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[bookmark: _Toc184412104]Task 1: Questionnaire Analysis for George’s Classic Cut Barber Shop
[bookmark: _Toc184412105]Introduction
The questionnaire developed for George’s Classic Cut barbershop was able to capture a number of patron preferences, satisfaction and purchasing behaviours. As such, this analysis is based on the 3-4 questions that gave potentially valuable insights to alter the business model further. These are questions of customer traffic, services preferred, customers’ satisfaction, and probability of referring the barbershop to their friends.
[bookmark: _Toc184412106]Analysis
Question 1: "How many times do you visit the barbershop?"
Insights:
· Responses ranged from "Once a week" to "Every few months," with the majority visiting once a month.
· This reveals a mix of frequent and less-frequent customers but being primarily monthly.
Trends and Patterns:
· Weekly visits point to loyalty from a small segment of clients who perhaps appreciate regular grooming and good service.
· Monthly visits stand for the average pattern for customers seeking regular but not often visits.
· Tends to infrequently visit and may indicate customers who want to save money or get an easy pass.
Business Refinement:
· Loyalty Programs: Schemes offering rewards, for example, discounts in case of frequent visits or "refer a friend" may make intermittent visitors become regular ones (Hohenberg & Taylor, 2021).
· Promotions for Infrequent Visitors: Discounts on second visits or a third visit might make them more frequent.
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Figure 1 Graph 1
Question 2: "What services do you usually request?"
Insights:
· Haircuts remain the most popular service, while some customers also opted for beard grooming services and others for both services.
Trends and Patterns:
· Haircuts are the best-selling service; hence, results need to be of the best quality and consistent.
· Beard grooming is very popular, with a majority of customers in the 26-35-year age group proving it as an additional grooming service.
· Combination services (haircut + beard grooming) were requested by a small segment, but this could be a growth area.
Business Refinement:
· Bundle Services: Package haircuts and beard grooming together and reduce the price, which should allow it to increase the revenue from customers spending in one visit and attract more customers who want both services (Edelman & Singer, 2020).
· Specialized Offerings: High-margin premium beard services including design and specialty products could meet these types of growing customer segments.
· Marketing Focus: Position haircuts and beard grooming as strong features for promoting to customers to encourage customer acquisition and retention (Lemon & Verhoef, 2021).
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Figure 2 Graph 2
Question 3: "How would you rate your overall satisfaction with our services?"
Insights:
· Most customers indicated satisfaction as "Very satisfied," while a few indicated "Neutral."
Trends and Patterns:
· High Satisfaction is an indicator that the barbershop is providing quality service, and its customers mostly like their experience.
· Neutral reactions possibly indicate where adjustments may be possible. These customers are not dissatisfied nor excited by the service, opening up a window for fine-tuning the service proposition.
Business Refinement:
· Address Neutral Satisfaction: Follow-up survey could identify what might have led to the neutral rating. It would more likely be common issues like wait times, pricing, or something specific for service improvements (Dhiman, 2020).
· Strengthen Customer Relationships: High satisfaction ratings often indicate strong, healthy relationships. It's an opportunity to strengthen these relationships through loyalty programs or customized services to secure these customers for a more extended period (Mittal et al., 2023).
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Figure 3 Graph 3
Question 4: "How likely are you to recommend our barbershop to friends and family?"
Insights:
· Many respondents indicated they will "Very likely" or "Likely" to refer the barbershop, which is a sound indicator of customer satisfaction and loyalty.
Trends and Patterns:
· The High Referral Likelihood indicates that customers have had a positive experience and are willing to recommend the business to others.
· A few who were not likely to recommend the barbershop could be an opportunity that the business has let slip through the door in engagement with customers.
Business Refinement:
· Referral Program: A referral program can encourage word-of-mouth marketing. It will encourage existing customers to bring in new customers with promises of rewards/discounts for both the referrer and the referee.
· Customer Feedback: Engaging with less likely customers may hint at improving services and highlighting areas for improvement, such as the speed of service delivery, addition of new features, or realignment of prices (Sharma et al., 2020).
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[bookmark: _Toc184412107]Conclusion
As it will be seen when answering the key questions identified in the analysis, the contribution of the business is crucial for a business like the George’s Classic Cut barbershop. The greater portion of visitors seems to be quite loyal although the restaurant has frequent visitors who indulge once in a month. Promotional measures such as including loyalty programs and promotional incentives have been understood to boost both the frequencies of the customers’ visits and their overall loyalty. The high demand for both haircuts and beard grooming shows the possibility of other bundled services and other special grooming services which could be very popular among the clients. Lastly, existing customer satisfaction level and proportion who agreed they are likely to recommend the barbershop also implies a strong bargaining power, therefore satisfies the first condition of Porter’s model. Further, the bargaining power of buyer is evidenced through the proportion of the neutral customers whom, though few in number, should be considered in future to ensure sustained business development. 


