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Executive Summary of Newcastle University Business 

School Consultancy Project 
 
 

History 
 

• April 2016. Proposal to the Board to offer a project opportunity to 
the Newcastle University Business School (NUBS) for the 
Undergraduate Consultancy Projects. 

• Mid 2016 a short ‘expression of interest’ was submitted and contact 
made with Sarah Carnegie, the NUBS lecturer responsible for the 
module. Sarah subsequently visited Chris Burridge (CB) at Joseph 
Cowen Lifelong Learning Centre (JCLLC) office, and Explore was 
accepted as a potential candidate. 

Although the project was instigated by JCLLC it is to be noted that it was 
the Explore programme that was the focus of the research. 

 
 
Proposal 
 
To consider Recruitment and Retention of members for the Explore 
Programme. 
 
 
The Project 

The Project took place from mid October 2016 to March 2017. One 
Director (CB) acted as first contact person for the student group (the 
Team) responding to queries, facilitating information sharing, dealing 
with issues as they arose, and reporting to JCLLC. A further three 
Directors; Joy Rutter (JR), Colm O’Brien (CO’B) and Dorothy Stainsby 
(DS) volunteered to provide further support to the venture. 

• October 19th - Meeting (NUBS) with whole of student body; JR and 
CB pitched the proposal to multiple groups of students. 

• October 31st –Introductory Meeting of 8 members of Team with 4 
Directors at Commercial Union House (CUH). Project Briefing 
document (CO’B) was made available to the Team. 



 

• November 1st - Letter to Members and Tutors Introducing Project 
(CB) 

• November 3rd – The Team visited (CUH) to attend arranged 
‘Programme Feedback’ session. Informal interviews were conducted 
with members, some of Team attended a lecture. 

• November 17th - Presentation of ‘Group Research Plan’ (NUBS) by 
Team, the Research Plan was accepted by 4 Directors. 

• December 9th – Progress presentation (NUBS) by Team, 3 Directors. 
• December 12th - Letter to Members and Tutors detailing progress 

and digital Research surveys during Xmas break  
• March 16th2017 – Final Client Presentation(NUBS) of full outline of 

Research conducted, Findings, Analysis and Recommendations to 4 
supporting Directors and 2 invited members. Presentation of 
Project Report of 76 pages which presented the main findings, 
and a Portfolio support document of a 122 page collection of all 
the data gathered, and full bibliography.    

 
 
Research methods 
 
Unstructured Interviews with members 
Explore Tutor survey 
Explore Member survey 
Competitor research: Structured Content Analysis of print and digital 
media. 
Potential Market survey (public, in public spaces) 
Demographic Analysis 
Academic: review of literature in relation to Lifelong Learning 
 
These quantitative and qualitative methodologies enabled correlation of 
results and a sound, robust basis for recommendations. 
 
 
Main findings 
 
Member Recruitment 
 

• Word of mouth is Explores’ strongest means of marketing 
• One-off payment for membership is a major barrier to entry 
• Market penetration is likely to be the most effective for Explore 
• The Explore programme is not as recognisable as its competitors 

 
 
 
 



 

Member Retention 
 

• Current members highly applaud the high quality of teaching, 
stimulation of learning and variation of topics 

• The core demographic of Explore greatly appreciates the premises 
location. 
 

Main Recommendations 
 
Member Recruitment 
 

• A marketing strategy focussing on ‘Market Penetration’ is likely to 
be most effective for JCLLC 

• Further develop and build ‘Brand Awareness’ e.g. encourage 
members to use Google Review – these would be visible to website 
visitors via a Google search. 

• Review and reproduce physical marketing material to better portray 
the Explore Unique Selling Point (USP) which can assist potential 
members decision-making 

• Single Brand Focus – merging JCLLC and Explore brands to assist 
brand recognition. 

• Implement a Membership Management System (MMS) that creates 
a member account page to increase members’ interaction with 
Explore 

• Introduce Flexible Payment structures to remove a potential barrier 
to new members. Consider monthly payments as well as seasonal. 

 
Member Retention 
 

• Maintain a central location for Explore 
• Maintain and develop the high-quality content of lectures 
• Implement an MMS to increase member interaction with Explore  
• Organise social events and create stronger links with partners and 

competitors through combined events. 

 
 
 

The Management Consultancy Project Report and Portfolio will be 
available to members in the Explore office. 

 
 
 

Christine Burridge.  
10th April 2017. 


