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TASK 1-Questionnaire Analysis 
Introduction
Factors such as the behaviour of consumers buying, liking material and ethical considerations shape the jewellery market (Armano and Joy, 2022). Surveying 10 participants has led to the identification of the key insights that can be used to make a successful jewellery business. Four of the twelve questions gave the most significant results. The insights from the selected 4 questions help understand the habits and the priorities of consumers, which are important for refining a business strategy.
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AI-generated content may be incorrect.]Q1: Jewellery Purchase Frequency – Understanding Buying Behaviours

The results showed that 10% of the respondents purchase jewellery very often, 50% often enough to purchase, 30% always have occasion to purchase, and 10% never purchase jewellery. The implication of these findings is that jewellery is purchased infrequently as an occasional item rather than a regular necessity. Targeting customers in the peak buying seasons such as holidays and anniversaries is beneficial to the business. Promotions in an intelligent way can stimulate more frequent purchases as well as awards (Wenning, 2021).
Q3: Key Factors Influencing Jewellery Purchases
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Price is found to be the second most important factor mentioned by 23.3% as well as quality which took 20%. Design is important to around 16%, and about 13% go by material choice. Ethical sourcing influences only 7% of respondents. These results confirm that consumers still place the highest importance on the two most important determinants of value (affordability and quality) in the mid-tier jewellery market. Exclusivity and personalization appeal to some buyers, but most are attracted to the factors of being financially feasible and durable (Innerhofer, 2023). 

Q7: Willingness to Spend on Custom Jewellery
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The survey results suggest that 20 per cent of the consumers are willing to spend less than £100 on the items and 50% of them can spend in the range of £101 to £500. Another 20% are up to £501–£1,000 of spending, and only 10% would pay £1,000 or more. The custom piece happens to be a mid-range one, and the consumer generally likes it better than he does the expensive luxury. In order, businesses must see to it that custom offerings stay within the priced £101 – £500 range. Having so many customization options create some price points to draw both a wider audience (Chang et al., 2022).

Q11: Willingness to Pay a Premium for Ethical and Sustainable Jewellery
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The percentage of respondents who said they would be willing to pay a premium for ethically sourced jewellery when asked was 40% and 30% undecided. The remaining 30% indicated they would not want to pay extra. Although ethical considerations are strong, they are not the top priority for most consumers yet. The 30% undecided represent a group that can be educated to understand the value and appeal of insuring their dogs, and in doing so, they will become a valuable niche for the 40% who are willing to pay a premium (Sandhu, 2020).

How the Findings Can Be Used to Shape and Enhance the Business Idea
From the survey responses, it appears that it would be a successful idea if a jewellery business cantered on marketing seasons and occasion based. Types of sales promotion useful in increasing sales include with promotions and product launch tied to important events like weddings and holidays. Since the first is price and the second is quality, the business should provide products at different price levels but maintaining high craftsmanship standards. Further issuing of certifications and guarantees can also provide a further boost to consumers’ trust (Pinto and Pinto, 2020).
Mid-range custom jewellery represents the preference for relatively affordable, personalization. The offer of different levels of customization, such as the engraving, the stone selection, the design modifications to the products, will draw in consumers who want unique, yet affordable, pieces. Flexible payment plans help to lower the price of higher priced items (Munde and Kaur, 2024).
There is a mixture of both the acceptance and rejection of ethical jewellery. However, some consumers are prepared to pay a premium, but the majority remain undecided. It means that businesses should include ethics and do it as an optional, as opposed to a mandatory, cost increase. Transparency with regard to the sources and brand storytelling can encourage more buyers to select the sustainable options (Chang et al., 2022).
Utilizing this understanding, a jewellery can refine its marketing offers, increase customer engagement and validate its product offering to the market. A data driven strategy will help are in align with the consumer preferences and hence good market penetration and high customer satisfaction. The brand will be competitive and flexible to a dynamic industry by focusing on affordability, customization and ethical flexibility (Innerhofer, 2023).













