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1. [bookmark: _Int_HAgOpmDG][bookmark: _Int_4nhbCY5M][bookmark: _Int_zKKh8Zxj]This analysis aims to identify trends, patterns, and insights from the responses to the T&T Dustbuster’s cleaning service questionnaire. The responses can help the company understand customer preferences, market demand, and potential opportunities for growth, T&T Dustbusters can take a strategic approach by prioritising key aspects of their services and tailoring their offerings to meet customer preferences. 50% of respondents require cleaning services weekly, followed by 19% requesting fortnightly services, and 31% requiring services once a month. According to a survey by Home Advisor (2020), 50% of respondents prefer weekly cleaning services, this indicates a strong demand for regular, ongoing cleaning services and T&T Dustbusters should prioritise offering flexible and customisable cleaning schedules, a survey by Clutch (2017) found that flexible scheduling is important for 58% of clients when choosing a cleaning service provider. Implementing weekly, bi-weekly, and monthly service packages can cater to the diverse needs of potential clients. 81% of respondents have used a cleaning service before, with 19% using services regularly. This indicates that most respondents are familiar with professional cleaning services and may be open to trying a new provider. a study by the International Journal of Business and Management (2020) revealed that customers prioritise quality of service and reliability when selecting a cleaning service provider. In the questionnaire 69% of respondents identified the quality of service as the most crucial factor, followed by price at 6%. This highlights the importance of emphasising quality service delivery in marketing and promotional materials, to build a strong reputation, my business should focus on providing high-quality and consistent cleaning services. This can be achieved through regular training, performance review, and quality control measures. according to a report by MarketWatch (2021), the market for specialised cleaning services, such as deep cleaning and window cleaning, is expected to grow in the coming years. According to my survey ,44% of respondents expressed interest in deep cleaning services, followed by window cleaning (38%) and move-out cleaning (13%). T&T Dustbusters can increase the appeal for services and attract more clients by promoting these services through targeted marketing campaigns can help boost awareness and generate interest, offering these additional services may attract more clients and increase revenue. The results conducted by Nielsen (2019), where 81% of respondents felt that companies should help improve the environment and like this survey 75% of respondents prefer eco-friendly cleaning products, with 25% opting for scented products. As reported by the Environmental protection Agency (2020) consumers prefer eco-friendly cleaning products, prioritising environmentally friendly cleaning products align with customer preferences and contributes to a positive brand image. We need to promote our commitment to sustainability in our marketing efforts by partnering with eco-friendly suppliers, implementing recycling programs, and using non-toxic cleaning products can help attract environmentally conscious clients. 25% of respondents require specialised cleaning services, indicating that catering to specific needs could be a potential growth area for the company to differentiate us from competitors and establish a difference in the market. 44% of respondents prefer morning cleaning followed by 31% opting for afternoon services, offering flexible scheduling options can accommodate various customer preferences, attract more clients, and maximise customer satisfaction. 88% of respondents are open to using an online platform or app for booking and managing cleaning services. Implementing a user-friendly digital platform can improve customer experience and streamline service management, such as an app. This aligns  with the growing popularity of on-demand service platforms, such as Uber and Airbnb, and emphasises the importance of investing in digital solutions to improve customer experience and streamline service management (Salesforce, 2020).Investing in digital solutions for booking and managing cleaning services can greatly improve the customer experience, and a well-designed and intuitive platform can streamline the process for clients, making T&T Dustbusters a more attractive option in the market. 44% of respondents require living room cleaning, followed by 38% for kitchen cleaning and 19% for bathroom cleaning, focusing on these areas and tailoring services accordingly can enhance customer satisfaction. Finally, 81% of respondents are either very likely or somewhat likely to use a cleaning service, indicating a promising market for T&T Dustbusters. By implementing these strategies, T&T Dustbusters can address customer preferences, improve our competitiveness, and establish ourselves as a leading provider of high-quality and tailored cleaning services. Regularly revisiting the insights from the questionnaire and conducting additional marketing research can help my company remain competitive and adaptable in the ever-evolving cleaning industry. These insights gathered from the questionnaire can serve as a valuable tool to refine, improve, or validate my business idea by aligning our offerings with the preferences of our target market. The survey findings validate the demand for residential and commercial cleaning, with 81% of respondents likely to use such services. This demonstrates that there is a market for T&T Dustbusters offerings. The insights can be used to refine service offerings by prioritising the most sought-after services. For instance, deep cleaning, window cleaning, and move-out cleaning should be included in our portfolio to meet the demands of potential clients. The survey findings provide a foundation for refining my business idea and aligning it with the needs and preferences of the target market. By considering this, the company can improve its service offerings, customer experience, and overall competitiveness in the cleaning industry.

