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Introduction
The paper focusses on developing a website for a company offering cleaning services in the Cardiff and surroundings areas. The company operates to offer affordable and sustainable cleaning services meeting the client's demands at their conveniences. The questionnaire designed to help collect the relevant information to be included in the site is also established in the paper. The questionnaire will identify the primary information and trend suitable for offering cleaning services within the Cardiff area. The knowledge and information obtained from the questionnaire will help identify the right audience to include in the website and probable places to be targeted by the business (Krosnick, 2018). 

Questionnaire Design and Analysis

A questionnaire forms effective means of measuring the behaviour, attitude and opinion of the audience concerning the prevailling topic. The responses given by the client helps the business in designing the sales or marketing strategy capable of scaling the competitiveness of the business (Simms et al., 2019). The questionnaire is one way of conducting primary market research to understand the market segment before launching the product or services to the respective markets. The merit attached to the use of the questionnaire, particularly the online questionnaire used in this case, include cost-effectiveness and the possibility of reaching a larger population. The online questionnaire is free and can be filled in few minutes. Microsoft does not charge any cost for creating and posting the questionnaire on the online platform. Moreover, once the questionnaire is set, sharing the link with the potential parties is easy, thus aiding data collection from a larger number of participants (Kronenberger et al., 2018). 

Primary research is crucial in business development and operation. Gathering the primary data on the potential customers, business stakeholders, and interested parties into the business offers accurate information that the business can employ to ascertain the set goal's achievement. Five crucial benefits are attributed to primary market research. The first one entails the possibility of gaining accurate information on the product to be launched. The questionnaire used will, for instance, enables getting accurate and timely information on the relevant town and city where the cleaning business will earn success (GCL, 2020). Secondly, primary research offers deeper insight. The primary data enables the customers and potential business partners to express their feelings, which can be used to prospect the business's likely success. Thirdly, the primary research offers more control over how the data should be collected (Khurana et al., 2017). The researcher has the mandate to set question and goals based on the organisational mission and vision. The primary data results are also authentic because the researcher attained their first handily from the participants. Lastly, the primary data gives a sense of ownership of the business (GCL, 2020). A different cleaning agency is available in the market. Nevertheless, every business's path of operation depends greatly on the internal research carried by an individual. The information from other firms might not suit the demand of another. Thus primary research offers higher chances of ownership. 

Different questions were asked to the survey participant while exploring the best market segment to be targeted by the business. The three most significant questions related to the participants' age, how often they clean their houses and the best day of carrying out the cleaning. The results relating to the three questions are highlighted.

The first question regarding the age was as follows
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From the graph, it is quite evident that the majority of the company clients are persons aged 27 to 35 years. The marketing platform will thus target this population, by all means, to ensure that their input counts in the company. The statistics might also suggest that the age group of 27-35 has a tight schedule and might not dedicate time for cleaning purposes. Targeting the 27-35 age group should not deter the company from seeking the audience from other group age because every head counts in the company operation. 

The fifth question seek the number of times the client may need cleaning services. 
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Most of the client agreed that they do their cleaning twice per week. The information is crucial in preparing the company to plan for weekly cleaning based on the employees' number and cleaning desires. The company had additional hopes of reaping from the clients who need cleaning services daily.  
The best day for cleaning 
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Most of the client acknowledges that wish to have cleaning services done on weekdays, while others were conversant with any day. Such statistics can prepare the company to schedule the employees to match the client’s expectations.  
Web Design

The information attained from the questionnaire will be crucial in developing a comprehensive website capable of advertising the company brand to promote service delivery. Age is a crucial factor considered when marketing goods and services (Xu et al., 2017). Clean 4 U targeted customers as per the questionnaire fall between 27 to 35 years. This generation supports other generations, including the elderly and younger ones. Thus, much of the marketing initiatives should target their attention. Stewart et al. (2017) acknowledges the generational difference and support offered by the Y generation to the baby boomers and generation Z. promoting the cleaning services to generation Y aged 27 to 35 will enable the company to acquire more clients other generations depend on them. The number of times the client performs the cleaning services and the preferable day for the cleaning initiatives will also help the company schedule the days of carrying out the cleaning services to the clients. The website will categorically delineate the cleaning services offered and the preferable time the company offers the services. 

Cyan is one of the brightest colours and will be used as the company theme to promote the cleaning services. For the Clean 4 U Company, the cleaning equipment and cleaned surfaces will be used to post on the platform to enhance the company's credibility. Different cleaning equipment will build the clients’ trust and assure them that the company has what it takes to offer the cleaning services (Manhas, 2017). The cleaned surfaces will also act as testimonial information indicating the company's milestone in offering the cleaning services. Colour also plays a significant role in site development. The bright colour reflecting the clean surfaces is capable of increasing the company brand. Clean 4 U offers a cleaning service; therefore, dull colours might shy the clients away from the company. Cyan is one of the brightest colours and will be used as the company theme to promote the cleaning services. Other colours will depend greatly on the element posted on the company website to promote brand awareness. Highlighted below are a number of the colour codes and equipment used on the website to promote the company brand and promote the sales of the services. 

Cleaning Equipment

[image: image4.jpg]



Detergents and cleaning materials suitable for floor, carpet, windows, and general cleaning will be included on the website to entice the clients to availability the varieties needed to accomplish the cleaning demands.

Purple color
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Colors also draw the emotion of the client towards the company's services. In the questionnaire, the female topped the gender of the client seeking the company services. Therefore, using a color that appeals to the female gender's emotions is necessary for the website (Wu, 2019). It is worth noting that society often assigns the cleaning role to the female gender, and the questionnaire equally affirmed the results. The purple color of the cleaned carpet or surfaces must be included in the website to lure the emotions of the female gender to seek the company's services.
Comprehensive Services 
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The comprehensive or deep cleaning involves cleaning premises thoroughly to ensure that no dirt particle is left. The photo will assure the clients that the company has a comprehensive cleaning system capable of catering to their cleaning needs. As evident in the image, different cleaning services are offered ago. The cleaning services depicted in the image include glass and window cleaning, sanitization and disinfection of the floors, doors and ceiling fan cleaning, deep kitchen cleaning. The image similarly indicates that the Clean 4 U Company has different cleaning facilities and tools personalized to match the client's demands. Also, an experienced team is shown in the image to care for the cleaning needs. It is worth noting that the present COVID- 19 pandemic needs a deep cleaning to reduce the virus's rate since touching infected surfaces increases the chances of the virus spread (Suman et al., 2020). Clean 4 U has disinfectors to cater to such cleaning needs, thus putting the company in the best position to offer the best cleaning services.

Conclusion

Clean 4 U company is destined to offer cleaning services in the Cardiff and surrounding areas with the opportunity to expand in the close future. To ascertain the company's viability before launching it to the market, conducting primary research on the market was necessitated to collect the customer views. The crucial information the primary research majored on included the clients' age, cleaning frequency in their homesteads, and the preferable day for cleaning. The primary research helped the company to gain insight into the first-hand information that facilitated the website development. The bright colour was preferred for the website as it deals with cleaning services. Furthermore, different images indicating the company’s capability are also highlighted on the website to attract more clients and affirm its capability.
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