TASK 2-WEBSITE DESIGN AND MARKETING MATERIAL
https://www.canva.com/design/DAGg2tGDIH4/AE9QGxdg_9thThHrnuejUQ/edit?utm_content=DAGg2tGDIH4&utm_campaign=designshare&utm_medium=link2&utm_source=sharebutton
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Marketing Materials (Social Media Posts)
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Summary Report
Introduction
We ensure that all website content and design at Roza Goldsmith Custom Jewellery are tailored to customer preferences and customer buying behaviours. By using insights gained through a thorough questionnaire, we built our platform to be transparent, customizable and of the quality that buyers tend to prefer when deciding to buy (Soltanifar et al., 2021). Our offerings resonate with all kinds of buyers on different budgets – budget conscious, luxury seekers and others making us assured of pricing clarity, premium craftsmanship and the tailored customization options. In addition to that, we worked on the SEO optimization in order to improve the visibility of the website, ethical jewellery positioning for a cause — for people who are conscious about sustainability — and data-driven marketing strategies to match with peak buying seasons. With these insights, Roza Goldsmith Custom Jewellery offers a smooth, appealing, and personalized digital experience, presenting brand trust and borderlines for the conversion.
Website Content and Design
Our website structure as well as messaging was shaped in part using the results of the questionnaire. One of the most important things we found was that 50% of our audience is willing to spend between £101 to £500 on custom items. It was also decided to have the starting price of £101 clearly visible on the homepage in order to show that this was indeed happening. Pricing transparency enables potential customers to immediately know our pricing structure and put them at ease that our offerings are suitable with their budget (Etonde, 2024) (Etonde, 2024).
The most significant factor impacting on a purchase was found to be customization, affordability and quality. As a big chunk of respondents focused on price and quality, our website emphasises on the premium craftsmanship at affordable prices. These aspects are highlighted in product descriptions in an attempt to attract and keep consumer interest (Naing, 2024).

Segmentation and Targeting
Efficient audience segmentation was possible through the understanding of different consumer preferences and spending habits. Based on survey findings, the three key customer segments were budget conscious buyers, mid-range customization seekers and luxury buyers. The needs for each of these segments were also catered for by what was on the website (Pranup et al., 2022).
Entry level customization options and occasional discounts make high quality jewellery accessible to a segment of buyers that make up a smaller but significant portion of respondents and not be beyond that budget conscious buyer. The core audience (those willing to spend from £101 up to £500) is the largest portion. Customization options, such as engraving and gemstone selection are highlighted as it caters to their preference and still remain within this price range. Content that spotlights high quality materials, intricate designs and the limited-edition editions are put in front of Luxury buyers who are willing to invest in high end bespoke pieces (Pranup et al., 2022).
According to the survey, frequently jewellery is purchased without being linked to special occasions, while such purchases are rather connected to special occasions. With this insight, our time for marketing aligns with peak buying seasons; such as weddings, anniversaries, holidays, etc. Using these points, customers can make wise purchasing decisions during these months and enjoy increased engagement, in turn leading to more sales (Gao et al., 2024).

SEO Optimization
Considering questionnaire insights, Search Engine Optimization (SEO) usage was made to make reach better online. As customer highly value quality and customization, product descriptions and FAQs were enriched with key terms like ‘customized jewellery’, ‘sustainable jewellery’ and ‘quality craftsmanship’ so as to increase the search visibility. The website was fast loading, mobile friendly and easy to navigate so as to improve the user experience, an important feature on an SEO basis. For discoverability and indexing, the metadata, alt text for images and structured data markup were implemented to make the site well-structured including progressive enhancement (Pranup et al., 2022).

Ethical Jewellery Positioning
Mixed responses to ethical jewellery were also found in the questionnaire. Only 40% of the respondents were willing to pay a premium for ethically sourced and sustainable jewellery, 30% were undecided and 30% were not at all willing to pay more. Based on this insight, ethical jewellery was placed as an optional rather than mandatory feature to that product (Gao et al., 2024).
In order to attract undecided customers, the website shows information on practices of a sustainable sourcing. It creates an atmosphere to educate and inform any potential buyers with the storytelling elements of the journey of ethically sourced gemstones and fair trade initiatives. Blog content and social media campaigns align with the benefits of ethical jewellery, which means customers will continue to choose sustainable options without the cost charged as default (Sharmili, 2023).
Marketing Material Development
Based on the key insights from the survey, the marketing material was developed and should resonate with the defined target audience. Adverts and social media campaigns reflected the personalization with advertising Customised jewellery as unique. Affordability and quality were the two most basic aspects driving purchase decision, therefore, the two central themes (Pranup et al., 2022).
Since jewellery purchases are typically tied to special occasions, the proposals focused on peak buying seasons. The insights from the survey were taken into account when developing social media marketing posts, promoting and messaging that reach customers at the right time moments like Valentine’s Day, Christmas and wedding season. With these insights, it became that every campaign would always be relevant and data driven, integrated into the digital marketing strategies (Blanes Jacquart and De Cock, d.n.m).