6. [bookmark: _Int_5oFhBDTc]The majority of respondents prefer weekly or fortnightly cleaning services, in my website I should highlight flexible scheduling options and in my marketing materials, emphasising the ability to accommodate varying cleaning frequencies. Most respondents have used a cleaning service before, indicating that my business should highlight testimonials and case studies to build trust and credibility among our potential clients. The survey respondents expressed interest in deep cleaning, window cleaning, and move-out cleaning services, which I can prominently feature these services on the website and create targeted marketing campaigns to generate awareness and attract potential clients. By including these key insights into T&T Dustbusters’ website and marketing materials, I can better align our brand messaging with customer preferences, effectively communicate our unique value proposition, and attract and retain more clients. I effectively utilised the insights from the questionnaire data to create a targeted and optimised website, dustbusters.net, catering to the business’ audiences’ preferences and search behaviour. 
7. The questionnaire data indicated varying cleaning frequency preferences, with 50% opting for weekly services, 19% for fortnightly, and 31% monthly. The website addresses these preferences by prominently featuring flexible scheduling options on the homepage, ensuring potential clients can easily find the information they need (Kotler & Armstrong, 2018). This targeted approach demonstrates the importance of market segmentation and understanding customer needs for catering effective marketing strategies (Weinstein, 2004). Respondents also expressed interest in additional cleaning services, such as deep cleaning (44%), window cleaning (38%), and move-out cleaning (13%). The services page highlights these offerings, making it easy for users to identify the desired services. This targeted approach appeals to specific audience segments and displays the company's ability to meet diverse cleaning needs. this highlights the significance of adapting products and services to customer preferences for maintaining a competitive advantage (Ansoff, 1957). To optimise the website for search engines, I focused on incorporating relevant keywords and phrases from the questionnaire data. For instance, the website’s homepage highlights “quality cleaning,” which was a main priority for respondents. This targeted keyword usage increases the website's relevance and visibility for search queries related to quality cleaning services. by using the questionnaire data to inform the website design, content, and optimisation strategy, our business has successfully catered to specific audience segments and enhanced its online visibility. This targeted approach ensures potential client can easily find and engage with the business’ services, driving growth and success in the competitive cleaning industry. [image: ]
8. To create targeted marketing materials that effectively engage specific audiences, I incorporated insights from the questionnaire data into our design and messaging. The business card highlights the slogan “Need a cleaner?” which directly addresses the potential customers’ demand for cleaning services. This resonates with the survey findings where 81% of respondents indicated a likelihood of using cleaning services. The list of services provided on the card includes, spring cleans, general cleans, one-off cleans, washing, ironing, shopping, move-out cleans, garage clearing, and attic clearing. This targeted messaging ensures potential clients immediately understand the company's offerings, in line with the importance of addressing customer needs in marketing materials (Kotler & Keller, 2016) This comprehensive list caters to various client needs, reflecting the insights from the survey where respondents showed interest in additional cleaning services such as deep cleaning, window cleaning, and move-out cleaning. Although traditional marketing materials like business cards are not directly optimised for search engines, they can still support online visibility and local SEO efforts (Smith, 2017). The cards content should be consistent with the website and other online materials to ensure brand cohesiveness and improve search engine rankings. The card highlights “quality cleaning” as a key attribute, which aligns with the survey results indicating that quality of the service is the most crucial factor for respondents when hiring a cleaning provider. By emphasising this, the business card reinforces the company’s commitment to quality, contributing to a consistent brand image across all channels. Including the company’s contact information on the business card makes it easy for potential clients to reach out and inquire about services. Encouraging happy clients to leave online reviews or testimonials can further boost T&T Dustbusters’ online reputation and visibility. Bu using the questionnaire data to inform the design and messaging of marketing materials, T&T Dustbusters can effectively target specific audiences and establish a strong brand presence. Aligning the content and values promoted in the business card contributes to a consistent brand image, which supports search engine optimisation efforts and helps attract more clients in the competitive cleaning industry. 
9. I have also created an Instagram account, named T&T Dustbusters, this enabled a platform to display the company's services and connect with potential clients. The profile bio should highlight the company's commitment to quality, reliability, and customer satisfaction, which represents the survey's findings that emphasise these values. The Instagram post that I have posted featuring a picture of a home with a flyer in front which highlights the company's slogan, “Need a cleaner?” and it also includes a comprehensive list of services. This content targets potential clients seeing cleaning services and caters to the diverse needs highlighted in the survey, such as spring cleaning, general cleaning, and move-out cleaning. This tailored approach demonstrates the company's ability to meet various customer needs and preferences, which is crucial for fostering customer satisfaction and loyalty (Lemon & Verhoef, 2016). Instagram posts may also not directly impact search engines but optimising this content with relevant keywords and hashtags can improve discoverability and reach on our platform. This consistency with the website and the marketing materials I have provided, helps to establish a strong brand identity and supports overall online visibility (Ghost & Singh, 2020). The inclusion of slogan, services, and contact information in the Instagram post mirrors the content on the business card and website, reinforcing the company's commitment to meeting customer needs. Using hashtags like #QualityCleaning, and #EcoFriendlyCleaning can further increase the posts visibility among relevant audiences, increasing the chances of attracting potential clients (Hootsuite, 2021).
