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Research Problem or Challenge:
Stiff competition. From the findings, we realized that the event management business was facing stiff competition since the company was new in the area, among other factors. Customers preferred renowned businesses for services. It was challenging for the business to strike new deals. However, the pre-existing contracts ran without major hitch backs, and some customers hired the services more than once.
Research Approach, Focuses, and Methodology:
The Research Approach
We took an inductive research approach. According to Azungah, T. (2018), in an inductive approach data that was relevant to the specific challenge is analyzed. Once sufficient data is obtained, we take a break from data mining and focus on analysis. Further, we make comparisons, dig history, and indicate projections. We deduced patterns and created a theory that explained the current position of the business. We focused on the following;
1. The number of similar pre-existing businesses against the market demand.
2. The number of customers who sought services against the contracts acquired.
3. The number of new customers seeking services against those who sought services from other companies.
4. Customer satisfaction and the ability of the company to meet the market demands.
On the methodology we used a Competitive Analysis strategy to understand our position in the market share. Many established industries and organizations are challenging to penetrate, even with the availability of sufficient information on the nature of the market. A business needs to find a niche and occupy the space in order to thrive. ("Chapter 6: A Competitive Analysis And Strategy", 2021)
Findings/Data and Sources:

	Data and Findings
	Source (Use SWS formatting)

	Price, Product (Service), Placement, Promotion

	We deduced that the number of pre-existing businesses was sustainable by the market demand. Customer preferences, however, did not favor our business, which was a major point of focus. 
	We sought statistics of events by surveying over some time. We obtained the number of event management companies from the licensing board.

	Only 37% of customers who sought services proceeded to hire the company. The inference was that the services did not match the surrounding cultural tastes since the business was new in the area. Therefore, there was a need to bring in employees from the area to boost customer relations.
	The data was obtained from the inquiries desk customer care, registry, and suggestion box. Those who hired the company progressive in terms of preference and taste.

	The number of customers seeking services was at per with other entry-level companies. 
	This information was obtained by researching statistics in other companies and comparing them to ours. 

	The customers cited a lack of awareness of the existence of the business. We asked about how they came to know the company, and very few claimed referral. Also, the majority of the customers were satisfied. However, some were not, and they cited the areas that needed improvement.
	To learn this information, we gave questionnaires and asked customers to rate us online. We also asked them directly how they felt about our services.

	Competitors

	There was major competition from existing businesses, especially those founded by locals. The customers exercised a sense of loyalty to the particular companies. In order to solve a customer’s dissatisfaction, it is important to approach the issue using the language that the customer best understands. A customers view and feeling of the experience is the pivot point and not the businesses’ abilities and experience. ("Competitive Analysis", 2021)
	We performed personal inquiries and also used questionnaires. 

	The education levels of the population were a bit low since the area was in the upcountry. So we decided to advertise and reach a vast area. We also decided to offer services at a discounted rate to enable customers to taste new trends and fashions.
	The new employees in the area came up with the conclusions and helped us understand the market better.
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