[bookmark: _Toc184412108]Task 2: Design of Website and Marketing Materials 
[bookmark: _Toc184412109]Introduction
George’s Classic Cut is a modern barbershop serving clients in a centrally based premises in Cardiff, offering hair cutting, shaving and grooming services. The questionnaire survey used helped to inform the design of website and marketing material need to advance the business and communicate with customers. The survey was useful in establishing customer’s choice, their expectations as to the services they require, and their conduct when making booking appointments. Thus, the website design and various forms of marketing should capture the appropriate audience, lead the customer to the right section of the website with ease, and notify the customer of special offers that are close to the hearts of the customers. The following summary describes how the data from the questionnaire has been used for the development of the website and the contents used in creating the marketing copies and how the website is coded to rank on the search engines while being relevant to the customers.
[bookmark: _Toc184412110]Questionnaire Data Analysis and Key Insights
For one, responses from the questionnaire helped in the understanding customer choices as well as pattern, which play a crucial role in the overall design of the website and to the selection of materials for marketing.
Segmentation: The findings of the survey showed that most of the customers were male persons in the age range of 18-45 years, who expected to receive high-quality service within a short time, especially hair cutting and beard trimming. Since most of our customers had visited within a month, it was evident that many of our customers prioritized on consistency and the style of the products we offer. As a response, there is a highly noticeable service list accompanied by detailed descriptions of fundamental services like haircuts and beard care to prevent the clients from getting lost and book their appointments quickly. During the flyer and poster designing, haircuts and shaves have been featured as the most popular services according to the questionnaire data.
Services and Pricing: The results of the questionnaire clearly showed that majority of the respondents favored affordable and reasonable prices, and many were fine to pay a little margin more price for better services. This insight was reflected in the actual content of the website as there was coming up with a price list for services such as hair cutting and shaving. New first-time customer only discount was also created such as 10% off for those who may not be comfortable with the offered prices. These promotional offers were also highlighted in the marketing message to enhance to increase uptake of the offers.
Customer Loyalty: The majority of the respondents showed an interest in a loyalty program. It was used to directly determine elements of the loyalty program that was created and featured on the website and subsequently in marketing campaigns. An example of a loyalty reward is comprising a free haircut after making five appointments, and other patrons refer more clients to the salon (Belli et al., 2021; Duleepa & Faiz, 2021).
[bookmark: _Toc184412111]Website Design and Content Creation
While designing the website certain characteristics were focused on, namely, the following ones: The questionnaire data showed that there should be an emphasis on both the functional aspect and their customers’ preferences.
Homepage: About the business On the home page of the website, there is the business name, tagline stating ‘Where Quality Meets Style’, and a highly visible box to book customers’ appointments online. According to the scenes from the questionnaires, customers valued the instant and easy method of booking services. Hence, there is a large ‘Book an Appointment’ button on the top position of the page for a better understanding of users. On the gallery at the main page there are various services, definitely indicating specialization in hair cutting and beard trimming as these services were chosen most often in the survey.
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Figure 5 Homepage
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Figure 6 Homepage
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Figure 7 Homepage