Conclusion
A customer centric website and marketing strategy were developed with the help of questionnaire data confined as per the choice of the consumers. Roza Goldsmith Custom Jewellery has adopted this data driven approach to not only ensure enhanced engagement with customers, good relationships and also increased sales, making it a leading brand in the custom jewellery market. It includes the segmentation strategy it SEO optimization and ethical marketing positioning thereby creating an adaptable and responsive marketing that adapts to consumer needs.
TASK 3-Microsoft Excel 

Project Finances
	Month
	Income (£)
	Expenses (£)
	Profit (£)
	Description
	
	
	
	
	
	
	
	
	
	
	

	January
	 £   5,000.00 
	 £      2,000.00 
	 £   3,000.00 
	Sales from jewellery collections
	
	
	

	February
	 £   6,000.00 
	 £      2,500.00 
	 £   3,500.00 
	Valentine's Day promotions
	
	
	

	March
	 £   7,000.00 
	 £      2,200.00 
	 £   4,800.00 
	Spring collection launch
	
	
	

	April
	 £   5,500.00 
	 £      2,800.00 
	 £   2,700.00 
	Regular sales
	
	
	

	May
	 £ 8,000.00 
	 £      3,000.00 
	 £   5,000.00 
	Mother's Day promotions
	
	
	

	June
	 £ 7,500.00 
	 £      2,700.00 
	 £   4,800.00 
	Summer sales
	
	
	

	July
	 £ 6,500.00 
	 £      2,500.00 
	 £   4,000.00 
	Mid-year clearance
	
	
	

	August
	 £   7,200.00 
	 £      2,900.00 
	 £   4,300.00 
	Back-to-school promotions
	
	
	

	September
	 £   8,500.00 
	 £      3,200.00 
	 £   5,300.00 
	Fall collection launch
	
	
	

	October
	 £ 9,000.00 
	 £      3,500.00 
	 £   5,500.00 
	Halloween specials
	
	
	

	November
	 £ 10,000.00 
	 £     4,000.00 
	 £   6,000.00 
	Black Friday and holiday season
	
	
	

	December
	 £ 12,000.00 
	 £      4,500.00 
	 £   7,500.00 
	Christmas and New Year sales
	
	
	

	Total
	£ 92,200.00 
	 £   35,800.00 
	 £ 56,400.00 
	 
	
	
	

	
	
	
	
	
	
	
	







ESSAY-Importance o Excel in Digital Era
Introduction
Technology has made the process of working quite different in today’s digital world. Microsoft Excel is one of the important tools in this era. The usage of Excel equipment is really easy for people and for business. It is widely available and is useful in education, finance, business and research work. Users of Excel can quickly store, organize and analyse information. This speeds the work as well as the efficiency of a work (Kelly et al., 2023).

