

         
Trampoline park assignment

Selected target audience is: people looking for a unique venue to organize private parties/celebrations.
The two new supplementary services for the selected target group is discussed below
I. Provision of special event packaging.
II. Creation of Referral programs.
 
Provision of special event packaging.
Private parties or celebrations needs recreational services during their summit. Celebrations comes along with recreation and meal sharing. Offering party packages that shoulders the burden of your customers by planning the party on their behalf. For instance, having a good restaurant that provides meals at affordable prices will attract potential customers. Also providing renting space for at least cheaper prices compared to existing renting facilities will lure a person to visit the trampoline park. Creation of swimming pools. Classical swimming pools ought to be made and maintenance must be done periodically since this will enable people attending the party to refresh. Diving in a swimming pool comes with lots of excitement thus will end up attracting him or her to visit the trampoline park. Special events like also graduations, birthdays and engagement can be offered.
Creation of Referral programs. Referral programs are the new trends in business today. Most companies try to penetrate into the competitive market by offering such programs. Trampoline park should not be left out. Rewarding a customer will make him happy thus making the trampoline park reputation look good in the public image.  Current members most likely will bring their friends if the reward is existing for them to do that. So, many people will tend to host parties in trampoline park.  Benefit offering to members who bring friends to the park makes the park exposure and well known for its services thus more people will tend to visit the park.
           The 3-stage Model of a Service Consumption
Conventionally, consumers do traverse three-stage model in consumption of services. The three-stage model approach is vital since it aids academics in staging a clear research focus and gives the direction, to managers it helps to set objectives and shaping consumers. These stages include;
I. Pre-purchase stage
II. Service encounter stage
III. Post-encounter stage

The following flowchart can be used to show these stages.

	Pre-Purchase Stage

	Customer Behavior
Creation of awareness
Search for information
Evaluation of alternatives
Decision making on service purchase
	Key Factors
Need arousal
Sources of information
Experience and credence attributes





	Service encounter Stage

	Customer Behavior
Service requisition from selected supplier
Service delivery interactions
	Key Factors
Integrative service model
Service scripts
Low-contact service encounter




	Post-Encounter Stage

	Customer Behavior
Future intentions
Service performance evaluation

	Key Factors
Satisfaction and behavioral interactions.
Customer satisfaction with the service consumed





 


Pre-Purchase Stage
This is the number one   stage during the process of purchasing a service whereby clients mark alternatives, compare the risks and benefits and deciding on what to purchase. Personal needs and expectations are vital since they affect alternatives to be taken by a customer. If the purchase is recursive and of low risk, customers may opt that choice and using service provider who is specific to them. Creation of awareness is critical for any business to prosper. When people are aware of the existing trampoline park good services, they will tend to make a choice favoring such business.

Service Encounter Stage
[bookmark: _GoBack]Upon reaching on a decision to purchase a specified service, customers do experience more contacts with their selected service provider. The service encounter commences by submission of an application and order placing. Contact encounter can take different forms for instance, personal exchanges between service employees and clients. Service quality can be measured and graded by some elements during delivery of a services. These service element factors to mention but a few include the following; service personnel, support services and service environments.
Post Purchase Stage
According to this stage, there is continuity process since customers started in the service encounter stage that is evaluating quality of a service their service satisfaction or dissatisfaction. The result of this process is directly proportional to the future intentions. Effects will be seen. Such effect now depends on the customer. He or she might likely to recommend more people to consume the service or provide a negative feedback that will destroy the reputation of the trampoline park.
Meeting customers’ expectations and exceeding them will give the trampoline park a competitive advantage. It is always good to strive meeting customers’ expectations.  They will believe they have been provided with high quality services and they end up bring more associates into the business.

In order to revamp and rejuvenate the trampoline park services, these three-step model stages of service consumption must be deployed. This approach will ensure the success and the continuity of trampoline parks. The target group that is people holding their parties and celebrations will keep on coming increasing due to good reputation that was created by satisfied customers.
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