Executive Summary
[bookmark: _GoBack]This Questionnaire analysis was requested by lecturer Christian Felices, and has been conducted by Ben Nsuka (1816136) for the purpose of market research for my business plan. 11 participants did complete the Questionnaire based on their choice and preferences in regards to the services offered by BM Wellness in the sectors of Yoga, Meditation, Dance workouts, Spiritual education and Sexual/relationship health coaching. 
As per The Turquoise Team[footnoteRef:1], Market research is a very important tool in the business, because:  [1:  https://thinkturquoise.com/blog/market-research/10-key-benefits-of-market-research/ (Accessed: 16 June 2020)] 

· It helps businesses strengthen their position. 
· It minimises any investment risk. 
· It identifies potential threats and opportunities. 
· It helps to discover yours and your competitors’ strengths and weaknesses. 
· It facilitates strategic planning. 
· It helps in spotting emerging trends.

Conducting a business research is vital to us, as information collected brings us control of the market. El Crema Team[footnoteRef:2] infers that information keeps you ahead, makes you knowledgeable and brings respects and performance.  [2:  https://www.elcrema.com/5-reasons-information-is-power/ (Accessed: 16 June 2020)
] 


The results of this Questionnaire will help us target a certain category of people who show interest to our services. This helps us determine current trends and patterns, enabling us to build a strong marketing platform. It also aids us to understand our targeted customers’ needs and requirements. This research leads us to maximise sales and profits of our business. This study helps us determine which service is most profitable or in high demand in order for us to make intelligent and informed decisions to identify the key areas to invest money in.








DEMOGRAPHICS:
[image: ]     [image: ]The statistics here attached indicate that the majority of our potential customers are aged between 21 and 30 years, they are most females living in Cardiff (8/11 or 75%). They are followed by males aged between 31 and 40 years living also in Cardiff. This makes it easier for us to focus our business to the female customers.

[image: ]       [image: ]
Various statistics of the Office for National Statistics[footnoteRef:3] show that women population in Cardiff aged between 25 and 44 years by the mid-2019 was estimated to 52,038. This assures us to focus and adapt our services to most females in the age scale described in the reports. This research is vital for our business as we aim to offer the best services ever to all people despite their age, gender, race, ethnicity and sexual orientation. The majority of our customers are professionals; this helps us adjust our opening hours to their availability.     [3:  https://statswales.gov.wales/Catalogue/Population-and-Migration/Population/Estimates/Local-Authority/populationestimates-by-localauthority-gender (Accessed: 17 June 2020)] 


PRICING STRATEGY, CUSTOMER SERVICE & STAFF:
[image: ]Based on our rated customer service and staff, we believe that pricing our services is one of the most important aspects of marketing strategy.

Generally, pricing strategies include the following 5 strategies:
· Cost-plus pricing.
· Competitive pricing.
· Value-based pricing.
· Price skimming.
· Penetration pricing.  
In our case, we opted for the Value-based pricing, as we believe to provide services that are worth, based to our professionalism and experience. The other reason of it is that the perceived value to the customer is primarily based on how well it’s suited to the needs and wants of each customer. 
This leads us to the fact that the price is a better fit with the customer’s perspective. Our potential customers have agreed that we offer them services of good quality that reach their expectation and needs, thanks to our professional staff. 

SERVICES:
[image: ]These Statistics indicate that our potential customers are interested in Yoga courses, followed by Meditation. This convinces us how helpful these courses are for our customers due to their multiple benefits for the health.  


It’s known of many that Yoga: 
· Increases flexibility.
· Increases muscle strength and tone.
· Improves respiration, energy and vitality.
· Maintains a balanced metabolism.
· Improves athletic performance.

On the other side, Science confirms doubtlessly that Meditation:
· Reduces stress and anxiety. 
· Enhances self-awareness. 
· Lengthens attention span. 
· Reduces age-related memory loss. 
· Fights addictions.
[image: ]Our potential customers are able to attend Yoga and Meditation courses between 30 and 60 minutes, and are able to pay between £10 and £15 which is beneficial for our business to generate more revenues. 


At BM Wellness, we acknowledge that pricing should be based on the value to the customer, not the cost to us. Our pricing is tangible, so our customers can see what they get for what they pay.

FREQUENCY/ATTENDENCY:
At this point, we need to work hard, as potential customers seem not to be interested in attending regularly our services. Only 2/11 customers are available to attend every day. This is not a good signal for our business. 

[image: ]

This can be considered as a weakness in our SWOT analysis board, and we need to work hard to reduce the chances of failure by understanding what we’re lacking, and eliminating hazards that would otherwise catch us unawares. Marketing strategies need to be developed to sell our services to a large number of regular customers. We need for that to boost our digital presence on our business website and provide more marketing flyers and adverts on different social media platforms such as Facebook, Instagram and Twitter as well as blogs. 
So, Duck Tape Team[footnoteRef:4] warns that according to Google, 97% of consumers use the web to search for local businesses. Having a strong online presence is a crucial component of marketing strategy, no matter what size the business is or what industry it belongs to. [4:  https://ducttapemarketing.com/online-presence/ (Accessed: 18 June 2020)] 





RECOMMENDATIONIn this section, the majority of the participants have agreed to recommend our services to family members and friends. This is so encouraging for us, knowing that our customers are happy to share with others their experience with our services.

[image: ]
Ed Keller, 2012[footnoteRef:5] warns that you don’t need a big company advertising budget to drive sales. A face-to-face word of mouth among friends and family drive more purchases than any other purchase influence. It’s an insight of vital importance to every small business owner, because recommendations are the number one factor across all stages of the purchase cycle, from becoming initially aware of a product/service right on through to the actual purchase decision.  [5:  https://www.forbes.com/sites/kellerfaygroup/2012/07/25/recommendations-are-what-drives-your-business-remember-to-ask-for-them/#218c2db939c6 (Accessed: 18 June 2020)] 

In the order, Nielsen, 2012[footnoteRef:6] insists that recommendations are being regarded as a new key measure of determining whether or not products/services and business are successful. From prior research, we know that 92% of all consumers report that a word-of-mouth recommendation is the “leading reason they buy a product/service.” [6:  https://thesocialmediamonthly.com/new-research-confirms-the-importance-of-the-recommendation/ (Accessed: 18 June 2020)] 
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