Main Body
The use of Excel tool would make it possible to enter, store and manage large amounts of data with more ease. It is a set of rows and columns such that helps to order information in certain order wherein it is easy to access and update details whenever we need it. The businesses and individuals could store the insider files in an Excel. It reduces the error, minimizes data loss, cuts time.
Excel is among the most towering features, as it can perform complex calculations. Users can quickly add, subtract, multiply and divide numbers when it has built-in formulas and functions. In addition, Excel can also carry out some advance calculations like financial modelling, statistical analysis, forecasting etc. They also allow people create charts and graphs to view data to figure out what patterns, which trends are. Especially for businesses they can know that they are selling, they can see the amount of profit they are making and can analyse what the customers are doing (Hermawan et al., 2022).
Almost all businesses depend on Excel for day-to-day task administration. In fact, it greatly helps to maintain financial records and prepares budgets and expenses. Excel is being used by many organizations to schedule tasks and plan projects for employees. Through organizing data systematically, Excel’s productivity is increased, and mistakes can be reduced. It also has a collaboration feature for employees to share Excel files with each other. This also ensures smooth communication and better teamwork in the case when more than one employee is working on the same dataset in the organization (Kholmuminov et al., 2021).
In general, Excel is also used in education. It is used by the students to generate tables, graphs and charts for assignments and projects. In contrast, teachers use Excel to write in student marks, keep in view attendance and to check out academic performance. Knowing how to use Excel is a skill that, in addition to being useful in personal life, also serves as training for future different responsibilities. Since many jobs require proficiency in Excel, it is a skill that will give students an advantage when getting a job (Haury et al., 2024).
Excel is used in data analysis field. It is used by researchers and analysts to organize and study this huge data structure. Filtering, sorting by columns or rows, and grouping data make the data easier to understand and extract the useful insights. Users can quickly summarize and analyse complex information with Excel’s PivotTables also. However, these tools are good for reporting where reports are generated from real data so that businesses or organizations will make good decisions in their business or company (Nasir, 2024).
In the automation feature of excel, users can create templates and have applications with formulas for doing repetitive tasks, which will save time and reduce the manual data entry. It also allows businesses to improve efficiency and greatly reduces the risk of making errors, as they can use it to balance salaries, track expenses and generate invoices (Hermawan et al., 2022). Used in almost every industry in healthcare, finance, sport, and retail etc. for managing records, analysing data. Today, strong Excel skills are valuable in this job market as it can help people to manage data, produce reports, and encourage productivity. The ability to learn excel will provide job scope, help business grow, and boost career opportunity through improved efficiency and the decision made based on facts (Oliveira and Gomes, 2025).
Conclusion
Microsoft Excel is a very useful and powerful tool to help in every field – business, education, finance, research etc. In the modern workplaces, it is indispensable because of its ability to store, organize, and analyse data in an efficient manner. Built-in formulas, data visualization tools, as well as automation features, Excel can assist business, as well as individual saving time, reducing errors and making more informed decisions. Proficiency in Excel has become a valuable skill in the job market given the fact that industries more and more rely on data driven strategies. It not only increases efficiency, but learning and mastering Excel helps with getting a wider range of career options in this digital age.











TASK-4: Storytelling 
Storytelling and strategic marketing can be used in the Roza Goldsmith Custom Jewellery advertisement, and this will hook the viewers. Detailed shots of jewellery created and polished capture the making and finishing of a perfect creation from raw materials to a finished piece (Dias and Cavalheiro, 2021). It forms an emotional connection between each piece, giving it a feeling of meaning and customness. Additionally, high quality visuals, smooth transitions and attractive typography are featured that reinforces the luxury appeal. Customization is emphasized in the video; various designs are presented to attract different customer preferences (Pankiw et al., 2021). It also speaks about affordability and quality so that the customers can own quality jewellery without overcharged. Advertising technique such as text overlay and soft background music highlight the message, it is clear and attractive. They encourage viewers to explore the collection or purchase. The video captivates efficiency generously coupled with elegance and affordability without compromising on taste and customizations. The advertisement is the one that manages to successfully market Roza Goldsmith Custom Jewellery by using visual storytelling, refined presentation, and excellent marketing (KL and KS, 2024).
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                                         APPENDIX
Jewellery Purchase Survey (Number of Participants: 10)
1. How often do you purchase jewellery?
[image: A pie chart with text on it
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2. What type of jewellery do you typically purchase? (Select all that apply)
[image: A pie chart with different colored circles
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3. What factors influence your decision to purchase jewellery? (Select up to 3 options)
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AI-generated content may be incorrect.]
4. How important is it for you to purchase custom-made or personalised jewellery?
[image: A pie chart with text
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5. What is your primary motivation for buying custom jewellery?
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6. What materials do you prefer in custom jewellery? (Select up to 3 options)
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7. How much are you willing to spend on a custom jewellery piece?
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8. Where do you usually purchase jewellery?
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9. How do you prefer to interact with jewellery brands when purchasing custom pieces?
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10. How important is it that the jewellery brand is transparent about its sourcing and manufacturing process?
[image: A pie chart with text on it
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11. Would you be willing to pay a premium for jewellery that is ethically sourced and environmentally friendly?
[image: A pie chart with text on it
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12. How likely are you to recommend a custom jewellery brand to your friends or family?
[image: A pie chart with text on it
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	Month
	Income (£)
	Expenses (£)
	Profit (£)
	Description
	
