


BMSW4008
Digital Skills for Personal Development and Business Growth
Adelina Angela Vasile 
2314444 Id number












Student Name
ID-



Table of Contents
Task 1	3
1. Introduction	3
2. Questionnaire Design	3
3. Data Collection Process	4
4. Analysis of Crucial Questions	4
5. Application of Findings to the Business Idea	7
6.  Conclusion	8
References	9
Appendix	10
Questionnaire	10
Task 2	13
Website development and Marketing materials	13
References	17
Task 3	18
Introduction	18
Importance of Excel in the Digital Era: Essay	19
Conclusion	21
References	22
Task 4	23
YouTube Link	23
Summary	23
References	23

[bookmark: _Toc184425680]Task 1
EcoSip: Eco-Friendly Reusable Water Bottles
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[bookmark: _Toc184425681]1. Introduction
Market research plays a significant role in shaping and shaping a business concept because it gives us valuable information on customer wants, behaviour and trends. This project is based on building an efficient questionnaire that gathers information about eco-friendly reusable water bottles through Microsoft Forms. The aim of the survey is to understand what the customer’s needs, wants and purchasing habits are so that data-driven decisions can be made to improve the business concept (Byrd, 2021). The report is designed to help discover patterns and make meaningful recommendations to define product specifications, pricing, and marketing. The primary goals are analyzing consumer behaviour, segmenting target demographics, and testing the business model. 
[bookmark: _Toc184425682]2. Questionnaire Design
The selected idea is to develop sustainable, reusable water bottles for eco-conscious consumers. It’s a product that wants to bring sustainability, resilience and customization together. They cater to students, professionals and people living a high-performance lifestyle and prefer green products. They were chosen because they were increasingly conscious of the environment and their potential need for green solutions. 
The questionnaire contains 10 professionally designed questions, organized into demographics, behaviours, preferences, and feedback. I designed and distributed the survey using Microsoft Forms, its user-friendly interface and data visualization (Dadwal, 2020). The questions revolve around the key elements of buying decisions, price sensitivity, and preferences for customizable designs and refill coupons. For example, open-ended feedback questions (such as about one’s preferred price points and frequency of purchases) seek to uncover the market demand and pricing plan, while open-ended feedback questions provide quantitative insight into product improvements (Pinto and Guarda, 2020). 
[bookmark: _Toc184425683]3. Data Collection Process
The questionnaire was created in Microsoft Forms and circulated via email and group chat to make sure we had the right number of responses. A thank you note followed, urging more engagement and response. The survey received 30 responses, with an answer rate of roughly 75%. Some had to be reminded but most reacted quickly, so that was a minor setback in getting everyone to participate (Sandhu, 2020). The people interviewed fell into different demographic groups and were evenly split across other age categories. These attributes offered a representative sample, leading to mixed and useful findings. 
[bookmark: _Toc184425684]4. Analysis of Crucial Questions
Selection of Key Questions
After reviewing the data, the following three questions were identified as the most crucial for analyzing the viability of the eco-friendly reusable water bottle business idea:
1. What factors are most important when purchasing a reusable water bottle?
2. How much are you willing to spend on a high-quality reusable water bottle?
3. How likely are you to participate in a refill discount program if offered?

Descriptive Analysis
Question 1: Factors Influencing Purchase Decisions
· Results: 50% of respondents prioritized eco-friendliness, followed by durability (30%) and design (15%), while price was a concern for only 5%.
· Trends: The overwhelming preference for eco-friendliness aligns with the growing trend of sustainable living.
· Implications: The product must emphasize its sustainability credentials in marketing campaigns and product labels.
	Factor
	Percentage of Respondents

	Eco-friendliness
	50%

	Durability
	30%

	Design
	15%

	Price
	5%




Question 2: Willingness to Pay
· Results: 60% of respondents indicated a willingness to pay £10-£20, 25% chose £20-£30, and only 15% opted for under £10.
· Trends: A majority are open to mid-range pricing, suggesting that price sensitivity is moderate within the target market.
· Implications: Pricing the product between £15 and £20 is likely to maximize sales while maintaining profitability.
	Price Range (£)
	Percentage of Respondents

	Under £10
	15%

	£10-£20
	60%

	£20-£30
	25%




Question 3: Participation in Refill Discount Programs
· Results: 70% of respondents were "very likely" or "somewhat likely" to participate, showing significant interest in sustainability-focused incentives.
· Trends: Customers' value-added benefits that align with their eco-friendly values.
· Implications: Introducing refill discounts can foster customer loyalty and reinforce the brand’s environmental commitment.
	Likelihood of Participation
	Percentage of Respondents

	Very Likely
	50%

	Somewhat Likely
	20%

	Neutral
	15%

	Unlikely
	10%

	Very Unlikely
	5%




Insights and Implications
1. Eco-friendliness as a Core Value: Positioning the product as sustainable will resonate with the majority of the audience.
2. Mid-Range Pricing Strategy: A price point of £15-£20 balances customer affordability and business profitability.
3. Value-Added Features: Offering refill discounts strengthens customer loyalty and aligns with sustainability goals.