Service Page: The service page give detail information about every service which is available in the Shop including haircut, beard grooming, and shaves which were found to be the most demanded services. Every service mentions the price, time, and the promotional description of what the client is going to get. According to the answers given on the questionnaires, the structure is clear and straightforward; it is easy for the users to locate the items they are searching for. Moreover, the questionnaires with positive feedback are also incorporated to establish trustworthiness which is testified by testimonials (Kwiatek & Thanasi- Boće, 2019).
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Figure 8 Services
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Figure 9 Services
[image: ]
Figure 10 Booking Options
SEO: Thanks to the SEO feature, the website was made to be easily recognized. Customer perception, identified from the questionnaires, showed that clients often use search terms like ‘barbershop Cardiff’, ‘beard grooming’, ‘haircuts near me. All these keywords were used in the meta descriptions, headings, and content to improve the website’s search engine ranking. For instance, incorporating Cardiff barbershop, as a local keyword, assist with the website positioning for related local search queries (Pradhan, 2021).
[bookmark: _Toc184412112]Marketing Materials Design and Content Creation
The flyer was to be associated with customer tendencies and represent options for a promotion based on the information compiled in the questionnaire while the poster was as well, to signify the tendencies of the clientele.
Flyer Design: It contains the business name and contact information and includes pictures of the most performed services, like hair styling and shaving. This is the list of services following which attention can be expected according to the questionnaire data. Another important part of the flyer is where the salon is situated and when it opens as well as a special offer to its clients meaning a discount is given to first timers – in response to the finding that customer prefer discounts. The call-to-action entails customers to visit the shop to be assured of convenience and the associated quality.
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Figure 11 Flyer
Poster Design: The classic promotional offer ‘enjoy 50% off all haircuts, undercuts and shaves’, is the target promotion directly copied from the questionnaire where participants identified promotions to be a consideration incorporated in their decision making. Are both bright and vivid and grab the attention, and the recognizable figure of bearded man corresponds to the target audience concerned with grooming. Free of any confusing options and enhanced by the CTA “Visit Us Today for a Stylish New Look,” the pricing section is all about making the client buy.
[image: ]
Figure 12 Poster
Promotional Strategies: Regarding the use of promotions and loyalty program details to promote customer retention, the flyer and the poster herself target the same goal, and according to the questionnaire, many respondents are interested in Repeat Customer Rewards Fook & Dastane, (2021).
[bookmark: _Toc184412113]SEO Optimization and Marketing Material Strategy
SEO for Website: Most of the words that were collected from the questionnaires were used on the website, including the Cardiff barbershop and beard trim. Local SEO was introduced because customers who want to order services from nearby stores must be able to find the shop. Keywords were also incorporated in the content of the flyer and the poster advertisement which some of the terms used are ‘fresh cut’ and ‘discounts’ to pull customers (Guha, Blattberg & Briesch, 2018).
SEO for Marketing Materials: Everything in the promotional materials was optimized with the thought of local keywords. Terms like ‘haircut Cardiff’ in the flyer and ‘up to 50%’ the poster trigger the actual need and search by the ‘targeted base’ to visit both, online space and the physical shop.
[bookmark: _Toc184412114]Conclusion
The findings of the questionnaire were used directly to design the web-based appearance of George’s Classic Cut as well as the marketing collaterals. Through studying the customers, their needs, or expectations, this business was in a position to categorize its audiences, micro-target, and website appropriately for SEO and more personalized appeals in other marketing collaterals. Its goals are to acquire new clients, engage existing ones and stimulate further sales and growth by providing comprehensive, easily understandable, and easily digestible information in its website and marketing material.
[bookmark: _Toc184412115]
Task 3: The Importance of Microsoft Excel in the Digital Era
[image: A screenshot of a graph

