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Feedback summary for SBC seminar one: Interactive lecture and Q&A on 

small businesses (29th Nov 2017) 

 

Seminar 1 welcomed over 120 attendees (180 had registered for the Seminar) and 70 

feedback forms were received.   

Section one – Clients’ general demographical information 

 

Q1. Types of attendees 

As indicated by figure 1, the majority 

of the audience members were UK 

students (over 60%), followed by 

international students (around 27%) 

and Staff (12%). Although some 

alumnus expressed that they would 

love to attend the seminar, we did 

not received any alumnus’ feedback. 

                                                       Figure 1: Type of audiences 

 

Figure 2 shows information relating to 

where in the world our audience 

members come from. Apart from UK 

citizens, our other major audiences come 

from other European nations, such as 

Poland, Sweden and Portugal. Nearly 9% 

of our clients come from Asia. The 

Middle East and Africa equally share the 

remaining 3%.       Figure 2: Type of clients 
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Q2: Clients’ major (background) 

As indicated by the chart, the 

majority of audience members came 

from Science/Engineering (56%), 

20% came from Economics/Business 

and other Schools (i.e., language, 

art), and finally, more than 10% of 

clients came from other fields in 

Social Sciences.                                                                                                 

                                                                                Figure 3: Background of audiences 

Q3: The level of study  

Looking at the data, it would seem that undergraduate students from the UK are our 

most interested and enthusiastic potential clients. The majority of our audience 

included undergraduate students (over 75%), with Ph.Ds much lower(14%) and 

masters students ever lower than that (5%).  

 

 Figure 4: Level of study 
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Q4: The year they are studying 

By looking at the tendency of the chart, it seems that the longer the course they are 

studying, the less interested they are in SBC seminars. The majority of students are 

1st and 2nd year students. This is consistent with the previous data (most students 

are undergraduate).  Note, however, that in this case, the 1st year also includes the 

MSc students because they are only on a one-year programme.  

 

 

 

                                            

 

Figure 5: Student’s year of studying 
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Q5: How do they know us?  

Email is the most effective way (over 65%) to target our audience (potential clients). 

The second best way is via SUSSED (over 15%).  

This informs us that for e future seminar or clinic events, email marketing and 

SUSSED are the most effective means for promotion. Meanwhile, other methods 

used such as coordinating promotion with the “Careers Centre” could be exploited 

more. 

 

Under ‘other’, some respondants wrote of having heard about SBC events via “… 

friends or from class”. Therefore, this implies that another marketing approach to 

explore could be educating lecturers/professors/administrators about the SBC before 

asking them to kindly 

recommend us to their 

students (where to find the 

support). We are a resource 

that they can directly share 

with their students and it is 

unique when compared with 

other Universities.  

                     

 

 

 

 

  

Figure 6: Student’s year of study 
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Q6: Reasons to attend the seminar 

More than 40%of respondents suggested that the main reason they attended our 

seminars was closely linked to SBC’s main objective: “learning how to set up/run a 

business”. Around 25%of surveyed clients said that they attended the seminar due to 

“curiosity about the topics” and a 

similar proportion (24%) of clients 

shared that they would like to 

improve their knowledge and 

business skills. ‘To understand the 

life of a consult’ accounts for less 

than 10%and very few clients (less 

than 5%) see our seminar as the 

place to apply concepts previously 

studied, especially students from 

social sciences (please see Figure-

Extra-1) .  

Figure 7 Purpose to attend the seminar 
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Section two: Seminar evaluation 

Overall, perceptions of our seminar were great, especially with regards to content 

and speaker’s (Renold) knowledge. The detail results are illustrated by figures 8 to 

11.  

Relevance of seminar 

Regarding the respondents’ evaluation of seminar’s relevance, the following chart 

(figure 8) shows that approximately 73% of clients evaluated the seminar as being 

very good - excellent.    

 

 

Figure 8: the relevance of the seminar 
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The scope/depth of presentation 

Respondents rated the scope (depth) of our presentation very highly. Around 67% 

respondents believed that the scope (depth) of the presentation was very good - 

excellent.   

 

 

 

Figure 9: the scope/depth of presentation 
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Good understanding of the topics 

The underlying implication demonstrated by the following chart (figure 10) is that a 

large number of respondents believed that the speaker (Renold) had a high standard 

of knowledge and that they were extremely satisfied.  

  

Figure 10: the knowledge of the topics  
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The speaker’s creativity and flexibility 

This figure-11 shows that over 86% respondents perceived Renold as having the wide 

range of knowledge and commercial awareness necessary in order to answer the 

audiences’ questions.  