[bookmark: _Toc184425685]5. Application of Findings to the Business Idea
The survey confirms and optimizes the recycled water bottle business idea. It’s the desire for environmental sustainability among the consumers that fuels the brand’s sustainability drive. It will emphasize the sustainability benefits of the product, such as BPA-free ingredients and sustainable manufacturing (Soltanifar et al., 2021). Mid-range pricing insights recommend charging between £15 and £20 for the biggest customer base at a profitable price (Reedy and Parker, 2017). A refill discount programme will reinforce consumer loyalty and reinforce the brand’s environmental awareness. It even includes custom designs for aesthetics. These developments confirm the company concept and provide opportunities to increase market appeal, brand recognition, and consumer satisfaction. 
[bookmark: _Toc184425686]6.  Conclusion 
Quotation analysis revealed customer preferences, pricing, and feature requests. The findings show that data-driven decisions enhance business decision-making and market needs. Microsoft Forms empowers individuals and organizations by capturing and interpreting data to make good choices.
[bookmark: _Toc184425687]
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[bookmark: _Toc184425689]Questionnaire
Title: Market Research for Eco-Friendly Reusable Water Bottles
Purpose: To gather insights into customer preferences, price sensitivity, and purchasing behaviour to validate and refine the business idea.
Section 1: Demographics
1. What is your age group?
· Under 18
· 18-25
· 26-35
· 36-50
· Over 50
2. What is your gender?
· Male
· Female
· Non-binary/Other
· Prefer not to say
3. What is your current occupation?
· Student
· Professional
· Entrepreneur
· Retired
· Other

Section 2: Current Behaviors and Preferences
4. How often do you use reusable water bottles?
· Daily
· A few times a week
· Rarely
· Never
5. What factors are most important when purchasing a reusable water bottle?
· Design/Appearance
· Durability
· Price
· Eco-friendliness
· Other (please specify)
6. Where do you usually purchase reusable water bottles?
· Online stores
· Physical retail stores
· Supermarkets
· Other

Section 3: Business-Specific Questions
7. Would you be interested in customizable designs for your reusable water bottle?
· Yes
· No
8. How much are you willing to spend on a high-quality reusable water bottle?
· Under £10
· £10-£20
· £20-£30
· Over £30
9. How likely are you to participate in a refill discount program if offered?
· Very likely
· Somewhat likely
· Neutral
· Unlikely
· Very unlikely

Section 4: Feedback and Suggestions
10. What additional features would you like to see in a reusable water bottle?
Give your opinion