Description automatically generated]
[image: A screenshot of a graph

Description automatically generated]
[bookmark: _Toc184412116]Introduction
In the modern society depending on the unprecedented use of technology, data management and analysis play significant roles for any enterprise. Microsoft Excel has undoubtedly become one of the most useful applications for small businesses for data management and presentation. This essay looks at how Excel helps small businesses, especially in areas of finances, decision-making, as well as operation from the standpoint of various academic sources to show its relevance in the digitalisation of businesses.
[bookmark: _Toc184412117]Main Body
Using Microsoft Excel for small businesses is for good reason because of its multiple uses. Certainly, one of its primary applications is in the business of money control. As Messer (2020) notes, Excel can be utilized in structures of financial modeling, especially for the accounting and financial sections of an organization for those purposes of budgeting, forecasting, and reporting. It can be calculated by using built in functions of excel such as SUM, AVERAGE and IF statements so that the strenuous task can be completed in quick time with minimum chances of errors. Most people require such basic accounting services to help manage their incomes, expenditures, cash flow and prepare their financial statements for small businesses.
Data analysis is also done by the help of Excel. Since businesses are coming up with so much data, there is a need to capture and subsequently analyze this data. Alexander (2022) discuss Excel as a tool for preparing dashboards and reports that enable the visualization of an organization. Pivot tables and charts are tools used in business to indicate trends and sales while analyzing customer behavior. The program helps to make complex data more understandable and make quick and effective decision for the company.
Therefore, Excel goes beyond financial reporting and number crunching in marketing and business operations. Today businesses have to make use of such customers for economic benefits in marketing strategies. More so, Urdea and Constantin, (2021) opine that, Excel can be used to divide customers, monitor sales efficiently and assess the performance of the marketing campaign. The possibility of working with this kind of information is useful to fine-tune the methods of addressing consumers, define clients, and improve customer loyalty. Excel also assists in operational management by allowing the businesses to manage inventories, control employees and properly handle projects.
The other feature of Excel is that it can be used as a tool in combination with other tools. Febriana (2022) report that the Excel has added an option of compatibility with cloud networks such as Microsoft 365 to allow communication and real-time access to data. This is more beneficial to teams that are distributed within or across different physical locations since they are all updated each time a change is done. This is because shared and easily updated spreadsheets increase communication hence productivity in this area.
Also worthwhile to note its capacity to help out with decision-making is greatly enhanced. Creating spreadsheets within Excel also aids small businesses in modeling market variables as well as finding the impact for a given change in various aspects. According to Sharma and Rautela (2022), the modeling capabilities of Excel in the business context help it to manage risks, select optimal price ranges, and predict potential sales, which all leads to much simpler decision-making. For instance, the dynamics if operating costs can be modelled to know the percentage effect on the business while business entrepreneurs can model the feasibility of offering additional products and services.
Also, Excel’s simplicity enables business owners with little background in using computer applications to operate it. According to Nasir (2024), one of the major virtues of Excel in particular is that it is easy to use by non-professionals hence makes it efficient when it comes to managing and calculations. Excel is easy for small business owners to apply to most crucial areas of running a business, such as issuing invoices or creating financial statements without going to the professional or investing in more costly software. This makes Excel an effective tool for small business organizations with low capital investment to implement its functionality.
This means that while Excel is constantly adapting to meet the changing technology, it remains relevant to doing business in the current world. Some are the new features such as artificial insights where Microsoft has enabled users to get powerful and accurate analysis of their data (David, 2021). AI augments excel to help business organizations analyze patterns, detect outliers and automate processes, which in turn continues the principle of improving efficiency. These developments make sure that excel is an important tool for any firm that wants to be competitive in future due to high findings of data.
[bookmark: _Toc184412118]Conclusion
In conclusion, it might be safely stated that Microsoft Excel has remained among the most significant means available to the businesses of the digital age. The efficiency at which the software processes big sets of data, calculates, and offers elegant data visualizations makes it a must-have for small businesses. In its broad perspective, excel is applicable in financial management, decision making, marketing and operation where businesses can compete effectively. Because of its ability to change with the time and adapt effectively to new technologies, excel shall continue to be a relevant tool for business, striving to allocate their tasks and make the correct choices in the modern world.

