[image: ]

Master of Business Administration (MBA)
	Programme
	Master of Business Administration

	Student Name
	Maxine Morris

	Student ID
	2213032

	Module
	Business Development Proposal

	Module Code
	LCMB7037

	Lecturer
	Vasilios Tavlardis

	Supervisor
	Ibrahim Rufai

	Assignment Title
	Business Development Proposal Outline




















TABLE OF CONTENTS

	Section
	Page

	1.0 Introduction
	4

	1.1 Organisational Background
	5

	1.2 Research Problem
	6

	1.3 Research Context
	5

	1.4 Research Aim
	6

	1.5 Research Objectives
	6

	1.6 Research Questions
	7

	1.6.1 Main Research Question
	7

	1.6.2 Supporting Research Questions
	7

	1.7 Dissertation Purpose
	8

	1.8 Strategic Relaunch and Business Development
	9

	1.9 Methodology
	12

	1.9.1 Research Design
	12

	1.9.2 Research Philosophy
	13

	1.10 Market Research Framework
	14

	1.10.1 Problem Definition
	14

	1.10.2 Research Design
	14

	1.10.3 Data Collection
	15

	1.10.4 Data Analysis
	15

	1.10.5 Interpretation and Reporting
	15

	1.11 Validation and Research Timeline
	16

	Reference List
	18



















1.0 Introduction
The complementary health and wellbeing sector has expanded significantly in recent years as consumers increasingly seek holistic approaches that support physical, emotional and psychological wellbeing. Growing awareness of preventative healthcare, stress management and lifestyle-related health issues has contributed to increased demand for services that focus on overall wellbeing rather than solely the treatment of illness. Within this evolving marketplace, complementary therapies have become increasingly integrated nto consumers’ health and self-care routines, creating opportunities for specialist wellbeing businesses to develop distinctive market positions.
Soul to Sole Holistic Therapy Centre is an independent holistic wellbeing centre located in Great Barr, Birmingham. Operating from Kingstanding Road, the centre provides a range of complementary, therapeutic and aesthetic services through a multidisciplinary team of practitioners. The organisation positions itself as a provider of holistic wellbeing solutions, promoting an approach that supports the interconnected relationship between mind, body and spirit. Through its range of therapies and practitioner specialisms, the business aims to support relaxation, stress reduction, emotional wellbeing and personal development while contributing to the overall health and quality of life of its clients.
This dissertation examines the strategic position of Soul to Sole Holistic Therapy Centre during a period of redevelopment and potential business growth. The study seeks to evaluate the organisation’s existing value proposition, identify opportunities for improvement and explore strategies that can support greater customer engagement, improved competitive positioning and long-term sustainability.










1.1 Organisational Background
Soul to Sole Holistic Therapy Centre was established by Soraya Carroll, whose professional interest in complementary therapies developed whilst working within a corporate environment. After experiencing the benefits of holistic therapies in managing work-related stress and personal wellbeing, she pursued professional qualifications in reflexology and aromatherapy. This led to the establishment of Soul to Sole as a full-time business, followed by the opening of the physical therapy centre in 2003.
Since its formation, the organisation has evolved from a practitioner-led venture into a multidisciplinary wellbeing centre incorporating a broader range of therapeutic and aesthetic services. The current business model extends beyond traditional complementary therapies and incorporates practitioners specialising in reflexology, aromatherapy massage, deep tissue massage, cupping therapy, integrative counselling, mindfulness-based approaches and holistic aesthetic treatments.
This diversification reflects changing consumer demands within the health and wellbeing market. Rather than focusing on a single therapy discipline, the organisation seeks to provide an integrated service offering capable of addressing various aspects of customer wellbeing. Consequently, clients can access multiple services within one location, enhancing convenience, continuity of care and overall customer experience.
The presence of multiple practitioners also provides opportunities for collaboration and cross-referral between service providers. Such an approach can strengthen customer relationships while increasing the range of solutions available to address individual wellbeing needs. However, managing a diverse practitioner network requires clear strategic direction to maintain consistency in service quality, customer experience and organisational identity.