	
	
	
	
	
	
	
	
	
	

	January
	 £   5,000.00 
	 £      2,000.00 
	 £   3,000.00 
	Sales from jewelry collections
	
	
	

	February
	 £   6,000.00 
	 £      2,500.00 
	 £   3,500.00 
	Valentine's Day promotions
	
	
	

	March
	 £   7,000.00 
	 £      2,200.00 
	 £   4,800.00 
	Spring collection launch
	
	
	

	April
	 £   5,500.00 
	 £      2,800.00 
	 £   2,700.00 
	Regular sales
	
	
	

	May
	 £   8,000.00 
	 £      3,000.00 
	 £   5,000.00 
	Mother's Day promotions
	
	
	

	June
	 £   7,500.00 
	 £      2,700.00 
	 £   4,800.00 
	Summer sales
	
	
	

	July
	 £   6,500.00 
	 £      2,500.00 
	 £   4,000.00 
	Mid-year clearance
	
	
	

	August
	 £   7,200.00 
	 £      2,900.00 
	 £   4,300.00 
	Back-to-school promotions
	
	
	

	September
	 £   8,500.00 
	 £      3,200.00 
	 £   5,300.00 
	Fall collection launch
	
	
	

	October
	 £   9,000.00 
	 £      3,500.00 
	 £   5,500.00 
	Halloween specials
	
	
	

	November
	 £ 10,000.00 
	 £      4,000.00 
	 £   6,000.00 
	Black Friday and holiday season
	
	
	

	December
	 £ 12,000.00 
	 £      4,500.00 
	 £   7,500.00 
	Christmas and New Year sales
	
	
	

	Total
	 £ 92,200.00 
	 £   35,800.00 
	 £ 56,400.00 
	 
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	



Income, Expenses & Profit Comparison
Income ($)	January	February	March	April	May	June	July	August	September	October	November	December	5000	6000	7000	5500	8000	7500	6500	7200	8500	9000	10000	12000	Expenses ($)	January	February	March	April	May	June	July	August	September	October	November	December	2000	2500	2200	2800	3000	2700	2500	2900	3200	3500	4000	4500	Profit ($)	January	February	March	April	May	June	July	August	September	October	November	December	3000	3500	4800	2700	5000	4800	4000	4300	5300	5500	6000	7500	Months
Amount ($)
Income, Expenses & Profit Comparison
Income ($)	January	February	March	April	May	June	July	August	September	October	November	December	5000	6000	7000	5500	8000	7500	6500	7200	8500	9000	10000	12000	Expenses ($)	January	February	March	April	May	June	July	August	September	October	November	December	2000	2500	2200	2800	3000	2700	2500	2900	3200	3500	4000	4500	Profit ($)	January	February	March	April	May	June	July	August	September	October	November	December	3000	3500	4800	2700	5000	4800	4000	4300	5300	5500	6000	7500	Months
Amount (£)
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What factors influence your decision to purchase jewellery?
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How much are you willing to spend on a custom jewellery piece?
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Would you be willing to pay a premium for jewellery that is ethically sourced and environmentally friendly?
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What type of jewellery do you typically purchase?
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How important is it for you to purchase custom-made or personalised jewellery?
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What is your primary motivation for buying custom jewellery?
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What materials do you prefer in custom jewellery?
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Where do you usually purchase jewellery?

Local independent jewellers
Luxury department stores

Other

High-street jewellery stores
Online
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How do you prefer to interact with jewellery brands when purchasing custom pieces?

Through email correspondence

Other
Online design tool

In-person consultation
Virtual consultation
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How important is it that the jewellery brand is transparent about its sourcing and manufacturing process?

Neural

Somewhat ot impartant

Extremely not Important

Extremely important

Somewhat mportant
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How likely are you to recommend a custom jewellery brand to your friends or family?

Neither likely nor unlikely

Somewhat unlikely

Very unlikely

Very likely

Somewhat likely