[bookmark: _Toc184425690]Task 2
[bookmark: _Toc184425691]Website development and Marketing materials 
The technological advancement in this century has changed the global marketplace including the value creation, value delivery, and capture process. There has been a significant shift in customer behaviours as well towards digital technology along with increased use of modern technology for consumption decisions (Pagani and Pardo, 2017). Nowadays, Customers collect information about products using digital platforms and also make informed buying decisions using these technologies and digital platforms. One such platform which customers use to collect information about products and make purchases is the website. A website is an internet-based collection of web pages which contains information about certain issues integrating text, images, videos or other digital content (Abdallah and Jaleel, 2015). In marketing, a website works as a digital storefront where customers can get information about their products, communicate with the sellers and also place purchase orders anytime from anywhere around the world using the internet. From the sellers’ perspective, the website works as an effective tool to increase product and store visibility, reduce the physical locations of traditional stores, improve communication with customers, generate leads, increase customer engagement as well boost credibility (Abdallah and Jaleel, 2015). 
For the business idea (Eco-Friendly Reusable Water Bottles) generated from the questionnaire data, a two-page website has been created using Weebly. Here is the screenshot of this website. 
[image: A screenshot of a computer
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Figure 1: First page of the website
[image: A bottle of water with a label
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Figure 2: Second page of the website
[image: A bottle of water in the grass
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Figure 3: Marketing content – Branding & Logo
While preparing this website, some important marketing factors have been considered which include segmentation and SEO. Market segmentation indicates a strategic approach to divide the potential market into subgroups based on the characteristics, expectations, needs and behaviour of the targeted market (Dibb and Simkin, 2016). Segmentation allows tailoring marketing messages more precisely to certain customer bases, researching the target groups and increasing marketing effectiveness. 
From the questionnaire, it has been found that the young group of people 18-25 and 26-35 has be highest tendency to demand eco-friendly products. Moreover, these two groups expressed their willingness to participate in the refill discounting program. Therefore, the targeted market has been segmented based on age and people aged from 18 to 35 have been chosen as the primary customer base. The second stage of segmentation of the customer base has been conducted based on profession. The students and professionals have a higher tendency to consume eco-friendly products, and they show more importance on eco-friendliness compared to other elements. Hence, based on these two findings, it has been decided that the targeted customers will be people aged 18 to 26 and have a profession, either student or professional. 
Another important issue in website-based marketing is SEO, which has also been considered while developing the website. SEO (search engine optimisation) is the strategy of ranking the website on a search engine results page. SEO is a continuous process and may vary with the changes in search engine algorithms. In general, normal users of search engines like Google search for a product and use the firm few websites to know the details about the product. Hence, the webpages that come in the front line have a high chance of getting more traffic compared to firms that are listed on the second or third pages. SEO ensures that the customer finds the desired website, gets engaged with the brand and makes the purchase decisions. As a result, sales increase and company visibility also increase (Kundu, 2021). 
Considering the importance of SEO, the EcoSip website has been prepared in an SEO-friendly way. For example, to optimise the website for EcoSip and increase its visibility, the keywords related to sustainable bottles have been investigated and incorporated in the heading. Secondly, the search intent of the customer was identified. Thirdly, common words like Eco-friendliness have been attached in the heading so that the website comes up whenever people search for Eco-friendly items. Moreover, as people get more attracted to a product that contains high-quality visuals, a high-quality photo of the product has been attached to the website with product details. From the questionnaire, key information such as ages, preferences, demographics, etc. information has been gathered and used to develop the content for the website. This process of identifying keywords and incorporating the words into the title and heading or URLS is called Keyword Optimisation (Papagiannis, 2020). 
Fourthly, the contents on the website have been customised and made SEO-friendly. To develop SEO-friendly content, the Google Keyword Planner tool has been used to identify the high-traffic keywords which have been searched by a large number of people yet have lower competition (Teixeira, 2011). While searching keywords for EcoSip, it has been found that “Zero Waste Water Bottle” is high traffic (over 1500 per month), but a low-competition word. Therefore, this word has been included in the product description. 
A targeted copywriting approach has been used while developing a paragraph explaining the products. Targeted copywriting is an effective marketing tool that targets a specific group of people and develops personalised content for them (Agustiningsih, 2021). This content of EcoSip has been developed focusing on the words that emotionally trigger a person and make them feel more connected. Besides, the marketing content has focused mostly on solutions to problems which respondents mentioned in the questionnaire. The website has been designed with visually appealing images which will grab the attention of the visitors and convey the marketing information quickly. The “Call-To-Action” technique has been used on the website to encourage customer engagement (Chen, Wu and Yun, 2024). For example, at the end of the website, a sentence has been added which says “Sip Sustainably, Save the Planet! - Shop Now!”. This content not only leads the customer to go to a shopping page but also provides a holistic reason for clicking and buying the product as well as makes them more engaged with the brand.  
[image: A screenshot of a computer
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Figure 4: Footer - Call-To-Action strategy 
After all, the website developed under this e-portfolio for selling Eco-Friendly Reusable Water Bottles is well-researched, SEO friendly and optimised for marketing. It is expected this this marketing plan will perform effectively in the market and result in high sales. 
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[bookmark: _Toc184425694]Introduction 
In this task, there will create a financial projection for a small business over a three-month period using Microsoft Excel. The projection includes income, expenses, and the resulting profit or loss for each month. Financial projections are crucial for small businesses as they help in planning, budgeting, and decision-making (Soltanifar et al., 2021). The spreadsheet will provide insights into the financial health of the business and help assess how well the business idea can perform in the short term. By calculating key figures such as income, expenses, and profit, we can evaluate and adjust business strategies accordingly.


	Expense/Income Category
	Month 1 (£)
	Month 2 (£)
	Month 3 (£)

	Income
	
	
	

	Sales Revenue (Bottles sold)
	5,000
	6,000
	7,500

	Customization Revenue
	1,000
	1,200
	1,500

	Total Income
	5000
	6000
	7500

	Expenses
	
	
	