1.2 Research Problem
Despite its longevity and established presence within the local community, Soul to Sole has encountered significant challenges in recent years. Like many small service businesses, the organisation was affected by the COVID-19 pandemic, which disrupted business operations and altered consumer behaviours across the health and wellbeing sector. Following this period, the business entered a redevelopment phase aimed at rebuilding customer engagement and restoring growth.
Additional challenges have emerged through changes within the practitioner team and service portfolio. The departure of therapists and alterations in service provision can affect operational capacity and customer perceptions of the business. These issues are particularly significant for service-based organisations where customer relationships, practitioner expertise and service quality form critical components of the overall value proposition.
While the multidisciplinary structure offers opportunities for diversification and growth, it also creates strategic challenges. Customers must clearly understand the organisation’s purpose, service offering and unique value proposition. If communication is inconsistent, potential customers may struggle to differentiate the business from competitors operating within the wider wellbeing, beauty and complementary therapy sectors.
Consequently, there is a need to critically assess whether the current business model effectively communicates customer value and supports sustainable growth. Understanding how customer expectations align with the organisation’s service offering is therefore essential for future development.


1.3 Research Context
The strategic context surrounding Soul to Sole provides an important opportunity for investigation from both a business and management perspective. Small wellbeing enterprises often face challenges associated with limited resources, increasing competition and changing customer expectations. At the same time, organisations operating within specialist markets may possess unique strengths that can be leveraged to create sustainable competitive advantages.
The current structure of Soul to Sole is characterised by a combination of complementary therapies, counselling services and aesthetic treatments delivered under a unified wellbeing brand. This integrated model has the potential to appeal to diverse customer groups while supporting service diversification and multiple revenue streams.
However, the success of such a model depends on the organisation's ability to communicate a coherent brand identity and maintain customer confidence across all service areas. Market positioning is particularly important because customers may compare the organisation not only with other holistic therapy centres but also with beauty clinics, counselling practices, massage providers and independent wellness practitioners.
The study therefore seeks to examine how the organisation can strengthen its competitive position by better aligning its resources, services and marketing activities with customer expectations and market opportunities.




1.4 Research Aim
Research Aim
To critically evaluate the current business position and value proposition of Soul to Sole Holistic Therapy Centre and identify strategic opportunities to strengthen its market positioning, customer engagement and long-term sustainability within the health and wellbeing sector.

1.5 Research Objectives
To achieve the research aim, the study will address the following objectives:
1. To critically evaluate the current business model and value proposition of Soul to Sole Holistic Therapy Centre.
2. To identify the internal strengths and weaknesses affecting organisational performance and competitiveness.
3. To examine the external opportunities and threats influencing the organisation within the health, wellbeing and complementary therapy market.
4. To investigate customer perceptions, expectations and experiences of the centre's services.
5. To evaluate the effectiveness of existing marketing, branding and customer engagement activities.
6. To identify opportunities for service development, customer acquisition and customer retention.
7. To develop evidence-based strategic recommendations that support future growth and long-term sustainability.
Together, these objectives provide a structured framework through which the organisation's strategic position can be evaluated from both internal and external perspectives.

1.6 Research Questions
Main Research Question
How can Soul to Sole Holistic Therapy Centre strengthen its value proposition and market positioning to support customer engagement, business growth and long-term sustainability?
Supporting Research Questions
RQ1. What are the principal strengths and weaknesses of Soul to Sole Holistic Therapy Centre's current business model?
RQ2. What external opportunities and threats influence the organisation's competitive position within the health and wellbeing market?
RQ3. What factors influence customer expectations, perceptions and engagement with holistic wellbeing services?
RQ4. What strategic initiatives could strengthen the organisation's value proposition and support future sustainability?












