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[bookmark: _Toc137031731][bookmark: _Toc137031855]Activity 2: Interrogate the data answers
[bookmark: _Hlk138416276]Interrogate the data from the research report by answering the following questions:
· What is the data telling us?
· What evidence or statistics support this point?
· Why is this important to the business?
· What should the business do next because of this information?
You are expected to provide a wide range of responses.
Customers are unhappy with the current gym location
The data shows that customers are not fully satisfied with the current location of Fit Life Performance. In the member survey, the gym location received an average score of only 2.60 out of 5. This suggests that many members find the location on the outskirts of the city inconvenient. This may particularly affect those who travel into the city regularly, such as commuters, office workers and students. 
This is important because location can strongly influence whether customers continue their memberships or choose a competitor instead. To respond to this issue, Fit Life Performance should open a city centre gym to improve accessibility and attract a wider range of customers.
The current gym becomes overcrowded at peak times
The observation data shows that the gym becomes overcrowded during peak hours. Between 5:00pm and 7:00pm, 50 users were recorded, which exceeded the gym’s capacity. In addition, customers reported concerns about overcrowding in the survey results. 
This matters because overcrowding can reduce customer satisfaction, create waiting times for equipment, and damage the overall gym experience. If customers become frustrated, they may cancel memberships or leave negative reviews. A suitable business decision would be to expand to a second location in order to reduce congestion and improve the customer experience.
There is strong demand for a city centre gym
The research suggests there is strong demand for a city centre gym. In the city centre survey, 70% of potential customers said they would join a centrally located gym. This indicates that many people value convenience and want easier access to fitness facilities near workplaces, shops or universities. 
This is important because opening a gym in a high-footfall area could increase membership numbers and revenue. Fit Life Performance should therefore target commuters, students and office workers in future marketing campaigns.
Members value personal training services
The data shows that personal training is one of the gym’s strongest services. Members rated satisfaction with personal training at an average of 4.03 out of 5, which is one of the highest scores in the survey. 
This matters because it shows that customers value the personalised support and expert guidance offered by the gym. Personal training also helps Fit Life Performance stand out from competitors. As a result, the business should continue offering specialist personal training services at the new city centre location.
Customers are interested in flexible fitness options
The survey results show that customers are interested in flexible fitness options. Interest in hybrid memberships averaged 3.91 out of 5, suggesting that many customers want the ability to combine online and in-person training. 
This is important because fitness habits have changed in recent years, with many customers expecting greater flexibility in how they exercise. By continuing to develop its online coaching platform, Fit Life Performance can attract customers who prefer remote training while also supporting existing members.
Short classes are popular with potential customers
The city centre survey found that 72% of respondents were interested in short fitness classes lasting between 30 and 45 minutes. This suggests that many potential customers prefer quicker workout sessions that could fit around other commitments, such as work or study schedules. 
This matters because offering shorter classes could increase attendance during busy periods and attract customers looking for convenient exercise options. Fit Life Performance should therefore offer express classes at the city centre gym.
The UK fitness market is growing
Secondary research from the 2019 State of the UK Fitness Industry Report found that there were 10.4 million gym members in the UK. This shows that the fitness industry is large and continuing to grow. This is important because a growing market creates more opportunities for business expansion and increased profits. Fit Life Performance can use this information to justify investing in a second gym while demand for fitness services remains strong. 
Although the secondary research is likely to be reliable, it may now be outdated because it was published in 2019 before the COVID-19 pandemic. Since then, customer habits and the fitness industry have changed significantly, especially with the growth of online workouts and hybrid memberships. This matters because older data may not fully represent current customer behaviour. To improve decision-making, Fit Life Performance should combine the secondary research with current primary research collected from its own customers and potential users.
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