 

Figure 11: the speaker’s creativity and flexibility 
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The length of the presentation  

On average, the presentation’s length was positively received. However, when taking 

section 3 (respondents comments section) into account, a number of people 

suggested that the seminar was too long with a  break time needed.  

 

 

 

Figure 12: The length of the presentation 
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Recommendation of SBC’s seminars 

Although the majority of the audience said that they would be likely to recommend 

SBC seminars to their friends/colleague, there were still a few people who stated 

that they would not recommend. In fact, this is consistent with the result from the 

previous perception of the seminar.  

 

 

 

Figure 13: The recommendation of SBC’s seminar 
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Section three: Clients’ comments/suggestions 

Overall, the comments provide us with some valuable information and advice.   

 With regards to facilities, the most common complait was that the lecture theatre 

was too small and not big enough.   

 In terms of suggestions re content, legal information, the business timeline and 

financial information (investors’ views) were frequently requested. There is no 

doubt that it would be tricky to satisfy all requests, as for example, some people 

want to know more about famous brands (big company), while others wishto 

know more about “small” businesses.  

Generally speaking, respondents highly regarded our seminar and believe that 

Renold is a very knowledgeable person.  

Most useful aspects of the seminar 

 The presentation by Mauro (guest speak) 

- “A real-life success example and the insightful information.”  

- “The presentation by Mauro was quite good because it was 'raw' and 

spoke about relevant issues (e.g. money, time, emotions, hardships).” 

 The interactive Q&A: 

- “Talking and interacting + answering questions that people actually want 

to know about. 

- Clearly answered questions. 

- Targeted to the audience and very interactive. 

- Answering specific questions/ clearly answered questions.” 

 A general overview of the seminar:  

- “A simple overview of small business and interesting examples.  

- Good for someone new (covers essential topics); the introductory 

elements were useful for someone with little business knowledge. 

- The seminar is the first step to start my business. Helps to turn an idea into 

a tangible thing. 
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- Interesting, useful information delivered in a direct and honest way. 

- Mind Opening with basic aspects of the topic 

- Covered multiple topics and gave me all overall idea of what you need to 

know before building or analyzing a business. 

- Experienced speaker.” 

Suggestions:  

 The structure of the seminar:  

- “It would be great to hear the main presentation early, rather than taking 

questions and discussions first. This is because I was interested in some of 

the parts of the presentation, but the discussion overrun and I was not 

interested in this part personally.  

- The speaker to answer questions that they feel would be useful for the 

audience as they don’t always know what are the most important 

questions to ask, instead of asking the audience for questions. 

- clarify beforehand what topics will be covered 

- Fit into the time period.  

- Shorten the seminar or split it up with breaks.  

- Leave questions until the end. 

- More interactive, split up the class into groups and create discussions.”  

 Facility suggestion:  

- “A handout.  

- Visual resources. 

- Bigger Lecture theatre.” 

 Suggestions on content (things you want to know more about):  

- “Talk more about services and the legal obligations surrounding it. 

- More depth in the last session.  

- Invite an investor that provides a view of how they decide to invest money, 

explaining specifically how it works. 
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- Examples of "small businesses" used - not very small! Redefinition of 

"small business" needed!  

- More guest speakers, maybe from a famous brand to talk about their 

experience.  

- More general information on small business.  

- Some flowcharts.  

- Some models and examples of businesses! 

- Good presentation, but I would have liked to have heard more from 

people who had/are running "small" business, rather than huge 

international companies! Did not feel relevant at this point in my business 

journey. 

- Give guidance to websites and forums.” 

 Things you want to know more about: 

- “A rough step-by-step guide on how to start-up a business would work 

with an example. E.g. you have an idea, what is the first thing to do now? 

Then what? 

- More detail about the timeline and steps taken by a business with an 

example of setting up a business. 

- Perhaps covering popular and contemporary small businesses. 

- Essential errors you shouldn’t make. 

- Is it important to register a company from the start? 

- More information on funding and personnel preparation. 

- Business Development and strategies. 

- How to protect yourself from legal things and self-employment.  

- More about the idea of development. More about marketing.  

- How do you know about competition? How can one be competitive? 

Money? 

- More about how to make contacts and examples for tangible business.  

- Is there an opportunity to meet and network with potential investors.”  
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Additional comments:  
- “Renold is quite clearly knowledgeable and his SBC scheme is a great 

resource to the University. 

- Excellent seminar, very informative for a non-business savvy student. 

- Great presentation and loved the interactivity of it all 

- Good Job- thank you for giving your time and effort to help aspiring small 

business owners here at UOS! 

- I will definitely attend seminar 2.” 

 