1.7 Dissertation Purpose
The purpose of this dissertation is to critically evaluate the strategic position of Soul to Sole Holistic Therapy Centre and identify practical opportunities for business improvement. Rather than simply describing existing operations, the study seeks to provide an evidence-based assessment of factors influencing organisational performance and future success.
The research combines consideration of internal business capabilities with analysis of the external environment and customer expectations. This integrated approach is important because organisational success is influenced not only by the resources available within the business but also by changing market conditions and consumer preferences.
The findings will support the development of recommendations designed to improve customer engagement, strengthen competitive positioning and enhance long-term organisational sustainability. Consequently, the study aims to contribute both practical value to the business and academic insight into the challenges facing small wellbeing enterprises.
1.8 Strategic Relaunch and Business Development
The proposed relaunch of Soul to Sole represents an important strategic opportunity to reposition the business and support future growth. However, any investment associated with the relaunch must be supported by evidence demonstrating that the proposed changes will create value for customers and contribute to organisational performance.
From a strategic perspective, business investment should focus on activities that improve customer experience and strengthen competitive advantage. Improvements to premises, practitioner recruitment, technology systems and marketing initiatives should therefore be evaluated in terms of their contribution to customer satisfaction and organisational sustainability rather than simply their operational benefits.
The physical environment plays a particularly important role within service businesses because customers often use tangible elements of the service setting to form perceptions regarding quality and professionalism. A modern and welcoming environment may therefore contribute positively to customer satisfaction and brand perception.
Similarly, the recruitment and retention of skilled practitioners can represent a significant organisational resource. Practitioner expertise directly influences service quality, customer trust and customer loyalty. Investment in practitioner development may therefore support both customer retention and competitive differentiation.
Technology also presents opportunities for business improvement. Modern booking systems, customer relationship management tools and digital communication platforms can enhance operational efficiency while improving customer convenience and engagement. However, technology investment must be aligned with business objectives and customer requirements to ensure value creation.
Marketing and promotional activities will also play a critical role within the relaunch strategy. Increased market awareness is necessary to attract new customers and strengthen relationships with existing clients. Effective marketing should clearly communicate the organisation's unique value proposition while differentiating the business from competing providers.
Furthermore, any expansion of services should be informed by customer demand and market evidence. Introducing additional therapies without understanding customer needs may increase operational costs without generating corresponding revenue. Consequently, future service development should be supported by robust market research to ensure alignment with customer expectations and market opportunities.
Overall, the success of the proposed relaunch will depend upon the organisation's ability to align its resources, capabilities and strategic activities with the evolving needs of customers. An evidence-based approach to decision-making is therefore essential to reducing risk and supporting sustainable business growth.
1.9 Methodology
This study will adopt a mixed-methods case study research design to evaluate the current position and future development opportunities of Soul to Sole Holistic Therapy Centre.
A mixed-methods approach is particularly appropriate because the research objectives require both quantitative and qualitative forms of evidence. Quantitative data can provide insights into customer behaviour, service usage patterns, purchasing preferences and levels of satisfaction. In contrast, qualitative data can generate a deeper understanding of customer motivations, experiences and expectations.
The integration of quantitative and qualitative findings enables a more comprehensive understanding of the research problem than either method could achieve independently. This approach supports the generation of well-rounded conclusions and recommendations based on multiple sources of evidence.
The study will utilise a single organisational case study strategy, with Soul to Sole serving as the focal organisation. This enables detailed exploration of the business within its specific market and operational context.
Research Philosophy
The research will be guided by a pragmatic philosophical perspective. Pragmatism is particularly suited to applied business research because it focuses on addressing real-world problems through the use of methods that best answer the research questions.
Rather than adhering exclusively to a single methodological position, pragmatism allows the integration of different research techniques according to their suitability for generating relevant and actionable findings. This flexibility supports the use of both quantitative and qualitative approaches within the current study.
1.10 Market Research Framework
The market research process will consist of five interconnected stages.
Stage 1: Problem Definition
The initial stage focuses on identifying the key business challenge. Specifically, the study seeks to understand how Soul to Sole can strengthen its value proposition and market positioning to support future growth and sustainability.
Stage 2: Research Design
The second stage involves the selection of appropriate research methods. A combination of qualitative and quantitative techniques will be employed to capture both behavioural data and customer insights.
Stage 3: Data Collection
Primary data will be collected through research instruments such as questionnaires and interviews. Secondary data will be obtained from academic literature, industry reports and relevant market information.
Stage 4: Data Analysis
The collected data will be analysed to identify patterns, relationships, trends and insights that contribute to the achievement of the research objectives.
Stage 5: Interpretation and Reporting
The final stage involves synthesising findings and developing strategic recommendations capable of supporting informed managerial decision-making.








1.11 Validation and Research Timeline
The proposed relaunch involves a number of assumptions relating to customer demand, service preferences, pricing strategies and operational investment. These assumptions should be systematically tested before substantial financial commitments are made.
A structured validation process will therefore be implemented throughout the research project.

Weeks 1-2: Market and competitor analysis.
Weeks 2-5: Customer surveys and stakeholder interviews.
Weeks 4-6: Value proposition validation.
Weeks 5-8: Service and pricing evaluation.
Weeks 7-9: Marketing and brand testing.
Weeks 8-11: Premises and practitioner assessment.
Weeks 10-12: Financial viability evaluation.
Weeks 12-14: Data triangulation and overall analysis.
Weeks 14-16: Development of evidence-based strategic recommendations.
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