to be able to make a good profit margin. The aim would be to encourage tournaments and workshops to enhance interest and revenue. The business strategy as shown in the table below could be to offer family discounts, or half price taster sessions to gather interest in the sport.
Group classes were shown to be the most popular, with a frequency of twice weekly attendance in evening classes.
This would suit the most popular age group of 26-45 years old, and leaves the option for morning classes for the older generation, retired or disabled and afternoons or after school for children’s classes.

An important finding from this study is the emerging significance of sustainability and community engagement within the context of the martial arts business.
While traditional martial arts schools have focused on discipline, kill development and physical conditioning, there is a growing expectation from modern students that this business also demonstrates a social and environmental responsibility.
Although the survey results showed only a moderate interest by the participants in sustainability related issues, a number of participants did consider issues such as eco-friendly facilities, energy efficiency and recycling to be ‘somewhat important’.
This reflects a broader societal shift in which ethical business practices are becoming more relevant to people in the decision making process.
Community involvement was consistently valued by participants and businesses were applauded if they contributed to the local community.
This reinforces the idea that martial arts is in a good position to serve as a platform for community cohesion and empowerment.
For the business owner, this offers an opportunity to forge close links with the community by aligning the services they offer with social values.
The final point to introduce operational and marketing strategies to ensure a viable and sustainable business is to ensure all these factors are included in the strategy to promote the business.

Thematic patterns emerging from the data are summarised in Figure 19 below,
highlighting the main factors influencing consumer for the martial arts business.
Theme from Findings and Implications for business strategy.


	Theme
	Key Findings
	Implications for
Business

	Consumer
Demand
	Strong Interest in fitness, self-defence, and confidence building.
	Focus marketing on health, personal development and self-defence.

	Pricing
	£6 - £10
Preferred, value for money critical.

	Set competitive prices 
Think of loyalty discounts or group prices.

	Scheduling Preferences
	Evenings preferred, Twice weekly classes most popular.
	Structure group lesson in the evening and offer flexible attendance.

	Class Format
	Group Classes preferred but interest in private lessons and workshops too.
	Offer a variety of classes to capture different age groups too

	Quality of Instruction
	Quality of teaching was the most important factor in choice of school
	Promote from within so that quality of teaching is maintained

	Community & Sustainability Values
	Moderate importance on eco-friendly practices and community engagement.
	Promote community engagement and sustainable practices throughout

	Competition
Awareness
	Mixed knowledge of other Martial arts schools in the area.
	Offer superior service and strong brand image to beat competition.
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Conclusion 
This final chapter will summarise the key findings of the research, evaluating their implications in relation to the study’s objectives and offer recommendations for future research.
It also highlights the limitations of the study of exploring the viability and sustainability of a martial arts business in Carmarthenshire.

Building upon the key elements discussed in the previous chapter, the following section will summarise the key conclusions taken from the research and present recommendations for the continued success of a martial arts business.
In a challenging environment of small businesses the exploration into the sustainability of a Martial Arts enterprise is essential for the business to be successful. This proposal outlines the main protocol that was followed to conduct an in depth investigation into the sustainability of a Martial Arts business in today’s economic climate, and the necessary changes and adaptations needed to ensure a prosperous future.

Summary of the key findings

The summary of results from the questionnaire, completed by a total of 105 people, gathered on social media over two weeks showed several key insights.

· There is a definite demand for martial arts classes, particularly among adults aged 26-45 years of age with a strong interest in fitness, confidence building and self-defence. This indicated that martial arts is not viewed solely as a combat sport but also as a holistic personal development tool.
· Participants emphasised the importance of good quality instruction, affordability and convenient scheduling of classes when choosing a martial arts school.
· There was an interest in private lessons and workshops but the main choice of classes were group sessions.
· The most acceptable price range was between £6 and £10 pounds per group session.
· While environmental sustainability was not a leading factor in the decision making, community engagement and ethical practices were perceived as moderately important to a number of participants. This could suggest that a business who promotes themselves as being socially responsible and demonstrate that they practice this in their everyday tasks they could gain a reputational advantage on any competitors.


[bookmark: _Toc196760198]Limitations of the study

This study has offered many useful insights into the business of martial arts however there are some limitations which must be acknowledged.

The relatively small sample size may not capture the opinions of the wider population of Carmarthenshire, and so further research is needed to verify these trends across a broader population.
The author has a keen interest in the martial arts business and so this may make the reporting susceptible to bias.
It could be acknowledged that influences from external factors such as the ‘cost of living crisis’  may affect the attendance of  people to fitness establishments.

Recommendations

The results of this study could be of great significance to any aspiring martial artist who has the inclination to open a martial arts training business in a rural setting such as Carmarthenshire.
· Future research could include qualitative interviews with current martial arts business owners to explore operational challenges and success factors.
· The survey could include more participants and cover a broader geographical area which would produce richer data.
· The financial feasibility could be explored through business modelling, start-up costs, profit margins and retention figures.
· The use of tiered pricing structures to include family discounts.
· Developing taster sessions to increase awareness of the advantages of the art.