	Production Costs
	2,000
	2,400
	3,000

	Marketing Costs
	500
	600
	700

	Rent
	800
	800
	800

	Staff Salaries
	1,500
	1,500
	1,500

	Shipping & Packaging
	400
	500
	600

	Total Expenses
	4800
	5300
	6000

	Profit/Loss
	600
	700
	900



[image: ]
[bookmark: _Toc184425695]Importance of Excel in the Digital Era: Essay 
In today’s digital age, Microsoft Excel or other spreadsheet tools are vital in keeping track of business finances. In an increasingly data-driven economy, Excel is still one of the most powerful and accessible platforms for managing, analyzing, and reporting financial information. Why Excel is the digital tool of choice: 
Data Organization and Management  
The capacity of Excel to store a massive amount of data in a structured format is amazing. Businesses large and small create hundreds of pieces of information each day, from sales to costs. Excel enables organizations to organize this information into categories, thus helping to identify patterns, benchmark and make the right decisions (Easterby-Smith, Thorpe and Jackson, 2015). Here, using Excel to forecast a business’s budget for three months allows organizations to map, monitor and pivot their budgets. Using different sheets and columns allows users to sort income, expenses, and profits in a structured way. 
Calculation and Automation  
The biggest selling point of Excel is that you can use it to do calculations. Businesses need to compute financial data frequently. Excel’s formulas (like SUM, AVERAGE, and custom functions) make complicated calculations faster by avoiding the repetitive task of doing the math manually (K. Scott Proctor, 2019). For example, with the financial estimate provided, easy formulas for total income, total expenses, and profit/loss over many months allow companies to dive deeper. Such automation prevents human errors and ensures accurate, up-to-date financial projections. 
Data Analysis and Reporting  
Excel is not only good at saving data but also Excel is a good way to analyze it. Pivot tables, charts, and conditional formatting are all ways businesses can break down information into actionable insights (Burgess et al., 2018). Using bar charts in this project to show revenue and expenses for three months allows to visually see the trend so business owners can better discern what’s going well and what’s not. Excel Data analytics helps organizations predict future performance, recognize potential glitches, and adapt plans accordingly. 
Forecasting and Financial Modeling
Organizations use forecasting to make strategic decisions and visions for the future. With Excel’s advanced functions, like regression analysis, trend lines and scenario analysis, businesses can now anticipate future financial outcomes from historical data. For example, in the eco-friendly water bottle industry, revenue and expense projections can inform future pricing, marketing and investment strategies. Excel’s financial modelling power enables companies to model different scenarios and empowers entrepreneurs to make sound decisions about resource allocation and expansion (Burgess et al., 2018). 
Accessibility and Collaboration  
Excel is widely used in all sectors and is available to almost every organization, either on a desktop or in the cloud like Office 365. This enables teams to easily coordinate financial planning, budgeting, and reporting. Multiple stakeholders have access to and collaborate on the same spreadsheet, which is especially helpful for small businesses with less time and resources (Paulus and Nijstad, 2003). Excel’s cloud-based capabilities mean it is easily updated in real time so that one can monitor and act on financial trends with ease. 
Customization and Flexibility  
Excel is highly customizable, so businesses can develop custom spreadsheets based on their requirements. Whether it is selling data, maintaining inventory or monitoring spending, Excel has the ability to make customised financial models. This level of customization is crucial in the digital age, where companies have their own problems and need to solve them in a different way. With its versatility for a wide range of businesses, from retail to service, Excel is the ultimate accounting tool (Bencsik, 2017). 
[bookmark: _Toc184425696]Conclusion  
Excel is the foundation of accounting and business development in the modern world. The fact that it stores, computes, analyzes, and displays data makes it a must-have for entrepreneurs and small businesses. Excel enables data-driven decision-making, enhances efficiency, and offers insights that enable companies to survive and grow in the digital age (Singh and Shukla, 2024). Keeping track of Excel and making the most of it is more important than ever to your success and financial well-being. 
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[bookmark: _Toc184425699]YouTube Link: https://youtube.com/shorts/_QLx8bBfWjw?feature=share
[bookmark: _Toc184425700]Summary
This YouTube video has been created to promote “EcoSip” Brand. This marketing video on EcoSip has used powerful and effective storytelling techniques to attract customers, engage viewers and most importantly, deliver the marketing message. An advertisement video which aims to promote socially responsible products should begin the video by making some emotional appeal (Tafesse, 2020). This video has started its argument by connecting the benefits of the product for the planet. Thus, it created an emotional appeal to emphasise the importance of sustainable products to protect the planet we love. The images used in this video created a connection between the nature and planet. The narrative has presented EcoSip as a via to save the planet and a solution to pollution. With the changes in content, this video has shown relatable scenarios which drew the attention of the viewer (Jarboe, 2009). This video has portrayed a vision or a dream to gift a pollution-free planet to future generations, by involving them in the cleaning process (Wang and Chan-Olmsted, 2020). 
In the later part of the video, a message has been provided which calls for action to save the planet from plastic pollution. Thus, the overall storytelling technique used in this video is interactive, enjoyable and engaging. 
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