[bookmark: _Toc184412119]Task 4: Techniques Used

https://www.youtube.com/watch?v=sgQG691gLZs

[image: George Marin Presentation Video]
During the production of the video for George’s Classic Cut proper use of storytelling was used in the video to be able to capture the attention of the target market and inform them about the services of a barbershop. Some of the most significant methods applied are character development (Brereton, 2020). Finally, by depicting an ordinary customer, who has an ordinary problem – a bad haircut – the video grabs audiences’ attention right away. They felt they were being singled out and started to understand that ‘sir, I have to solve it’ .
Another important narrative strategy that exists in the framework of the problems and solutions is also used in the video (Maven, 2023). This is succeeded by customer discontent, and a direct offering behind it from the George’s Classic Cut, which is a barbershop that provides professional grooming solutions to common problems. Not only is the conflict solved, but at the end of the episode the business is promoting itself as the place to go for haircuts and grooming.
Last, there is the use of transformation storytelling that demonstrates the customer’s transformation from being dissatisfied to having a new look and boost the confidence (Emeritus, 2023). This before-and-after sequence proves the effectiveness of service that has been delivered and emphasize the statement that the barbershop develops the best customer. By these methods, the video is able to grab the attention it wants, appeal to the audience’s emotion, and compel them into taking action with the business.
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	Timestamp
	What is your age group?
	How many times do you visit the barbershop?
	What services do you usually request?
	How would you rate your overall satisfaction with our services?
	How do you prefer to book your appointment?
	What was your wait time on your last visit?
	How often do you take advantage of promotions and discounts?
	How likely are you to recommend our barbershop to friends and family?
	What factors influence your choice of a barbershop?
	What is your buget range for a single barbershop visit?
	How do you usually learn about new barbershop and trends?
	Column 12

	22/10/2024 21:05:23
	18-25
	Once a week
	Beard arrangement
	Very satisfied
	Website
	5-10 minutes
	Sometimes
	Likely
	Quality of services
	Less than £15
	Word of mouth
	

	24/10/2024 09:11:41
	26-35
	Once a month
	Haircut
	Very satisfied
	Phone call
	Less than 5 minutes
	Sometimes
	Very likely
	Quality of services
	£25-£35
	Social media influencers and bloggers
	

	24/10/2024 09:23:26
	46 and above
	Once a month
	Haircut, Beard arrangement
	Very satisfied
	Phone call
	10-20 minutes
	Sometimes
	Very likely
	Quality of services
	£15-£25
	Word of mouth
	Option 1

	24/10/2024 09:47:45
	46 and above
	Every few months
	Haircut
	Neutral
	Phone call
	5-10 minutes
	Never
	Likely
	Quality of services
	£25-£35
	Word of mouth
	

	24/10/2024 09:48:01
	26-35
	Once a month
	Haircut
	Very satisfied
	Website
	5-10 minutes
	Sometimes
	Very likely
	Quality of services
	Less than £15
	Social media influencers and bloggers
	

	24/10/2024 10:13:16
	46 and above
	Once a month
	Haircut
	Very satisfied
	Mobile application
	5-10 minutes
	Sometimes
	Very likely
	Quality of services
	£25-£35
	Social media influencers and bloggers
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Projected income statement

Particulars Month 1 Month 2 Month 3
Revenues

Revenue from Haircut £ 3500.00 £ 3675.00 £ 385875
Styling income £ 2500.00 £ 2675.00 £  2,862.25
Services for beauty £ 1,500.00 £ 1,800.00 £  1,900.00
Sales of products £ 2,000.00 £ 20000 £  2350.00
Other income £ 500.00 £ 750.00 £ 910.00
Total revenues from operations £  10,000.00 £  11,000.00 £  11,881.00
Expenses

Cost of rent £ 1,000.00 £ 1,00000 £  1,300.00
Salary expenses £ 3,000.00 £ 350000 £  4,000.00
Utility costs £ 500.00 £ 500.00 £ 500.00
Other costs £ 112.00 £ 136.00 £ 160.00
Advertising costs £ 2,000.00 £ 20000 £  2500.00
Employee compensation £ 42000 £ 42000 £ 420.00
Maintainance and repairs £ 740.00 £ 740.00 £ 740.00
Total expenses £ 777200 £ 839600 £  9,620.00
Net profits £ 222800 £ 260400 £  2,261.00
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