This study concludes that a martial arts business should prove to be viable and sustainable in this economic age, providing it is continues to understand the local consumer needs.
Ultimately martial arts represents more than a physical activity, it fosters discipline, empowerment and inclusion thus supporting the hypothesis that

‘There is sufficient customer demand for a martial arts business in Carmarthenshire provided the business offers affordable pricing, high quality instruction and incorporates community and sustainability values.”
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Appendices



Appendix  1 - Questionnaire

An investigation into the viability of a martial arts business

The purpose of this survey is to collect your feedback on the viability and sustainability of a Martial arts business in today's economic climate. Businesses are all finding it difficult to keep a sustainable yet viable business in local communities. This survey will examine the opinion of participants regarding their preferences and views and will use this research in the completion of the dissertation.
All responses will be kept confidential and used only for this research. If you wish to obtain the final results of this survey please contact the author on 1910735@student.uwtsd.ac.uk.
Please note that by continuing to complete this questionnaire you are indicating your voluntary consent to participate Thank you for completing the survey.



1.Where do you live in Carmarthenshire?


 2.How old are you?

18 - 25 
26 - 35 
36 - 45
46 - 55 
> 55

3.What is your gender?
Woman
Man
Prefer not to say

4.What is your occupation?


5.What interests you in martial arts?  

Select all that apply

Fitness
Self defence
Competition  / Fighting
Confidence
Relaxation
Social interaction
6.Have you ever practised martial arts?

Yes
No

7.What martial arts style have you trained in?

Select all that apply

I haven't done it before
Karate
Tai Chi
Kung fu
Akedo
Judo

8.Are you currently interested in joining a martial arts class?

Yes
No
Maybe

9.What is important when choosing a martial arts school?

Select all that apply

Quality of instruction
Location
Cost
Class Schedule
School reputation
Facility amenities

10.What is your preferred class frequency?

Once a week
Twice a week
Three times a week
More than three times a week

11.What is your preferred class duration?

30 mins
45 mins
60 mins
90 mins

12.Do you go to or are you familiar with other classes in the area?

Please skip this section if you are not aware of any similar services.





13.What time of day do you prefer to attend a martial arts class?

Morning
Afternoon
Evening

14.Are you interested in different types of  classes?

Select all that apply. 

Individual
Private lessons
Workshops
Group

15.How much would you pay per group session for a martial arts lesson?
Less than £6
£6 - £10
£10-£15

16.How important is it for you that a martial arts business support sustainability?
	
	Don't know
	Somewhat important
	Extremely important
	Not 

	Brand and reputation
	
	
	
	

	Value for the price
	
	
	
	

	Eco friendly facilities
	
	
	
	

	Energy efficient lighting
	
	
	
	

	Recycling
	
	
	
	

	Community focus
	
	
	
	



17.What factors would encourage you to join a martial arts class?

Select all that apply. 

Location
Cost
Peer pressure
Fitness level
Desire to learn a new skill
Combat Bullying

18.Please rank the following factors in order of importance, which may make you choose us over competitors.

Better reputation
Better personalization offerings
Better facilities
Better location
Fairer pricing

Submit
Participants Home Area

Ammanford	Pontyberem	Crosshands	Llanelli	17	26	25	21	

Age of Participants in years

18-25	26-35	36-45	46-55	>	 55	22	29	19	19	17	


Gender of Participants

Women	Men	Prefer not to say	54	45	7	

Occupation of Participants

Unemployed	Retired	Student	Employed	14	17	16	53	


What intrested the participants in choosing Martial Arts

Fitness	Self Defence	Competition	Confidence	Relaxation	social Interaction	95	83	7	70	79	73	


Prior Participation in Martial Arts


Yes	No	48	52	

Style of Martial Arts

Never	Karate	Tai Chi	Kung fu	Akedo	Judo	56	18	3	0	7	24	


Intrest in joining a Class

yes	maybe	no	74	23	3	

Important Factors when choosing a Club

Quality of Instructor	Location	Cost	Shedule 	Reputation	Facilities	96	100	99	64	55	46	


Preferred Class Frequency


 1 x week	2 x week	3 x week 	more than 3 times	21	54	28	2	

Preferred Class Duration

30mins	45 mins	60 mins	90 mins	3	28	69	5	

Participating in Other Sports

No	Yes	93	7	

Preference of Training Time

Morning	Afternoon	Evening	15	8	77	


Preferred Class Type

Individual	Groups	Private	Workshops	42	81	73	61	

Preferred Price of Lesson

<	£6	£6-£10	£10-£15	4	83	13	


Importance of Sustainability

Don't Know	Somewhat important	Extremely important	Not important	9	30	66	1	


Factors encouraging participants to join a class

Cost	Fitness Level	Location	Peer Pressure	New Skill	Bullying	91	90	93	1	47	19	


Preferred Choice over Competition

Reputation	Pricing	Location	Facilities	Special Deals	68	15	11	9	1	
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