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8. Microsoft Excel has remained a staple in the business world for over three decades, solidifying its position as an indispensable tool for businesses and individuals worldwide since its introduction. Even with the introduction of newer, more specialised tools and software, Excel continues to play a crucial role in data management, analysis, and decision-making for businesses and individuals alike. This essay explores the importance of Excel in the digital era, discussing its versatility, user-friendliness, and ability to adapt to the changing needs of users. One of Excel’s most notable strengths is versatility. The software offers a wide range of functionalities, from simple data organisation to complex mathematical calculations, data visualisation, and analytics. According to a study by Kaya and Bird (2020), Excel’s extensive formula and function library enables users to perform sophisticated analyses, such as financial modelling and forecasting. Excel's extensive library of formulas and functions allows users to perform sophisticated data analysis and simulations, such as calculating net present value (NPV) or running Monte Carlo simulations. Additionally, Excel’s pivot tables ensure users to quickly summarise and analyse large datasets, identifying trends and patterns that can inform critical business decisions (Albright, Winston, & Zappe, 2020). Excel’s data visualisation capabilities empower users to transform raw data into meaningful insights. Charts, graphs, and conditional formatting help users quickly identify trends, outliers, and correlations within a dataset, facilitating better decision-making (Kumar & Roy, 2022). Furthermore, Excel’s integration with other with other Microsoft Office tools, such as Word and PowerPoint, streamlines the creation of professional reports and presentations, making it easier to communicate findings to stakeholders (Kulikova & Terekhova, 2020). Excel's user-friendly interface has made it a go-to tool for millions of users worldwide. The software’s intuitive design allows new users to quickly learn the basics and become proficient in everyday tasks, such as data entry, sorting, and filtering (Zeleny, 2013). Advanced users can further harness the power of Excel by utilising macros and Visual Basic for Applications (VBA) to automate complex tasks and create custom functions, enhancing efficiency and productivity (Dillard & Yuthas, 2013). This enhances efficiency, productivity, and reinforces Excel’s adaptability to user needs. Excel's widespread adoption in the business world has created a vast online community of users who share knowledge, tips, and resources. This community support makes it easy for users to learn new skills and troubleshoot problems, ensuring that they can fully leverage Excel’s capabilities. Excel's ability to adapt to the changing needs of users has allowed it to remain relevant in the digital era. Microsoft has continually updated and improved Excel to meet the demands of modern businesses, integrating the software with cloud-based platforms like OneDrive and SharePoint (Microsoft, 2022). A study by Ghobakhloo (2020) highlighted the significance of cloud-based tools like Excel in facilitating remote collaboration and ensuring business continuity during the COVID-19 pandemic. These integrations enable real-time collaboration and easy access to data across devices and locations, streamlining workflows and improving teamwork. Moreover, Excel’s ability to integrate with other applications and databases allows businesses to centralise their data and streamline data management. Through Microsoft’s Power Query and Power Pivot tools, users can connect Excel to various data sources, import and transform data, and create sophisticated data models for in-depth analysis. The importance of Microsoft Excel in the digital era can be attributed to its versatility, user-friendliness, and adaptability. As a powerful and accessible data management and analysis tool, Excel empowers businesses and individuals to make data-driven decisions, streamline workflows, and improve collaboration. Despite the emergence of new technologies and tools, Excel remains a critical component of the modern business landscape, adapting to the evolving needs of users and maintaining its position as an indispensable resource in the digital age.
https://youtube.com/shorts/Nds0q5l7uxk?si=lp7mFTcD_sYhy
The video offers a brief but engaging narrative about my business's origin, services, and success. In the video I am wearing my Dustbusters t-shirt, I shared my personal story of starting my business at 19 while pregnant with my daughter. This authentic and relatable approach immediately connects with viewers, making the brand more approachable and humanising the company’s image (wang & Kim, 2017). Throughout the video, I have highlighted the motivation behind starting the business: the need for financial stability amidst personal challenges (Stokes et al., 2020). This powerful message displays her resilience and determination, creating a strong emotional connection with my audience. In the video I go on to mention a detailed description of the services provided by our business, focusing on flexibility, quality, and eco-friendly practices. By addressing main points identified through the market research I have conducted, such as varied cleaning frequencies and additional services, the video emphasises the company's commitment to understanding and addressing customer needs (Gartner, 2011). Near the end I included the businesses yearly income, underscoring its success and credibility within the cleaning industry. This transparent approach builds trust with potential clients, reinforcing the idea that T&T Dustbusters is a reputable and reliable choice for their cleaning needs (Chen & Cheng, 2022).
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